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In business, forecasting can be a science (Special Report, page 90). 
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we it comes to concrete floors, inherent alkali and moisture plus 
= the usual forms of abuse and hard wear can raise the roof with 


ordinary paints. But many enamels whip the problem with PLIOLITE S-5! 


PLIOLITE S-5 is the synthetic rubber resin that permits leading paint 
manufacturers to produce special concrete floor enamels capable of 
withstanding all forms of abuse, particularly alkali attack, up to 20 
times longer than other paints. 


The concrete floors of your basement, utility room or garage, 
your office, your plant, your club—all can be beautified and 
protected, longer and at lower cost, with enamels based 
on PLIOLITE 8-5. For suppliers of these concrete floor 
enamels, or for data on possible use of this versatile 

synthetic rubber resin in your product, write to: 


Goodyear, Chemical Division, Dept. 1-9415, Akron 16, Ohio 


re an - ' Ahr 


The Finest Chemicals for Industry — CHEMIGUM - PLIOBOND - PLIOFLEX - PLIOLITE - PLIO-TUF - PLIOVIC - WING-CHEMICALS 





This is Apota. * 


The name is a contraction of Automatic Positioning of Telemetering Antenna. 


It Takes Messages from Guided Missiles in Flight 


This mysterious object is Apota. 

If it sounds and looks like some 
thing from Mars, there is good 
reason. For what Apota does is to 
receive messages from far out in 
space. 

When a missile is launched, the 
observers on the ground want to 
know what is happening way up 
there on its flight. 


So they equip it with a radio 
that will send back data to the 
earth. Apota is the giant antenna 
that automatically tracks the missile 
in flight and picks up these radio 
messages. 


It's an instrument designed by 
the Sandia Corporation, a Bell 
System subsidiary in New Mexico. 
There Western Electric and Bell 


Telephone Laboratories direct work 
on the development of atomic 
weapons for the armed forces. 

This is just one of the many 
major defense projects undertaken 
by the Bell System at the govern- 
ment’s request, 


BELL TELEPHONE SYSTEM 








Reilly Gan Condon 


VEEDER-ROOT 


This Veeder-Root Reset Magnetic Counter (AC 
or DC) is actuated through electromagnets. And 
it may be connected in series with any device hav- 
ing a contact arrangement .. . like the specially 
designed Veeder-Root Electrical Contactor at the 
left, which insures positive operation of the 
counter, either in oscillation or connected directly 
to a revolving shaft . . . with the counter placed at 


VEEDER-ROOT INCORPORATED 
HARTFORD 2, CONNECTICUT 


any distance from the machine or process on which 
the count is required. 

This is another one of the hundreds of Veeder- 
Root Standard and Special Counting and Com- 
puting Devices developed for every conceivable 
counting duty, in every field from atomics to 
electronics. 

What do you need to count? Just write: 


Cilcago 6, 1. + New York 19, N. Y. 
Montreal 


“The Name that Counts” 
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the Building. . 


Custom Webster Walvector, be- 
neath windows, becomes an inte- 
grai part of the building . . . in 
cases it eliminates need for finished 
window sills and finishing of walls 
behind enclosures. 


Custom Webster Walvector for 
steam or forced hot water heating 
meets modern design requirements, 
yet is sufficiently standardized for 
economical poadnatien By provid- 
ing a tailor-made, built-in heating 
system, it effects substantial savings 
in construction costs. 


gi 


Front outlet integral Front outlet for wall 
sill for 3” or 4” heat- 

ing elements, 

Using the proven principles of 
Webster Tru-Perimeter eating, 
Custom Webster Walvector circles 
all exposed walls, gives clean, 
gentle, even warmth. Enclosures 
are available in eight basic types, 
> noma: to required dimen- 
sions. 


For details, call your Webster Rep- 


presentative, or write us, 


Address Dept. BW-9 
WARREN WEBSTER & CO, 


5,N.J. tives in 
yy “ , Petartoel Cutie 


Webster also makes 
Stenderd Walvector, 


























GENERAL @ ELECTRIC 





‘ » Engineering teamwork clicks to speed 


West's biggest power package 


Time can be measured in dollars on a project as 
large and complex as constructing a plant for 
generating 660,000 kilowatts of electrical ca- 
pacity. Low cost per kw and on-time start-up 
become essential to help keep electricity today’s 
greatest bargain. 

This 75-million-dollar plent, largest of its kind 
west of the Mississippi, is built around four 
Genera! Electric turbine-generators and associ- 
ated generation and transmission equipment. 
Exact co-ordination and planning is required to 
keep such a job moving easily toward the 
scheduled completion date. 

General Electric backed up the far-sighted, effi- 
cient planning of the Pacific Gas & Electric 
Company and their engineering consultants 
and constructors, the Betchel Corporation. G.E. 
“timed” its engineering aid, equipment deliv- 
eries, and installation service to coincide with 
construction progress . . . neither “‘late’’ nor 
“early” but on-time. 


Project co-ordination like this is one of many 
services available to you through General 
Electric's Apparatus Sales Division. Mainte- 
nance and Field-Service Engineering help 
protect your equipment investment throughout 
the life of the equipment. In addition, General 
Electric Analytical Engineering, Application 
Engineering, and Product Development assure 
that you will receive the right equipment 
properly applied and installed on schedule. 


Whether you are a direct user of electric 
equipment or whether you incorporate elec- 
tric components in your product, your G-E 
Apparatus Sales Representative can put these 
engineering services to work for you. Contact 
him early in your planning. Meanwhile for the 
full story on G-E engineering services, write for 
GED-2244 to General Electric Company, 
Section 672-17A, Schenectady 5, New York. 


GENERAL @® ELECTRIC 


THESE G-E ENGINEERING SERVICES HELP PROTECT YOUR EQUIPMENT INVESTMENT 





PRODUCT DEVELOPMENT pro- 
vides improved equipment to meet 
tomorrow's ‘ncreasing demands 


APPLICATION ENGINEERING combines lat- 
est products and techniques into efficient 
electrical systems for your specific needs 


MAINTENANCE SERVICE helps 
keep your plant electric equip- 
ment operating at peak efficiency 
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S Meme! — j 
PROJECT CO-ORDINATION plans FIELD-SERVICE ENGINEERING facilitates ANALYTICAL ENGINEERING 
deliveries to simplify purchasing, equipment installation, expedites start-ups, solves complex system problems, 
speed construction schedules helps train personnel for proper operation cuts time used in system design 

















HERE’S HOW 
STYROFOAM 
COMPARES TO 
OTHER 


INSULATIONS low “K” factor superior excellent 


water resistance compressive strength 





Yo Permanently Low Remains Dry and As- Highest Strength- 
Avg. 0.25 sures Constant ‘"K” Weight Ratio of Any 
Factor Insulation 


STYROFOAM 
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INSULATION B 
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ANSCO chooses STYROFOAM® 
because it’s 
a permanent moisture barrier 





Closely regulated humidity and temperature 

help prolong the life of certain films. To help 

maintain these conditions, this large producer 

of photographic films chooses Styrofoam (pow 

EXPANDED PoLYsTYRENE) for the insulation of 

controlled temperature storage rooms through- 

out the country. The non-inierconnecting cellu- 

lar structure of Styrofoam limits moisture mi- 

gration. Furthermore, its efficient insulating 

qualities will remain constant over the years. 

Added advantages, too, are Styrofoam’s light age area is 130 ft. by 200 ft. The 
weight and ease of handling, making installation —_— insulation contractor was —Geor, 
fast and economical. Weisenberger Co., Utica, New York. 

















<p> 
... otters you a combination of properties 


unmatched by any other 


low-temperature insulation! 


light weight ease of superior resistance low 
ignt welg handling to vermin and decay | _ installation cost 








lightest Of All Rigid Ph ot 
Insulations. Avg. Den- Easily with Commen 
sity, 1.7 tbs. per cv. ft. Teols. Doesn't Crumble 


nt — Fabricet yf to te feet Value Lowest Cost, Teo, Per 
Yeor of Service 
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THESE ARE JUST A FEW LEADING COMPANIES THAT HAVE CHOSEN STYROFOAM 

The Best Foods, Inc.; The Goebel Brewing Co.; Southern Dairies, Inc.; General American Transportation Corpo- 

ration; General Electric Company; Norge, Division of Borg-Warner Corporation; Kelvinator Division of American 
Motors Corporation; New York Central System; Swift and Company; Oscar Mayer and Company. 























Dow will send you further information on Styrofoam, 
free, upon request, Please specify if you want general 
information on Styrofoam or detailed information on its 
use in low-temperature work, as a perimeter insulation, or 
pipe covering. Write Dow Plastics Sales Dept. PL 578B, 
THE DOW CHEMICAL COMPANY, Midland, Michigan, or contact 


your Styrofoam distributor: The Putnam Organization, Inc., 

Chicago, lll, « Seward-Kauffman Corp., Elkhart, Ind. © Styro Products, Inc., Kansas City, Kansas « Atlantic Foam Products Co., Ipswich, Mass 
¢ Par-Foam, Inc., Detroit, Michigan « Edwards Sales Corp., Minneapolis, Minn. « Floral Foam Products, Midland, Michigan « Styro Sales Co 

New York City « William Summerhays Sons Corp., Rochester, N.Y. « G. & W. H. Corson, Inc., Plymouth Meeting, Penn, «© The Emerson 
Co., Houston, Texas « Uteh Lumber Co., Salt Lake City, Utah « S & S Sales Corp., Milwaukee, Wis. « Durofoam Insulation, Lid., Kitchener, 
Ontario, Canada « Western Foam Products, Inc., Colma, Calif, « Wiley-Bayley & Company, Seattle, Washington. 


you can depend on DOW PLASTICS 














APPLIANCES 


WIRE 


FOR EVERY 

ELECTRICAL & 
ELECTRONIC 
PRODUCT Aten 
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belden 


WIREMAKER FOR INDUSTRY 


~ 


WELDING 


pitied tel sila. "TO SERVE YOU BETTER* 


Engineered wire for everything electrical or electronic— that is 
Belden’s business. Hair-like filaments to wind the tiny transformers 
of transistor or heavy magnet wires for utility transformers 
two stories high-power supply cords for the smallest appliances, 
like your shaver—up to heavy duty electric tools and equipment. 
For welders, for planes, for electronic brains—Belden has the 
wire for the job—Belden quality means lowest over-all cost. 


1-4 Belden Manufacturing Company * Chicago 


LDEN WIRES 


EVERYTHING ELECTRICAL INCLUDING 








READERS REPORT 





Forging Ahead 


Dear Sir: 

Your special report is quite inter- 
esting and informative [BW—Aug. 
13°55,p78|. However, | call your 
attention to an apparent error in 
the statement on page 81 concern- 
ing the furniture industry in North 
Carolina, which reads: “North 
Carolina has strengthened its hold 
on No. | textile perch and has a 
strong chance to pass New York 
and become tops in furniture.” 

North Carolina is the leading 
state in household furniture produc- 
tion and New York is the second 
state, according to Bureau of the 
Census estimate for 1953 as shown 
in Series: MS4A-03 (1954 figures 
not yet available)... . 

Your special attention is invited 
to the fact that whereas the value of 
North Carolina's production in- 
creased from 1952 to 1953, New 
York’s production declined. . . . 

Also North Carolina and Virginia 
occupy first and second places in 
the value of wood household furni- 
ture, these two states accounting in 
1953 for 27.6% of the total produc- 
tion. In the production of bedroom 
and dining room furniture, North 
Carolina and Virginia accounted 
for 50% and 41.9% of the total in 
1953. 

These statistics do not fully dis- 
close the expansion of the furniture 
industry in the southern area. Many 
new plants are now under construc- 
tion and the capacity of many of 
the existing plants is being in- 
creased through additions and new 
equipment. ... 

J. T. RYAN 
EXECUTIVE VICE-PRESIDENT 
SOUTHERN FURNITURE MANUPAC~ 
TURERS ASSN. 
HIGH POINT, N. C. 


* A recheck of government sta- 
tistics proves Reader Ryan is cor- 
rect. 


Weathering the Storm 


Dear Sir: 

May I congratulate you on an 
article you printed on July 5, 1952? 
No, this letter is not delayed, but 
actually a very up-to-the-minute 
recognition of your “word to the 
wise” in 1952. I am referring to an 
article that appeared in that issue 
entitled Sharing the Risk on Credit 
Losses [BW—Jul.5°52,p58}. 

You will find the first six para- 
graphs are particularly applicable to 
the “Black Friday” situation that 
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WHERE PRECISION PREDOMINATES 


TAYLOR INSTRUMENT INSISTS ON SIRVENE 


It looks simple . . . but the performance of a remarkable instru- 
ment depends greatly on the precision of this Sirvene (synthetic 
rubber) diaphragm. Chicago Rawhide makes it for the Taylor 
Tri-Act Controller, a pneumatic, force-balanced instrument 
that gives faster, closer and simpler control of virtually any 
complex process in industry. Any variance in the exact con- 
centricity of the diaphragm would make it extremely difficult 
to baiance out the instrument. Chicago Rawhide’s Sirvene 
Division consistently delivers this exact concentricity and de- 
pendability to Taylor Instrument. They can do the same for you. 


SCIENTIFICALLY COMPOUNDED ELASTOMERS 
WHENEVER you need a unique pliable part, precision made 


in production quantities, you need C/R Sirvene, Write us for 
your copy of “Engineering with Sirvene.” 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
1301 Bisten Avenve SIR VENE DIVISION Chlcage 22, Mincls 
Other C/R products 


Oit Seats: Shaft and end face seals for all types of lubricant retention and dirt exclusion * Conpor: Controlled porosity mechan- 
ical leather packings and other sealing products * Sinvis; Mechanical leather boots, gaskets, packings and related products, 











Here’s a timely answer to the need for reducin 
labor costs — 4 single cleaning unit that completely 
oy mechanizes scrubbing. A Combination Scrubber- 
Vac applies the cleanser, scrubs, flushes, and picks 
up — all in one operation! Maintenance men like 
the convenience of working with this single unit 
... the thoroughness with which it cleans... 
and the features that make the machine simple to 
= It's self-propelled, and has a positive clutch. 
re are no switches to set for fast or slow — slight 
pressure of the hand on clutch lever adjusts s 
to desired rate. The powerful vac performs quietly. 


Model 213P at left, for heavy duty scrybbing of 
large-area floors, has a 26-inch brush spread, and 
cleans up to 8,750 sq. ft. per hour! Finnell makes 
Serubber-Vac Machines for small, vast, and inter- 
'\. mediate operations, and in gasoline as well as elec- 
tric models. From this complete line, 
you can choose the size and model 
that’s exactly right for your job (no 
need to over-buy or under-buy). It's 
also good to know that you can lease 
or purchase a Serubber-Vac, and that 
a Finnell Floor Specialist and Engi- 
neer is nearby tw help train your 
maintenance operators in the proper 
use of the machine... to recommend 
cleaning schedules for 
most effectual care... and 
to make periodic check- 
ups. For demonstration, 
consultation, or literature, 
coe or write nearest 

innell Branch or Finnell 
System, Inc., 3809 East 
Street, Elkhart, Indiana. 
Branch Offices in all prin- 
cipal cities of the United 
States and Canada. 





























(Powder Dispenser and Level Cable Wind are accessories) 


FINMELL SYSTEM, INC. on 
Originators 4 | FINNELL | PRINCIPAL 


Dower Scrubbing and Polishing THachines CITIES 








developed as a result of hurricanes 
“Connie” and “Diane.” You men- 
tioned the A. B. C. Company which 
was in good financial condition, but 
was wondering what would happen 
if several of its old customers, who 
were located in a city that had occa- 
sional floods, should be hit by a 
common catastrophe. A. B. C. 
Company realized that it would, it- 
self, be in serious trouble as a re- 
sult. The A. B. C. Company over- 
came this exposure by the purchase 
of credit insurance. 

My purpose in writing this letter 
is to call your attention to your own 
foresight in devoting two pages to 
the explanation of credit insurance 
back in 1952. Your article The 
Price of Diane: Black Friday for 
the Northeast {[BW—Aug.27'S5, 
p26] provides graphic illustration of 
what can happen unexpectedly to 
seemingly healthy businesses. Cer- 
tainly no one was prepared for a 
catastrophe like this, nor could any 
supplier have a credit executive 
with the ability to foresee the terrific 
losses that might develop over- 
night. 

In your article on the hurricane 
damage, you pose one question 
that must be haunting many credit 
executives today: How many com- 
panies will ever re-open? 

.. . Even in those cases where 
the distressed debtors will even- 
tually pay their accounts, the credi- 
tors with the foresight to have credit 
insurance will probably have re- 
ceived most of their cash and have 
turned it over several times as work- 
ing capital, instead of being, them- 
seives, financiaily distressed or 
forced to borrow while awaiting 
payment. 

Owen G. Hype 
AUSTIN W. HYDE INSURANCE AGENCY 
DETROIT, MICH 


Strictly Speaking 


Dear Sir: 

Under Business Outlook {[BW— 
Aug.27'55,p18| there occurs the 
statement: “One thing supporting 
the market for new homes has been 
more rapid family formation than 
had been figured a year ago. Prob- 
ably the annual rate never did get 
down to the 600,000 a year then 
reported; in any event, it has re- 
turned to about the 900,000 level.” 

From whatever figures we have 
been able to obtain from the Dept. 
of Labor, the family formation is 
around 500,000 per annum al- 
though household formation, i.c., 
undoubling, moving of children out 
of the parental household prior 
to marriage, may be running at a 
rate close to 1-million. Which do 
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When a popcorn vendor takes inventory, 
he checks the salt and butter and makes a 
rough guess at how much corn’s in the 
popper. Guesswork likewise establishes 
the work-in-process figure in many a 
company’s monthly statement. 

Hence this board chairman’s uneasi- 
ness. He has only an estimate on the 
value of goods going through the shop. 
He doesn’t know how much has been 
actually invested in them — collectively or 
by type of product. Under existing pro- 
cedures, he can’t find out for weeks, till 
a detailed physical inventory is taken. 

As it happened, one of the directors 
knew about Keysort punched-card 


“Gentlemen, we’re running this business like a popcorn stand!” 


Next day, the McBee man showed the 
chairman how Keysort could give him 
exactly what he wanted, and on time, too 
~ by the 4th of each month. Result: no 
more “guesstimates” in this company’s 
statements. 

A McBee Keysort installation can give 
you comprehensive, accurate reports on 
every phase of factory operation, and 
give them to you fast. On your desk 
monthly, weekly, daily—as your needs 
require. Whether you run a titan of in- 
dustry or a 100-man branch plant. And 
at remarkably low cost. 

The McBee man near you can show you 
how it’s done. Jt will take him one hour, 
from start to finish. Phone him or write us. 


accounting. He gave us a plug. 
ee, 7°". eee ergre 


McBEE By K<. rSSCITS I. 


Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens, Ohio Division of Royal McBee Corporation 
Offices in principal cities * In Canada: The McBee Company, Ltd., 179 Bartley Drive, Toronto 16, Ontario 





you refer to and how does it sus- 
tain your argument? 

ARMAND G. ERpPF 
NEW YORK, N. Y. 


* “Family formation” and “house- 
hold formation” are commonly used 
interchangeably to mean households 
of whatever type. We were refer- 
ring. strictly speaking, tou household 
formation. 


We wanted to point out that last 
year’s figures seemed to have under- 
stated the rate of growth and this 
year’s seemed to restore a more 
credible level. 


Easy Living 


Dear Sir: 

Our newspaper plant was air- 
conditioned throughout, this year, 
so I quite agree with the statement 
by Reader Russakoff that “air-cool- 
ing is necessary for optimum work- 
ing conditions” in the Southern 
states [BW—Sep.3’55,p8—Readers 
Report}. 

However, I came originally out 
of the Middle West, have had ex- 
periezce as a worker in New York 
City, and also as a student in New 
England. New York, Chicago, and 
a number of smaller Middle West- 
ern cities in which I have had ex- 
perience certainly call for air-cool- 
ing in the summer for optimum 
working conditions also. They call 
for much more heating in winter 
for similar optimum conditions. 
(We put on some heat here in 
wintertime, but it costs a lot less 
and we don’t have any difficulties 
about snow removal.) 

One reason for industrial growth 
in the Southeast is that a lot of 
people originally from New Eng- 
land, the Mid-Atlantic states, and 
the Middle West find they prefer 





Dependable B&O life in the South. 

Time-Saver Service : TALBOT PATRICK 
EDITOR & PUBLISHER 

is proving to many EVENING HERALD 

less-than-carioad shippers ROCK HILL, 8. C. 

that their schedules 

can be cut by as much as Not From Books 

one-third. You can Dear Sir: 

benefit, too! One of the most provocative 
items I've read in BUSINESS WEEK— 

Ask our man! and I’ve been an avid reader for a 


long, long time—was a letter from 
Reader Rodgers of the General 
Electric Company |BW—Aug.6'55, 
e7 p8—Readers Report]. 

: ary ee He complains, as have many 

sem ob Secae-c all ne J “ others, that graduates of engineering 
ec: schools are not given adequate con- 

sideration in the selection of execu- 





Baltimore & Ohio Railroad tive personnel There is reason 
to believe that graduates of some 
Those who know...use the B&O! of our finest schools of business 
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phosphates 


‘Gels they IMpProve 


your pl oducts too? 


No wonder that nearly all of 

the prepared flours on the market 
contain one or more Victor phos- ee 
phates! Nowadays, little girls of 8 ari 
or so bake cakes that rival mother’s, & a) 
when they use today’s wonderful Vie 
cake mixes. That’s because Victor's "i 
controlled-reaction phosphates bring to 

prepared flours—for both commercial 

and consumer uses—a new high in uni- 

formity and dependability. 


» 


Helping produce better mixes is only 
one of the many applications of Victor 
chemicals. Victor serves more than 

40 other industries with phosphates, 
formates and oxalates to improve 
processes and reduce costs. Send 

for the Victafile that tells about 

the Victor chemicals that 

are being profitably used in 

your industry. 


emer ee ee 
j * 


VICTOR CHEMICAL WORKS BW924 or 
155 N. Wacker Drive, Chicage 6, Illinois a 


Please send Victafile showing uses of Victor chemicals 
in my industry 


Pirm Name _ 
Address. 
City iipeuiimentane 
Your Name 
industry ses een insitinttiinn 
(Please attach this coupon to your letterhead) 





How an appraisal drove the 
“ghosts” out of the plant 


Home Offise: Milwevkee 


Atlanta 


@ 
Conodion Approval Compony, i'd. 
Montreal and Toronto 


14 





When we analyzed the property records of a manufacturing 
company*, the verification of physical assets disclosed that 
many items of equipment, still on the books, had long since 
been disposed of. They were the assets of yesteryear which 
were disclosed as the “ghosts’’ of today, distorting property 
records. 

American Appraisal Service is a valuable tool in property 
control, providing management with up-to-date authoritative 
information about the existence, cost, or value of assets and 
the adequacy of depreciation provisions. It is based on The 
American Appraisal Company's over-half-century experience 
as the leader in the field of valuation for purposes of insurance, 
accounting, property control and corporate financing. 

One of our representatives will be glad to advise you about 
your Appraisal needs. 

*Actval cose trom ove files 
Send tor ovr velveble bookies 
“Hew You Benefit by Americen Appreisal 
Service.” W's yours fer the ashing. 


one The Leader in Property Valuation 


Les Angeles 


The 
AMERICAN 
APPRAISAL 


0. Cc. Company 


Since 1896... Largest... Most Widely Used 





may have the same complaints. 

These folks are trained to think 
logically and clearly. Theoretically 
they could be the finest executives. 
Generally, they often fail as execu- 
tives or leaders. Somewhere down 
the line their logic deserts them. 

Anyone who has given much 
thought to the qualities that make 
a successful executive, recognizes 
that the characteristics which set a 
leader and a top flight executive are 
qualities of temperament, character 
and emotional adaptability. How 
can it be that top flight educators 
have overlooked this facet of per- 
sonality development? 

Almost every employer is eagerly 
seeking persons with the potential 
for leadership and executive capac- 
ity. They attend seminars and meet- 
ings, and even engage management 
consultants to help them find men 
and women with executive poten- 
tials. 

Eventually, the frustrated seeker 
of executive talent concludes that 
the qualities of character he seeks 
are developed in the home anc in 
the kindergarten. The advanced 
schools and professional colleges fill 
the minds of their students with a 
variety of facts, and perhaps the 
fundamentals of logicai thinking. 
Rarely do they develop leaders of 
men... . 

Have these educators been aware 
of industry's frantic search for ex- 
ecutive material? Have they 
sought to ascertain what qualities 
of character are sought by industry? 
Probably not, for temperament and 
character are not learned from text- 
books. Industrial leaders are de- 
veloped in the home, in the kinder- 
garten, and in the church. . . but 
rarely in professional schools. 

The professors I have known 
have welcomed with open arms the 
students who arrived at college with 
the qualities of leadership so sought 
after by industry. Rarely do they 
help the weaker students develop 
these qualities. 

I'd like to suggest to Reader 
Rodgers, and to all those who are 
desperately seeking leadership quali- 
ties, that they encourage profes- 
sional schools to devote their major 
efforts to the development of 
character, and leadership, and the 
emotional qualities that provide 
executive temperaments and atti- 
tudes. 

After all, most of the data re- 
quired for professional activities 
can be obtained from the large 
variety of handbooks availabie. 

Cuester E. GOTTSCHALK 
PLANT ENGINEER 
RUST CRAFT PUBLISHERS 
BOSTON, MASS. 
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Cleopatra never had “it” 


so good as your wife! 


TLAS 


POWDER COMPANY 


SORBITOL, POLYESTER RESINS, 
EMULSIFIERS, DETERGENTS 
EXPLOSIVES, ACTIVATED CARBONS 


Cleo went a long way in her thirty-eight years. Who knows- 
she might have gone even further if she’d had better beauty aids 
than the “barley flour and butter’ lotions of her day! Those 
ancient concoctions can’t compare with the modern cosmetics 
your wife uses to keep her skin soft and lovely. 


Where does Atlas come in? The cosmetic industry will tell you 
that our emulsifiers help them unite oil and water into smooth- 
textured creams and lotions . . . that our sorbitol retards dryness 
and lends a rich, emollient effect that your wife appreciates. 


Atlas makes many other modern products for many other 
industries ... activated carbons, polyester resins, emulsifiers, 
sorbitol, detergents and explosives. Atlas is moving ahead fast. 
If we’re not already serving you, there’s a good chance we will 
be soon. Atlas Powder Company, Wilmington 99, Delaware. 





call 
Ryerson 
for steel 


TUBING 


‘echamecal ond pum cylinder 
tubing, seamless ond welded; 
hydraulic fluid line ond boiler 


tubes; structural tubing, etc 


ALLOY STEELS 


CARBON STEELS 
Hot rolled and cold finished bors; channels, 


angles, beoms, etc.; piotes of every kind. 


STAINLESS STEELS 


World's largest stock of sheets, plotes, 
bors, pipe, tubing, fittings, etc. 


SHEET AND STRIP 


Over 20 kinds and mony gouges—in 


pottern sizes or cut to your order 


Tested alloys of known harden- 
ability, stondard ond circroft 
quolity, os rolled, onneoled, 


heat treated. 


Quick delivery from nation’s largest stocks 


Need steel in a hurry? Ryerson stocks are the 
nation’s largest, so one call to your nearby 
Ryerson plant brings quick delivery of almost 
any kind of steel in almost any quantity —all of 
it certified for high uniform quality. 

Do you want your steel prepared for immedi- 
ate use? Ryerson facilities include the most 
modern close-tolerance equipment for sawing, 
shearing and flame cutting to your specifications. 


Of course, current heavy demand makes it 


JOSEPH T. RYERSON & SON, INC. PLANTS AT; NEW YORK « 
DETROIT «+ PITTSBURGH - 


BOSTON 
BUFFALO + CHICAGY + MILWAUKEE + 


ST. LOUIS « 


difficult to keep all sizes always on hand but 
our stocks are being replenished continuously. 
Steel that’s out of stock today may be in stock 
tomorrow. And experienced Ryerson steel men 
will help you make the most of steel on hand. 
So for everything in steel and steel service ... 
call Ryerson. 


RYERSON STEEL 


PHILADELPHIA «+ CHARLOTTE,N.C. «+ 


LOS ANGELES - 


CINCINNATI « 
SAN FRANCISCO + 


CLEVELAND 
SPOKANE «+ SEATTLE 
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Prices are breaking away from the straight line the averages had been 
tracing for so long a time. 


Late-summer firmness marks processed foods and some farm products. 


But, more to the point, raw materials and purchased parts have pushed 
to new highs. Manufacturers are feeling this increasingly. 


Plentiful supplies of meat in the autumn season of heavy slaughter 
will help hold down food prices until early next year. 


However, consumers will see more and more rising price tags on man- 


ufactured goods in the next few months. This will be particularly true for 
things made of metals, reflecting both wages and material costs. 


A creeping rise in the cost-of-living index thus seems certain. 
—e@— 


Higher prices for metals and metal products, following the summer’s 
wage increases, now have seeped through to all manufacturing levels. 


The broad, slow-moving wholesale average of prices outside the area 
of foods and farm products has set a new high. The September figure will 
be close to 118 (1947-49=100), half a point above the Korea peak. 


This could be foreseen as far back as last spring (BW—May7’55,p17). 
—oe— 


Ample foods and a leveling out in rents may be enough to prevent a 
new high for the cost of living this year. But don’t count on it. 


The Consumer Price Index is less than a point below the peak recorded 
late in 1953. And a lot of things you and I buy are pointing higher. 


Many advances have been posted, either at the factory level or at re- 
tail, for consumer durables such as autos, TV, and big appliances. 


Some of the boosts look a little tentative, as though to test the market. 
And there’s always the question if they can stand the competition of the 
cut-raters (such as the discount houses in appliances). 


A lot of the boosts will stick, though, and others are coming. 


Small electrical housewares are among the products where manufac- 
turers’ costs have risen without any reflection so far at retail. 


Leading producers are avoiding markups now that might cripple 
Christmas sales—by far the biggest volume season. Then, too, such house- 
wares are specialities with the discount houses, so buyers are price-con- 
scious. 


Nevertheiess, 5% to 7% boosts are expected in the trade soon after 
Christmas. Manufacturers say they won't be able to hold off longer. 


List prices, of course, are only the level from which you dicker. 


Thus nobody knows yet just what to make of markups that have come 
along on such varied items as television, kitchen ranges and cabinets, re- 
frigerators, and laundry equipment. Or the boosts only now beginning on 
1956 autos (page 32). 


How big will markups be after the “deals”? Or how much will the 
consumer feel them—spread over 12 to 36 months on installments? 
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Manufacturers themselves have the trade somewhat confused over 
just what to expect in the field of pricing. 

For example, on “white” goods General Electrie has replaced nation- 
wide with regional lists (set by distributors with an eye to local conditions). 
But GE, along with makers such as Sunbeam and Toastmaster, continue 
to fair-trade small appliances—and to police adherence, too. 


Meanwhile, Westinghouse has abandoned fair trade on small appliances. 


Department stores and medium-size independent retailers of appliances 
have, for the most part, looked favorably on fair trade. They like to pro- 
mote, and be identified with, the fair-traded items. 


They face cutting, of course, on two sides: (1) the big-volume discount 
house, and (2) the family shop, which is hard to police. 


Auto prices won't meet the real test until next spring—when the new 
driving season puts demand to the test (and long after the scars of the 
1955 selling season have healed). 


Answers to two questions, in particular, are required: 
*How many 1956 customers actually were sold during the 1955 race? 
*How much demand will be created by relatively slight model changes? 


Auto makers doubtless will reduce “suggested” retail prices—or cut 
factory prices so as to give dealers more leeway—if resistance appears. 


Even so, many observers doubt that the industry in 1956 can come 
within a million of the 7'\4-million new cars it will apparently make in 1955. 
But, interestingly enough, even a 15% drop from record 1955 output would 
leave 1956 as the third best auto year on record. 


Before this year, only 1950 had topped the 6,150,000 mark. 


Construction prices have risen sharply in parts of the country where 
jobs are plentiful and contractors aren’t “hungry” for work. Most places, 
though, bids on attractive projects aren’t up much from a year ago; they’re 
held down by a steady rise in the number of contractors competing for the 
available work. 


That was the finding of an on-the-spot check by Business Week reporters 
across the country this week. 


Basie factors are working toward higher building costs—at least where 
contractors don’t find they have to use too sharp a pencil. 


There are more than just the obvious price boosters—higher wages, 
cement, and structural steel. 

You must also take into account electrical supplies and wiring, pipe, 
plumbing supplies, heating and ventilating equipment. 


Output of several scarce raw materials is gradually improving. 


Steel has reached 97% and shortly should approach full capacity. 
Aluminum set another monthly record in August at 133,550 tons. And the 
flow of copper is smoothing out with the strikes over. 
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it takes a sure hand 
to produce cartons by the million 


over alter Gair carton designers set 


This skille d die-maker take 
the pattern for sales. 


Take your carton, for 
the way to the right material, the right structural and gr iphic design 


ind the nght printing process for your market and product 


production men to mass produce the finished 


instance, Gair Package Analysis* points 


Then it up to Gair's 
That means precision dic-making (shown above) plus per 


carton 

fection in all phase s of production: cutting, creasing, folding and 
gluing. It means skilled men and specialized machinery working 
} no variation between the first carton 


together...to make sure there’: 
and the millionth to jam your mechanical packaging machinery 


You'll find the right men and machines to do the job at Gait 


*Cair Pa kage Anal ysis is a service designed to blue print a sucee 
ful carton for your product. One of our men will be glad to top 


by and give you the full story 


»D 
GAIT ) creative engineering in packaging 
ACM FOLDING CARTONS + SHIPPING CONTAINERS 
PAPERBOARD + KRAFT BAGS AND WRAPPINGS 


ROBERT GAIR COMPANY, INC. 
155 EAST 44th STREET « NEW YORK 17, NV. Y. 
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WHAT'S NEW IN MOTOR CONTROL? » « » GET IT FIRST IN CUTLER-HAMMER 


Now...the spectacular new 
Cutler-Hammer * * * Unitrol 


Star studded with features that provide 
fastest installation or rearrangement of 
motor control, maximum space economy, 
unparaileled motor control performance 
and new safety for men and equipment. 





Fifteen years ago Cutler-Hammer Unitrol pioneered 
the idea of flexible control centers ...the modern 
way to organize control equipment for better per- 
formance, greater safety, and quick rearrangement 
to meet industry's constantly changing control re- 
quiremente. Few engineering advances ever received 
such enthusiastic acclaim or such rapid widespread 
use. Through the years there have been many imi- 
tations, but only one Unitrol. 

Today Cutler-Hammer engineering leadership 
opens another new era in flexible control centers with 
the great new Cutler-Hammer * * * Unitrol. Star 
studded with features that permit new speed in in- 
stallation, new speed in any reorganization of the 
equipment, more control units in less space, new 
safety for men and equipment and new motor con- 
trol performance that simply has no equal. Whether 
you desire truly modern control for just a few ma- 
chines, a full department or an entire factory, be 
sure you have all the facts about the new Cutler- 
Hammer * * * Unitrol before you buy. Write or 
wire today .. . CUTLER-HAMMER, Inc., 1275 
St. Paul Avenue, Milwaukee 1, Wisconsin. 

Standardized Modular Construction 
All control units are 20° wide and in — SS 
mult of 14” in height. This 

easy interchange of various sizes a C Tt T L 


R-HAMMER 


types of control units without rearrange- 
ened the entire control assembly and 


dhe wb, 


oe wasting fpece oe oe eo * ye aX 
toa t non-uniform cont ts. } 

standardised moduler construction also —— UNITROL 
insures goed appearance at all times 

b orizontal lines match, 





Unitrol Uni-Plug Saves Time Scll- Aligning Disconnect Opesnters 


Uni-Plug automatically connects each Unitrol control units can be equipped 
control unit to its power supply when with either fused disconnect switches or 


be locked in “disconnect” position. 
aan UNITROL is @ 
: Hammer trade mark. 
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| Pewee PERN ahead 


1950 1951 1952 1953 


Preceding Month 
Week Ago 


Business Week Index (above) . . = yetege 


Steel ingot production (thousands of tons). . 2,309 12,309 2,186 , 1,281 
Prodection < automobiles and tricks... .. 145,437 +98,546 165,094 026 62,880 
Engineering const. awards (Eng, News-Rec. 4 week daily av. in thousands). . $66,051 $58,806 $51,653 : $17,083 
Electric power output (millions of kilowatt-hours). . 10,580 10,155 10,812 , 4,238 
Crude oi] and condensate production (daily av., thousands of bblis.)......... 6,684 6,655 6,701 4,751 
Bituminous coal production (aay wend thonsands of tons) 1,714 11,587 1,553 1,745 
Paperboard production (tons). 290,350 218,751 282,969 , 167,269 


Carloadings: manufactures, misc., and Lc. (daily av., thousands of cars). 
Carloadings: raw materials (daily av., thousands of cars)... .. 
Department store sales (chan from same week of iiote year). 
Business failures (Dun & Bradstreet, number). . 


Spot commodities, daily index (Moody's Dec. 31, 1931 = 100) 410.2 ‘ 407.5 
Industrial raw materials, daily index (U.S. Dept. of Labor BLS, 1947-49 = 2 98.1 . 87.3 
Foodstuffs, daily index (U. S. Dept. of Labor BLS, 1947-49 = 100)....... ! 78.8 95.4 
Print cloth (spot and nearby, yd.)........ . 18.9% , 19.0¢ 
Finished tect index (U. S. Dept. of Labor BLS, 1947.49 = = 100) ; 153.9 . 144.6 
-—_ steel composite (Iron Age, ton). AT $44.17 ‘ $30.17 

(electrolytic, Connecticut Valley, E&MIJ, Ib.) ; : ; 44.560¢ 8 30.000¢ 
wi eat (No, 2, hard and dark hard winter, Kansas City, bu.)............. . $2.11 j $2.39 
Cotton, daily price (middling, 14 ee markets, Ib.) ; 33.25¢ ; 34,56¢ 
Wool tops (Boston, Ib.)..... 73 $1.75 i $2.23 


90 stocks, price index (Standard & Poor's) . 1352.2 , 251.8 
Medium grade corporate bond yield (Baa issues, Moody's) 59% 3.59% 579 3.48% 
Prime commercial paper, 4-to-6 months, N. Y, City (prevailing rate) 25% 24% -2i% 14-11% 


Demand deposits adjusted, reporting member banks... pebelveneecos 56,110 $55,555 55,360 54490 +145,620 
Total loans and investments, reporting member banks. . . nis nagind on 84,735 184,150 84.210 82,440 1171,916 
Commercial and agricultural loans, reporting member banks 24,400 +24,080 23,940 21,023 +49,299 
U. S. gov't guaranteed obligations held, reporting member banks. . ed 09d 30,940 30,791 31,261 35,790 1149,879 
Total federal reserve credit outstanding...... - 57 25,401 25,495 24,939 23,883 


Latest Preceding Year 1946 
Month Month Ago Average 
li ) +9 123.0 115.0 1143 55.9 
Bank debits (in millions) $167,358 $161,748 $151,504 ¢4$85,577 


* Preliminary, week euded Sept, 17, 1955. 8 Date for Latest Week’ on each series on request, 
+ Revised. ad Fee den deslonated markets, 
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Molasses flows under the sea 
in 20-year-old neoprene hose 


Some of the first neoprene hose ever made is still 
seawortiy after twenty years of rugged service in 
the Hawaiian Islands. The hose shown above- 
used to transport molasses from shore to ship—is 
battered by waves, cross currents and ground swells 
for 34 hours at a time while tons of molasses pour 
into the tanker’s hold. 


BUT THE BEATING the neoprene cover and tube 
take in salt-water service is only a part of the rough 
duty. For months the hose must lie in storage in the 
tropical sunlight and under the prolonged stress of 
supporting its own weight. Ordinary rubber would 


flex and crack under the strain, but neoprene, Du 
Pont’s chemical rubber, stays resilient and ready 
for service. 


If you want performance like this in your product, 
remember that no other resilient material can match 
neoprene’s balanced combination of properties. A 
component of neoprene can add new selling points 
and customer attractions to your product. And in 
your plant neoprene can reduce maintenance and 
replacement costs. For on-the-job examples of how 
neoprene has cut costs and gained sales for other 
companies send for our free booklet. 


MAIL THIS COUPON FOR FREE BOOKLET | =} 





r 


E. I. du Pont de Nemours & Co. | 
Elastomers Division, Dept. BW -9 
Wilmington 98, Delaware 

Please send me your free booklet 
for the Industrial Executive.” 


NEOPRENE ‘ 


The rubber made by Du Pon? since 1932 


“A Report on Neoprene 
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4OTPOINT’S GOLDEN ANNIVERSARY is being cele- 
brated this year and Texaco salutes this “Pioneer of the All- 
Electric Kitchen.” We are proud that Texaco Lubricants and 
Lubrication Engineering Service are so widely used to help 
speed production of the famous Hotpoint kitchen and laundry 
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COOL SAVINGS FOR HOTPOINT 


Texaco Regal Oil in all 
and turbine blowers 
gives this report 
done a consistently fine 


Hotpoint, 
its hydraulic 


and has for 5 years. 
a A “Texaco Rees! | 
draulic, 
j t keeps our hy 
job for us. I ee ges 


had a productio 
e and maintenance cost 


on the results: 


exceptionally clean - 
Texaco, we've never 
in reduced downtim 


Horpoinr Co. is just one of the many well- 
known organizations which have achieved 
top results with Texaco. There are three good 
reasons for this wide acceptance: field-proven 
Texaco Lubricants, developed with the aid of 
the finest research facilities available .. . field- 
experienced Texaco Lubrication Engineers to 
advise on their use...and fast, efficient 
service from over 2,000 Texaco Distributing 


TEXACO 


INDUSTRIAL LUBRICANTS 


Co., Milwaukee, 


Wisc., uses 
air compressors 
Sweet, Plant Manager, 
Oil R&O has 
turbine an 


equipment, 
L. E. 
— d compressor systems 
ince we changed to 
e. Our savings 

while.” 


ru 


s have 


Plants in all 48 States. This combination can 
help bring production up...and costs down 
...in every major field of industry and trans- 
portation. 

One agreement of sale supplies all your 
plants wherever located. For details, call the 
Texaco Distributing Plant nearest you, or 
write The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 
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Business: The Pace Gets Hectic 


@ The boom is picking up steam faster than any- 
body thought it could—and breaking through all barriers. 


@ So far the money managers have kept it on the 


track without holding down its forward surge. 


@ There are still some hurdles to pass, but from 
here it looks like full speed ahead for 1956. 


The boom has picked up a momen- 
tum that takes your breath away. It’s 
moving along faster than anyone pre- 
dicted as 1955 opened. It has jumped 
barriers that looked formidable only a 
few months ago—the looming gluts in 
housing and automobiles. It's running 
just about all out now—with 65.5-mil 
lion Americans working, and with short 
ages of stecl, copper, glass, and other 
materials developing. 

It's a worldwide boom. Britain is 
throwing up storm fences against infla- 
tion. Australia is feeling the heat of 
rising prices. 

And it's a wonderful boom in which 
to do business. Department stores 
can't get stock fast enough to keep 
ahead of the customers. Ford has just 
raised its prices $46 to $99. Cadillac 
is coming out with a 305-hp. engine, a 
gold-plated grill, and an $8,500 price 
tag. The stock market is edging up to 
500 on the Dow-Jones—27% above 
1929. 
¢ On the Track—About the only people 
who could be uncomfortable—and 
they're not hurting by any means—are 
the money managers in Washington 
whose job it is to influence the eco- 
nomic climate. They've found the 
boom resplendent so far because some- 
thing of a minor miracle has kept con- 
sumer prices level. 

But money managers—and the poli- 
ticians looking over their shoulders- 
have the responsibility for secing that 
the boom doesn’t go so far so fast that 
it breaks in the middle of next year— 
an all-important bit of timing for an 
Administration that will be going to 
the voters just about a year from now. 

So far, though, Administration offi- 
cials and economists feel their efforts 
to cut spending and tighten credit have 
kept the boom right on its tracks (page 
26). The experts are just as happy 


about business prospects as are business- 
men. And to et cece the picture 
is bright. 
¢ Up and Up—Right now, practically 
everything points up. Automobile deal- 
ers feel they're beyond what might 
have been a very sticky business in get- 
ting rid of 1955 models. Now they'll 
have more horsepower, more safety fea- 
tures, more margin in prices to work on, 
Few of them have qualms (BW-—Sep. 
7°55,p25). Home builders are feeling 
the credit brakes set against them, but 
they have a big batch of this year’s 
houses to finish off still. 


1. The Power Behind It 


In other areas, it’s hard to find busi- 
nessmen who are visibly glowing. They 
may even have fingers crossed. But few 
have had it so good before—and the 
prospects for the next six months are 
rosy. There are three big forces feed 
ing strength into the boom 

* Retail customers are out to 
break all records this year. Retail sales 
will be up from about $170-billion last 
year to about $155-billion this. Cash 
registers will ring out Christmas more 
merrily than ever. True, installment 
credit is at its all-time high. But with 
incomes swelling—personal income is 
already running well above $300-billion 

the repayment of debt is also setting 
records. 

* Businessmen trying to build up 
inventories can boost over-all spending 
for some months to come. Take the 
case of manufacturers. Their sales have 
been booming, but they haven't been 
able to build up inventories to match 
Instead, they've had six months of spot 
shortages of metals. On the latest fig 
ures (July), their inventories were 
$43.9-billion. In January, they were 
$43.6-billion. 


¢ Capital investment is 7 
up. Management men rushing to buil 
new facilities to catch up with the sales 
demand are planning to push their 
spending to a record (BW—Sep.17'55, 
p28). And the backlog of heavy con- 
struction work mounts steadily as local 
governments rush to get highways, 
schools, and sewer systems under way. 

Taken together, these powers behind 
the boom seem sure to push business 
to new highs in carly 1956, The best 
measure of over-all business, gross na- 
tional product, is now running about 
$385-billion. It’s likely to reach $400- 
billion next year. 


ll. Weighing the Dangers 


Taken together, though, these forces 
might generate inflation. We're going 
into the fall, when business normally 
swings up, with very little slack in such 
basics as manpower and steel capacity. 
The step-up in capital spending will 
sometime be turned into new steel mills 
and turret lathes that will increase pro- 
duction. But in the meantime, capital 
spending adds to inflationary pressures, 
puts more pressure on steel, boosts in- 
comes. 

Moreover, businessmen in industry 
after industry have seen their costs 
creeping up for two years or more— 
while they've held the line on prices. 
This year's round of wage increases—up 
to 20¢ an hour—has added to the pres- 
sure on costs. Now the psychological 
barrier against raising retail prices may 
be breaking down. The fact that Ford— 
and other auto makers—are raising prices 
means some of the sharpest merchan 
disers in industry think the customers 
will accept higher prices. 

One economist taking a sober view 
of the boom summed it up this way 
“It's almost like wartime. The real 
demands on production—for everything 
from shoes to schoolhouses—are bigger 
than you can fill. But it’s different from 
wartime in that you don’t have any 
system of priorities. You can’t ration 
out steel and copper to essential users 
and let the others go.” 


ill. Checks and Balances 


This is the kind of pressure that can 
turn into inflation, set off a round of 
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price increases, But so far a couple of 
major forces have checked it. 

Farm prices have been sliding down, 
balancing the rises on the industrial 
side. Unhappy farmers have watched 
their prices coasting down while every- 
one around them prospered. 

Competition has been rough. For 
months now, auto dealers have been 
selling cars at prices that represented 
the cost to them plus, perhaps, $100. 
Discount houses and many a depart- 
ment store have shaded list prices on 
appliances. So there has been some- 
thing of a paradox: The economy has 
been swinging handsomely upward, 
breaking one record after another, but 
customers at retail counters have been 
able to swing deals on prices. 

This has worked well for the small 
group in Washington—officials and 
economists in the Federal Reserve Sys- 
tem, in the Treasury, in the Council 
of Economic Advisers, and high in the 
Administration—who are charged with 
keeping the economy on an even keel. 

Brakes, But No Squeeze—So far, the 
boom has gone just about the way they 
wanted it to. Business picked up 
smartly in the fall a year ago. In April, 
the credit authorities began applying 
the first gentle brake (story at right) 
hey’ve tightened up more since. 

So far, the experts believe this sum- 
mer's credit tightening has worked 
ibout on obaiibe. It hasn't squeezed 
iny part of the economy too much—but 
it has given businessmen sober second 
thoughts on raising prices or rushing to 
build inventories. And the controls 
have eased back home building and 
highway construction enough to keep 
the construction boom from running 
off the tracks. 


IV. Jumping the Hurdles 


Coming up for the money managers 
are two things that will complicate their 
job of keeping the most complex ma- 
chine in the world, the U.S. economy, 
on its tracks. The two: tax cuts—to 
which } .th Republicans and Democrats 
are committed—and election. 

¢ The tax cuts pose a nice problem 
of throttling back the economy just 
enough to absorb the fresh aiading 
money customers will have and prevent 
added pressure on prices. 

« And the election means the 
throttling back must be gentle. Credit 
controls can take hold harder than 
they're expected to—as they did in May, 
1953, when for a few days there was 
literally no money to lend legitimate 
borrowers. No one wants a repeat of 
the 1953-54 recession. 

But the readings on the economic 
barometer are high. For a businessman 
making up a budget for 1956—as 
thousands are right now—the outlook 
is good. 
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From Now on the 


To a Los Angeles manufacturer, 
tight money is something he “reads 
about in the paper,” but it just doesn’t 
exist when he’s in the market for a 
loan. To a Cincinnati construction 
man, who was badly squeezed in 1953, 
tight money is a very real thing. Any 
mention of it makes him fear that he 
will be put through the wringer again. 

These two conflicting views of cur- 
rent credit conditions are typical of the 
two extremes of business fecling across 
the nation. This week, BUSINESS WEEK 
reporters plumbed that feeling when 
they questioned businessmen, Pron 
and state and local government officials 
on just how the Administration’s restric- 
tive credit policy has affected them so 
far. The survey covered 21 major cities, 
and all Federal Reserve districts. 

Though it turned up conflicting views 
like those from Los Angeles and Cin- 
cinnati, it showed, too, that the rea- 
sons for the conflict lie in the way that 
credit controls are being applied. 








¢ Slow Punch—The Federal Reserve's 
indirect controls over credit are slow 
in taking effect. Actually, the Fed has 
been tightening up on credit since 
last December (see chart). It started 
slowly at first, but as business activity 
soared, it put on the screws with in- 
creasing vigor. ‘Today, it is following 
a policy of full-fledged restraint, aimed 
at keeping credit expansion in hand. 
More and more businessmen are feel- 

ing the eye Until now, though, the 
squeeze has come unevenly. It has hit 
some sectors as if it was aimed at them. 
But other sectors have not, as yet, felt 
much. This is the general picture: 

¢ Commercial banks have hiked 
interest rates and are tightening up on 
all types of loans. By and large, they 
have felt the pinch. 

¢ Home builders, within the last 
few days, have begun se diffi- 
cult to arrange financing. ¢ are 
cutting back on future operations. 

¢ City and state governments are 
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Has Been Tightened: 





he Treasury in- 
reases its weekly 
bill offering by 
$100-million, 
paving the way 
‘or its new financ- 
ng without forc- 
ing the Fed to 
lower reserve re- 
quirements. 
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Squeeze Will Get Harder 


paying higher rates for loans, and some 
wre deferring public works projects. 

* Most businessmen are paying 
higher rates, but are having no difficulty 
getting credit. However, newly-formed 
business and marginal companies are 
not getting all they ask for—and some 
are getting no loans at all. 

¢ Expansion and inventory plans 
of most manufacturers and retailers 
have not been affected by the pinch. 

¢ The majority view is that credit 
will get tighter in the next few months 

Even if credit does get tighter, most 
manufacturers whom BUSINESS WEEK 
questioned are convinced that they 
themselves will not feel it. Some are 
fully prepared to pay higher rates, will 
worry only if they encounter an actual 
shortage of capital. 


|. Misplaced Confidence? 


On the surface, the consensus of 
businessmen is that the money mana 
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gers will have to do a lot 
tightening before 
squeezed, 

This attitude could come from a 
happy ignorance, though—for almost 
30% of the manufacturers that pusi 
NESS WEEK questioned have not bor 
rowed money since the beginning of 
the year. Many have operated on 
working capital, and they'll pull in 
their belts rather than go out and 
borrow. Moreover, almost all those 
that were questioned have established 
businesses, and good credit ratings at 
the banks. 

The picture as the bankers sce it is 
considerably less rosy. They say that 
if they're squeezed any further, even 
their best and biggest customers will 
feel the pinch. Bankers don’t expect 
credit to get as tight this year as it 
did in 1953—mainly because there's an 
clection coming close. But they do 
think their customers will have to he 
cautions. “If things really get tough, 


more 
manufacturers are 


then we'll all get hurt,” is how one New 
York banker puts it. 


ll. What It Felt Like 


To get a standard of comparison for 
the current credit squeeze, you have 
to look back to conditions in 1953. 
Most banks admit they were squeezed 
in those tight money days. So do a 
majority of home builders, as well as 
state and local governments 

Some bankers, and a few home build. 
ers, feel that present credit conditions 
are already reminiscent of 1953, but 
this is a minority opinion. 

For the most part, banks say that 
though they are pinched now, and have 
raised interest rates substantially, credit 
is still readily available to all legiti- 
mate and regular borrowers 

This is the big difference between 
1953 and today. Then, many banks 
didn’t have money to lend and busi 
nessmen were squeezed for credit even 
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vhen they were prepared to pay higher 
rates. 

* Who Got Hurt—Less than half of 
the businessmen questioned confessed 
to feeling the pinch in 1953. But even 
those who did not borrow were forced 
to cut inventories and slow down on 
expansion plans. Companies that _ 
larly use the New York money market 
to raise funds were hardest hit in 1953. 
An executive of a big finance company 
says “We found it impossible to bor- 
row money at any price during the 
pring of 1953.” Today, though rates 
are close to where they were in 1953, 
the same company reports no trouble 
in arranging big loans. 

The 1953 squeeze hurt new and small 
companies particularly. A small retail 
fowd chain in Cleveland, for example, 
says its expansion plans were post- 
poned a full year because it could not 
get funds in 1953. A drygoods manu- 
facturer in Portland (Ore.) now doing 
a booming business, says that in 1953, 
when his outfit was only two years old, 
it almost went under because the banks 
were reluctant to lend to a newcomer. 

In those days, commercial bankers 
say, they began going over their cus 
tomers’ financial statements with a 
magnifying glass as soon as the pinch 
started. Big borrowers who were top 
credit risks had little trouble getting 
funds. In general, established business 
customers were accommodated much 
more readily than either new~—or mar- 
ginal—business customers, home build 
crs, or consumers. This is standard 
operating procedure, especially in the 
bigger bank . 


ill. Tough New Days 


Today, bankers are getting back to 
that system again. A big Houston 
bank, for example, says its terms are 
being tightened “right across the 
= " A Virginia bank reports its 
“old-established customers are being 
taken care of first.” A Denver banker 
savs, “we are certainly choosing lenders 
with more care.” In Cleveland and 
Dallas, bankers are definitely discour 
aging borrowers. And in Atlanta, one 
bank says it’s cracking down on con 
sumer loans. 

Most banks, cven those that haven't 
vet felt the pinch, are trying to weed 
out speculative borrowers, There has 
bcen something like a nationwide cut 
tack on loans for real estate specula 
tion and merger financing. A Minne 
apolis bank turned down one regular 
customer who was piling up inventorics. 
In New York, large commercial banks 
are wary of loans for stock market specu- 
lation, 

* Discouragement—Interest rates have 
risen sharply, and most of the jump has 
come since midyear. Short-term rates 
are up anywhere from 4% to 1% since 


the first of the year. Long-term rates 
are also up, but by proportionately 
smaller percentages. 

As a result, manufacturers are after 
long-term loans—because the difference 
in rates is so slight. The banks, how- 
ever, are trying to hold down the ratio 
of long-term loans in their portfolios, 
because they don’t want their funds 
tied up. 

Long-term borrowers, such as utilities 
and municipalities, are feeling the pinch 
especially. The city of Cleveland, with 
its excellent crecit rating, has had to 
postpone a $9-million issue for water 
improvements because of the increased 
cost of borrowing. The New York 
Thruway, which refused to pay the go- 
ing rate for long-term bonds, is borrow- 
ing via the short-term market until 
conditions look better. Buffalo is trying 
to get by in the same fashion. But some 
municipalities will be going into the 
long-term market expecting to pay 
higher rates. 

Some utility companies that have 
gone into the long-term market in the 
last few months have had trouble rais- 
ing money. 
¢ In the Pincers—But it's the laige 
home builders who are being hit hard- 
est by the squeeze. They've found mort- 
gage credit tightening suddenly. 

The worst blow yet, the builders say, 
was last weck’s directive from the Fed- 
eral Home Loan Board to savings and 
loan institutions (page 29), telling them 
to cut lending activities. One S&L 
banker brands this move as “the kiss of 
death” for the housing boom. A Salt 
Lake City builder says, “I'm being put 
through the wane Now it’s literally 
impossible to make a loan. Loan dis- 
count costs are three times what they 
were at the beginning of the year.” 

In Seattle, a builder echoed this, 
predicted that low-cost pee, Boo 
priced under $11,500—will soon become 
“extinct.” In Cleveland, one builder 
figures the new regulation will cut his 
housing starts by 25% mext year. An- 
other building and loan operator in 
Ohio bewails his predicament: “I had 
$100,000 on deposit with a Home Loan 
bank a few weeks ago. I pulled it out 
to make loans. Then I borrowed $300,- 
000 from the bank. And now where's 
all the money going to come from?” 


IV. Tighter Prospect 


Practically every bank reports a big 
increase in loans over a year ago, an 


most banks are lending more than they 
originally planned. Until lately, they 
were actively searching for customers. 
Now, the demand for credit is so heavy 
that they are discouraging borrowers. 

The merease in loans did not all 
come at once. In the first part of the 
year, most of the expansion was in 
mortgages. In carly spring, consumer 


loans started to climb. Now business is 
coming in to borrow and other loans 
are being reduced. 

¢ Fastest Field—Consumer loans a 
erally have expanded more rapidiy than 
any others. Some of this increase is 
hidden. Consumer finance companies’ 
borrowings come under the business 
loan category. And a number of banks 
say that these companies are borrowing 
more heavily than ever before. One 
Atlanta bank candidly admits it is cut- 
ting back on an auto finance com- 
pany’s credit because it is more profit- 
able to carry auto loans directly. In 
fact, a number of banks say consumer 
credit is safer~and more profitable— 
than other types of loans. 

That attitude among bankers gives 
you the main reason for the bulge in 
consumer loans. The attitude applies 
all over the country. A Toledo bank 
says its consumer loans are up 20% 
over a year ago. A_ small - Portiand 
(Ore.) bank has doubled its auto fi- 
nance paper in the last five months. 

Business weex’s survey found that 
the average increase in consumer fi- 
nancing by banks since last year 
amounts to more than 10%. Small 
banks registered higher gains in this 
field than the larger commercial insti- 
tutions—mainly because small bankers 
have concentrated on individual cus- 
tomers. 

But it’s plain from the survey that 
despite this big increase in consumer 
borrowing, the Administration’s con- 
sumer credit tightening moves and its 
attempts to warn against loose terms, 
are now taking effect. Many banks are 
scrutinizing consumer loans more care- 
fully, tightening terms, and even turn- 
ing away potential customers because 
their demands are “speculative.” 

Moreover, business’ growing demands 
for credit will mean a curtailment of 
consumer loans. The large commercial 
banks know they must accommodate 
their steady customers. And smaller 
banks are already pretty well loaned up. 


Surprise Deal Gives 
Paper-Mate to Gillette 


The pen is mighty in the market- 
place. At least, Gillette Co., of safety 
razor fame, has agreed to pay $15.5- 
million for the Paper-Mate Pen divi- 
sions of Frawley Corp., which claims 
80% of the market in ballpoint pens. 
At midweck, no formal contract had 
been signed for the sale, which carries 
on the diversification drive begun by 
Gillette in 1947 when it bought the 
Toni home permanent wave. 

Eversharp, Inc., which also makes 
pens and razors, had been dickering for 
Paper-Mate and thought it had the deal 
sewn up till it was notified last week 
by telephone, of the sale to Gillette. 
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HOME LOAN BANK BOARD members William Hallahan, Walter McAllister, and Tra 
Dixon ask savings and loan associations to tighten up lending in a move aimed at. . . 


Curbing Mortgage Boom 


Officials of savings and loan associa- 
tions this week took a second look at 
credit restrictions posted by the Federal 


Home Loan Bank Board, and wondered 
just how tough they really are. 

The board is the credit-controlling 
and credit-supplying supervisor for the 
4,200 savings and loan associations, 
functioning in much the same manner 
as the Federal Reserve Board does for 
the commercial banks that are in its 
system. 

The new policy—announced by Wal- 
ter W. McAllister, chairman of the 
Home Loan Bank Board—is designed to 
cut back the amount of money available 
for mortgages. Savings and loan associ- 
itions have been borrowing heavily from 
the 11 district Home Loan banks to ob- 
tain mortgage funds. But McAllister 
now advises the bank presidents to dis- 
courage this. 

From now on, local lenders are re- 
quested to limit their loans to the funds 
they collect from deposits and loan 
repayments 

McAllister’s move is in line with 
other steps taken by the Administration 
in recent months to slow down housing 
credit. In July, the New York Federal 
Reserve Bank discouraged the ware 
housing of mortgage loans, and tighter 
terms were announced for mortgages 
insured by Veterans Administration 
and Federal Housing Administration 
(BW—Ang.6'55,p25). And the Home 
Loan Bank Board itself issued 1 warn 
ing against excessive lending. Last 
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month, the Home Loan banks began 
raising interest rates on funds loaned 
to building and loan associations, 

¢ Out of Kilter—Behind the new policy 
is a boom in mortgage lending that has 
outstripped increases in savings. In the 
first six months of this year, building 
and loan associations wrote $5,8-billion 
worth of mortgages, a jump of 44% 
over the $4-bilhon in the first half of 
1954. But in the same period, sav 
ings went up only $300-million, a 14% 
gain 

Thus, associations have been getting 
the major part of their new funds by 
borrowing from the Home Loan dis 
trict banks. 

“The tremendous increase in lending 
by the savings and loan associations, 
without a corresponding increase in 
net savings, was resulting in inflationary 
lending,” McAllister told the Home 
Loan bank presidents, in explaining 
the tighter policy. 
¢ How Tight?—Just how tight the new 
restrictions will turn out to be in prac 
tice is a puzzle to building and loan 
representatives in Washington. They 
are advising local associations to wait 
and see how the new policy is put into 
cftect 

McAllister himself stressed that the 
district banks will continue to lend 
moncy to associations in two types of 
cases: where the money is needed to 
fulfill firm commitments already made, 
and where it is needed to mect with 
drawals of savings. These regular func 


tions of the district banks will not be 
changed. 

McAllister also said an advance would 
be proper to meet actual cash needs 
whenever “a member bas made every 
effort to comply with the present re 
strictions.”” Building and loan spokes 
men are wondering how this will be 
interpreted. 

Some see it as a flexible device that, 
in actual operation, will not reduce 
sharply the lending of funds from the 
Home Loan banks to the local associ 
ations. 
¢ Surprise, Anger—Even so, they were 
surprised and angered by the board's 
action. Congress recently separated the 
board from any tie with the Housing & 
Home Finance Agency, over objections 
of the Administration. 

The Administration feared an inde 
pendent board might wind up working 
contrary to general housing and credit 
policy. In theory, it could, 

The board works with the Home 
Loan banks in much the same way as 
the board of governors of the Federal 
Reserve does with the Federal Reserve 
district banks. When the Home Loan 
banks ask approval for changes in the 
technically they asked the board to ap- 
prove the hike, just as Federal Reserve 
banks ask approval for changes in the 
discount rate. But actually, the banks 
and the board work in close harmony 
with each other and changes in interest 
rates or lending policies are agreed on 
in advance 

lhe Home Loan Board has the same 
degree of independence as FRB. Con 
gress traditionally has declared that 
credit policy should net be a direct 
function of the executive department 
The separation of the Home Loan 
Board from the other housing agencies 
is a continuation of this tradition 
* Eisenhower Appointees—In its first 
important test, however, the board fell 
readily in line with the Administration's 
general policy of credit restriction, For 
one thing, all three members of the 
board—McAllister, the chairman, Ira 
Dixon and William J. Hallahan—are 
F.isenhower appointees. This week they 
called the presidents of the district 
banks to Washington to clarify the new 
policy 

Their recent experience in raising 
funds in the money market may have 
strenethened their hand. To meet the 
needs of the district banks, the board 
borrowed $200-million in June, and the 
same amount in August. But in Sep 
tember, after inquiring about the avail 
ability of funds, they limited their fund 
raising to $75-million. They felt this 
was all the market would vield at the 
interest they wanted to pay--2¢% 
on nine-month notes “We simply 
couldn’t raise as much money as the 
district banks wanted,” one official de 
clared. 
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Business Eyes the Red Market 


Cattle deal points up growing U.S. interest in Iron 
Curtain sales since Geneva—but it’s still limited. Travel is 
likely to gain before trade bars are let down. 


lhe Dept. of Commerce last week 
ued a license for export to Russia of 
+ head of Santa Gertrudis cattle—the 
vew breed developed on the King 
Ranch in Texas 

That in itself hardly a major 
item in international trade—but it 
represented the first solid bit of U.S- 
Russian business that could be attrib 
ted to the “spirit of Geneva” fostered 

the July meeting of the Big Four 

ids of government. And it pointed 
to a growing, though somewhat limited, 
nterest on the part of U.S. business- 
finding markets behind the 
lron Curtain. 

Ihe sale of the Santa 
receding stock (44 heifers, 22 bulls) 
ults directly from the August visit 
to the U.S. of a group of Russian farm 
ficial So in its small, $64,000 way 
it serves to illustrate that travel is 
tightly interwoven into the fabric of 
ommerce, 
* Negotiation—Next 
ministers of the 


was 


mich itt 


Gertrudis 
’ 


month, foreign 
Big our will return 
to Geneva to explore, among other 
what steps can be taken to give 
July agreement in 
principle that it 1s desirable to improve 
trade and cultural relations 
Before Secy. of State Dulles 
on Foreign Minister Molotov, the 
U.S. has a big decision to make— 
hether to make Moscow pay a polit- 


thing 


ubstance to the 


tukes 


cal price, say concessions on Germany, 
before further opening up trade and 
ultural relations (page 163), 
* Interest—From the standpoint of 
U.S. business, the quickening of in- 
terest in Iron Curtam markets since 
still on a relatively small 
least as it is reflected in in- 
the Dept. of Commerce 
ibout the possibility of doing business 
vith Russia and the Soviet bloc. 

Moderate, but noticeable” is the 
vay one official of the Bureau of For- 
cign Commerce describes the increase 
in these inquiries—though another says 
the surprising thing is not how many, 
but how few, U.S. firms ‘have asked 
BFC about Iron Curtain sales. 

rhe inquiries do indicate, however, 
an interest in widening the present 
narrow range of commodities in U.S 
sales to Russia and the satellites— 
mainly tobacco, wool rags, agricultural 
chemicals, and cattle hides. A U.S. 
textile machinery maker, for example, 
asked whether he could get a license 
to sell $40-million worth of machinery 
in the Russian orbit. In one week; 


(,ceneva 8 
ile it 


quirk“ to 
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two companies inquired about licenses 
for tires, and other inquiries came in 
on carbon black and chemicals. So 
far, none of these has developed orders 
Those who show the serious 
interest in Iron Curtain trade, one ofh- 
cial says, are the men “who deal in 
raw materials—ores, wool, scrap.” 
¢ Debate—The inquiries reveal another 
basic fact: Quite a lot of corporate 
soul-searching about policy is going 
on right now in board rooms across 
the country. You can sce that in the 


most 


“* 


rash of “iffy” questions that come in 
to BFC—“What would the govermn- 
ment think if we got an order. . 2” 
General Motors has already shifted 
its policy and has advised its people 
abroad that they can sell to Red coun- 
tries now, if the U.S. will license the 
sales (BW—Sep.3'55,p27). 
¢ Stimulus—The real extent of U.S. 
interest is hard to gauge. Commerce 
Dept. feels the queries from U.S. con- 
cerns result in many cases from a re- 
quest to them from the official Russian 
trading agency, Amtorg, for a catalog. 
This would seem to account, at any 
rate, for the disproportionate share of 
inquiries that come from farm machin- 
cry manufacturers. BFC says the Rus- 
sians have circularized this industry 
more than any other, and the com- 
panies, uncertain about policy, want to 
know if they should supply a catalog. 


Navy Fishes for Volunteers—Drafts, Too 


For almost a decade, the Navy has 
proudly proclaimed itself an all-volun- 
teer service. But last week, troubled by 


rate, it was 
nation’s draft 


reenlistment 
call on the 


a sagging 


forced to 


boards for 56,000 men by aext July. 

Meanwhile, the drive for volunteers 
goes on -with demonstrations, like the 
one above, by Navy frogmen in New 
York’s Times Square 
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BC's stock reply on supplying cata 
All right, if your book merely 
supplies price lists and item descrip- 
tions—without any specifications. 

* Policy — Basically, U.S. government 
policy on trade with the Reds is tolera 
tion, not encouragement nor promo- 
tion. Nevertheless, the presumption is 
that BFC will grant an export license 
if the commodity is not in short supply 
and not on the prohibited list 

The presumption 1s not a certainty, 
however. Last June, BFC turned down 
a request for export of 150 tons of 
seed for one variety of forest tree 
(neither a military item nor scarce), on 
the ground that it represented “a sub 
stantial segment of total inventory.” 
¢ Hurdles—There are other hurdles, 
too. Most inquiries to BFC don't 
have orders behind them. One substan- 
tial license in the chemical field was 
returned for cancellation—the deal fell 
through. A BFC official says it expects 
about 90% of the materia! it licenses 
for all exports will actually move 
but not more than 50% of what is 
licensed for the Soviet bloc. 

The question of payment is no real 
obstacle, he says, because business with 
the Reds is a cash-and-carry affair. But 
the Commerce Dept. doesn’t think the 
Reds have sizable cash funds to spend 
for what we can sell 
¢ Going After It—Some U.S. business 
men, however, are making a strong bid 
for the cash that is available. The 


it ZS is 


Burley Tobacco Growers Cooperative 
Assn. has authorized its foreign repre 


sentative, R. C. Travis, to go to Russia 
to try to talk the Russians into using 
more burlev. The association wants to 
get its tobacco “in on the ground floor” 
if the Russians are going to do more 
business with the U.S. 

* Easing Up—As far as the U.S. is con- 
cerned, you can look for travel conces 
sions ahead of any substantial liberal- 
ization of trade regulations. The word 
around the State and Commerce Depts. 
is that the U.S. is ready to give its 
blessing not only to business trips but 
to travel for its own sake 

As things stand now, any “legitimate 
person” who can give a legitimate rea- 
son has a good chance to get a passport 
validated for the Soviet Union and the 
European satellites except Bulgaria and 
Albania (where we have no diplomatic 
representation). The Russian embassy 
in Washington is now more lenicnt 
with visas. 

Intourist, official Russian _ travel 
agency, is preparing to open a New 
York office. At least three U.S. agencies 
are negotiating with it on handling the 
expected flow of tourists. Gabricl 
Reiner, president of Cosmos Travel 
Agency in New York (one of the few 
that has been booking trips to Russia 
over the years), now gets about cight 
inquiries a day on Russian travel 
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WAITING for attack that didn’t come, troops guard 


while... 


Argentine Government House 


Peron’s 100 Days Run Out 


His flight from power leaves a vacuum in Argentina 
that a conservative, nationalistic military group is trying to 


fill. 


The Hundred Days of Juan Dom 
ingo Peron are over 
The drama began 
100,000 Catholics demonstrated in 
downtown Buenos Aires This 
pethaps the largest single affront to 
Peron since he consolidated his power 
i decade ago. ‘Then came a staccato of 
events: Peron was excommunicated 
June 16; navy and air force groups re 
belled later that day; Peron’s army 
stooges came to his rescuc 
Nearly three months of 
followed. Peron seemed cowed, dom 
inated by the military. Then, a few 
weeks ago, there was a glimmer of the 
old Peron, rallying his worker-support 
ers, hurling defiance at his enemies 
Ihat was too much for the soldiers 
Last week, revolt flared in the provinces, 
and on Monday, 100 days after the 
Catholics marched, Peron was forced 
to resign and seck asylum on a Para- 
guayan gunboat. 
¢ Outlook—What next in Argentina? 
A few observers, souls of caution, see 
the bare possibility that the resourceful 
Peron can find a route back into Gov 
emment House. The overwhelming 
majority is sure he’s through. Likely 
now is a period of uncertainty and 
jockeying for power. No one man, poli 
tical party, or group is waiting in the 
wings. The jackbooted, peak-capped 
soldiers are the only source of power 
capable of ruling Argentina now. And 
while at midweck they had picked 
rebel commander Gen Eduardo 


June 11, when 


was 


confusion 


Lonardi, 59-year old artilleryman, as 
provisional president, it’s unlikely that 
the succession has been nailed down. 

Indeed, while Argentines hail liberty, 
they can't forget that this week's rebel 
lion has some resemblance to the 
“Colonel's Revolt” of 1943, which 
moved Peron to a position where he 
could begin building his empire 

At worst, then, Argentina can jump 
out of the Peronista frying pan into 
another authoritarian fire. At best, a 
necessary period of military rule—and 
trouble— could gradually work a parlia 
mentary, constitutional, civil rule back 
into Argentine life. 
* Pride—and Business—Below _ the 
purely military surface of this week's 
events are strong forces secking to re 
store the “national honor” of Argen 
tina, and with it their own business 
and political interests 

Above all, it was a 
revolution. The navy, 
traditions, pro-U, S., alwavs recalcitrant 
to Peronism, was at the center of the 
coup. Peron never succeeded complete 
ly im getting the army behind him, 
and there were cnough soldiers’ 
especially in the provinces—ready to 
rebel. Many more groups were behind 
the movement in spirit 

Among them were: the Church, 
and the new Christian Democratic 
movement; Socialists, the conservative 
Radicals, and other political groups 
wealthy landowners, bankers, exporters, 
commercial people; intellectuals and 


conservative 
bound to old 


u 





students. These men want many 
things—some a restoration of civil 
liberties, some a new deal for the raped 
Argentine economy, a political voice, 
and national dignity, 

* Shirtless The unknown 
quantity is Argentine labor, coddled 
and cajoled by Peron, organized as a 
political force, a semi-militia. The 
military rulers will want to cut back 
the power of the union bosses who 
played ball with Peron, but they'll try 
not to alienate Argentina’s |-million 
or 80 workers. 

Recently, Argentine workers have 
themselves seemed fed up. Living costs 
have climbed 22% in the 15 months 
since the last general wage rise and 
unemployment may be as high as 16% 
of the work feree. So the Peronist labor 
front may collapse without its sponsor— 
but Peron’s successors will have to deal 
vith labor's demands. 

K.conomic troubles weren't an ob- 
rallying ery of the revolution 
tnd no hints have of the 
ideas of the new rulers 
* Anti-Yanqui—It's possible they will 
how a strong nationalist bent, especial 
ly in foreign investment problems, One 
of the most telling charges against 
Peron has been that of “entreguismo” 

selling out to foreign capitalists. 

Vhis cry was raised loudly against 
Standard Oil of Calif., whose oil de- 
velopment deal with Peron has been 
stalled.) Still, Argentina’s military 
bosses could be nationalistic in mat 
ters of oil, and get along famously with 


rus 
cone cco 


Ppentriie 


outside bankers and manufacturers in 
other fields. 

Some U. S. and European business 
and government ea 19 have reserva- 
tions about this week's events. Some 
who worked closely with Peron felt 
that in business matters he was com- 
ing around. More than one American 
executive has spoken of Peron as “a 
fellow you can do business with.” A 
question, then, is how Peron’s succes- 
sors will react to the business people 
who worked closely with the Peronists. 

But these are exceptions. Most old 
hands of Argentine business feel the 
economy couldn't be in much worse 
shape and that a change can't help 
being for the better. 

U. S. investors in Argentina, with 
perhaps $400-million in plants and 
properties, and $159-million in frozen 
carnings, are cautiously hopeful. Many 
have been holding the fort since 1947, 
the last year of any significant profit 
remittances. Some, like Ford of 
Argentina, have made do with odd 
jobs in empty plants. Others, like the 
hig meatpackers, (Armour, _ Inter- 
national Packers, Wilson) have staved 
in business, often thanks only to gov- 
ermment subsidy, 
¢ Late ‘Trends—These businessmen 
speak of some mellowing in Peron’s 
attitude toward outside capital. The 
Argentine government has made much 
of a law Satned to attract new in- 
vestment. A few weeks ago, there was 
an agreement to allow some funds 
to be remitted on old investments. 


Union Pacific Switches Partners 


With shift of UP’s fast coast trains to Milwaukee's 
route, North Western will try to beef up its freight. 


If you're taking one of Union Pa- 
cific’s fast Chicago-Denver-West Coast 
trains anv time from Oct. 30 on, you'll 
be leavie-g from Chicago's Union Sta- 
tion instead of the North Western Sta- 
tion a couple of blocks further north. 
Beginning on that date, UP’s five 
“city” streamliners will make the Chi- 
cago-Omaha part of their run over the 
tracks of the Milwaukee RR instead of 
the North Western’s. 

The divorce and remarriage was an- 
nounced jointly this week by the Union 
Pacific RR, Southern Pacific RR, and 
Chicago & North Western Ry. (South- 
ern Pacific gets into it because the UP’s 
City of San Francisco operates over the 
Southern Pacific west of Ogden, Utah.) 
Freight is not involved. 
¢ All Happy—It ends a joint operating 
ssenaa titan the UP and North 
Western that goes back far beyond the 
turn of the century. The roads aren't 
saving how the split started—though 
UP apparently initiated it—but the in- 


32 


dications are that all concerned are quite 


happy. 

‘ith the UP streamliners coming 
into Union Station in Chicago, its pas- 
sengers will be able to make connections 


not only with Milwaukee trains but 
with those of the Pennsylvania, the 
Burlington, and the Gulf, Mobile & 
Ohio RR. UP’s Pres. A. E. Stoddard 
spoke of improvements “from a service 
standpoint.” There's also a report that 
the UP hasn't been too happy with the 
North Western's roadbed. 

North Western, for its part, says it 
has been disturbed over the arrange- 
ment because of a number of factors, 
particularly operating costs. 
¢ Equipment—The Milwaukee figures 
on making the operation profitable. It 
says it will buv $8.5-million additional 
diesel power—of which $5.5-million is 
attributable to the new service—and will 
spend $1.5-million for new signaling 
devices to make better use of its double 
track, 


Peek at 56 Cars 


New models have few 
major body changes, but 
prices are higher, and en- 
gines are more powerful. 


All of the Big Three auto makers 
cither were showing or talking freely 
about some of their 1956 models this 
week. And from what they rolled into 
the showroom or dinned into the cars 
of Detroit reporters, it looks as though 
the theme for 1956 is higher horse- 
power and higher price. 

Ford Motor Co., by virtue of being 
the first to introduce its 1956 lines, 
seems to be setting the price pattern. 
First to appear was the evita, with 
price increases seemingly ranging from 
$14 to $265. But prices are not 
strictly comparable with those of '55 
models. Lincoln is an all-new design 
and has a new series, the “Premicer,”’ on 
the high end of the line. Last year's 
lowest-priced Lincoln, the Custom 
series, has been dropped. And power 
stecring is standard equipment, not 
optional. 
¢ Price Trend—This week, the 1956 
Ford made its bow, with the most no- 
ticeable change being in the chrome 
molding on the side. Like all of the 
company’s lines, the 1956 Fords have 
new safety features (BW -Sep.17'55, 
p67). Prices on the Fords also are up 
—from $46 to $99. But Ford cut the 
price of power steering as optional 
equipment by more than 40%, to 
$49.50. And this may give another 
clue to 1956 price trends—higher base 
prices, lower prices on options. 

Mercury models, out next week, also 
are expected to carry bigger price tags. 

And this week, at its press preview, 
Cadillac Div. of General Motors indi- 
cated it would increase prices. 
¢ More Power—Cadillac and Chrysler 
cars will not be introduced until next 
month, but already it is apparent that 
horsepower will be increased. Lincolin 
for 1956 has 285 hp. so, of course, 
Cadillac has announced the same figure, 
but with 305 hp. in its Eldorado series. 
Chrysler's Imperial and New Yorker 
de luxe lines probably will match the 
competition. And horsepower is up 
in both the Ford and Mercury lines, 

You'll see a new style car in all lines 
—the four-door hardtop pioneered last 
spring by Buick and Oldsmobile. An- 
other noticeable change in styling is 
upswept rear fenders on Chrysler cars. 

Aside from safety features, the major 
driving innovation seems to be coming 
from Chrysler—a push-button transmis- 
sion selector, mounted on the dash. 
And, Chrysler has come up with a new 
wrinkle in accessories—a record-plaver. 
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$l 542, 263 worth of black ink 


A BOOKKEEPING STORY by Mn Friendly 


COMPANY PRODUCT VOTAL SAVINGS Or how 15 companies insured with 
ON INSURANCE 


Houghton Mifflin Co............ Publishing seseee» 8 37,906 American Mutual saved 49.2% of 
Heintz Manufacturing Co. Metal Products. ..... 303,949 their total premiums over 6 years! 
Continental Mills .+++ bemtiles ery 49,146 
Dodge Manufacturing Corp... Metal Products....... 82,954 This is certainly one for the books— 
Acushnet Process Co. Golf Balls & proof in black ink and white paper that 
Rubber Products 199,301 American Mutual's safety engineering 
The Bristol Brass Corp. . 72,002 service for its policy holder companies 
Sealed Power Corp. Piston Rings, Pistons pays off in impressive figures. 
and Cylinder Sleeves... 156,000 
Utica Drop Forge & Tool Corp... . Tools & Jet Parts 212,734 But savings through lower premiums and 
Alice Manufacturing Co. Textiles... ; 63,555 higher dividends is only part of the story. 
Fayette R. Plumb, Inc............Tools..... orees 26,950 There's also prevention of disability and 


+ 
Avondale Mills Textiles... . 007,339 loss of life that figures alone can't tell, 
W. C. Hamilton & Sons : Paper ; 73,640 


Yates-American Machine Co.. . Machinery, Motors, 
Metal Products ak ies 100,102 
Allen-Rogers Corp. Woodworking 25,025 


: ‘ <> 8¢ ; 
Freiberg Mahogany Co. ++ +++ -Lamber 91,880 15 case histories. Write: American Mutual 


$1,542,263 Liability Insurance Co., Dept. B-128, 
Average % of premium saved in last 6 years for all companies. .. .49.2% 142 Berkeley St., Boston 16, Mass. 


If you're interested in a service that com- 
bines humanity, efficiency and economy, 
send for further information about these 
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AWM) Savings s from regular substantial dividends! 


© 19066. AMERICAN MUTUAL LIABILITY INSURANCE COMPANY 
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Please have a representative from your nearest office phone me for an 
appointment regarding the Douglas-Guardian Plan. 


Your name and title. 


Company name____ Bes FOB sao 
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You can secure a loan on 


ANRIES 


or almost any product 
you manufacture, 
through the Douglas-Guardian Plan 


Maybe your business is canning, or making toy balloons 
or manufacturing airplane parts. Or it could be you're 
really selling Zarfs—a sort of handle-less metal holder 
for hot coffee cups. Whatever your inventory, you can 
borrow on it quickly and easily with the Douglas- 
Guardian Plan. We issue field warshouse receipts to 
your lending agency. And, in turn, your lending agency 
advances money on our receipts. Meanwhile, your 
inventory stays right where it is. ..in your plant, or loft 


or store-rooms. 


For complete information, mail the coupon. 


MAIL NOW 


DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 
18 North Front Street, New Orleans, La. 
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BUSINESS BRIEFS 


Home comeback: The June-July slide in 
home building (BW —Sep.10°55,p26) 
ended abruptly in August, the Labor 
Dept. reports. August starts were 123,- 
000, a gain of 8,000 over July, and 7% 
more than the year-before month. 





. 
Faith that steel expansion (BW —Sep. 
10°55,p25) will continue a long time 
seems to lie behind Blaw-Knox Co.'s 
offer to buy Continental Foundry & 
Machine Co. for about $25-million. 
Adding Continental’s products to its 
own line of steelmaking equipment 
would enable Blaw-Knox to bid on all 
sizes of steel rolling mills. . . . 
7 
... And steel pudding’s proof was seen 
late this week when Pittsburgh Steel 
Co. joined the expansion parade with 
announcement of a $15-million pro- 
ram that wili add 15% to capacity by 
larch, 1957. 
. 

More oil and more demand are seen on 
the horizon. The Texas Railroad Com- 
mission raised the October allowable by 
64,772 bbl. per day. The new crude 
oe limit is 3,148,459 bbl. a day 
or 16 days. . . . West Coast demand 
for petroleum in 1955 will run about 
9% above 1954, says Union Oil Co. 
Pres. Reese H. Taylor. By 1960 he sees 
an average daily demand on the Coast 
of 1.3-muallion bbl. 


* 
Refurbishing MoPac: The latest reor- 
anization plan for the Missouri Pacific 
R has been confirmed by the U.S. 
District Court in St. Louis. Uniess ap- 
peals bring a reversal, the road should 
start back into private ownership fairly 
soon atter its long technical bankruptcy. 
° 
Promoting the atom continues briskly. 
The National Advisory Committee for 
Acronautics announces that the govern- 
ment will build a $4.5-million reactor 
near Sandusky, Ohio, for research on 
nuclear-powered planes. . . . The Atomic 
Energy Commission has issued a second 
invitation to private industry to get into 
the production of atom-fueled power, 
this time with small units. 


. 
It worked: The Baltimore & Ohio's 
$280-million refunding is officially a 
success (BW-—Sep.17°55,p160). Sales 
and exchanges of the securities passed 
the required 75% mark before the mid- 
week deadline. 
+ 

Severance pay for salaried employees 
has been set up by Ford Motor Co. 
after one year of service, laid-off em- 
ployees become cligible for one month's 
pay; the severance ranges up to three 
months’ pay for five or more years 
seniority. 
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See what adhesives are doing today! 


Working on the railroad-for your comfort 


You can’t see them. You can’t hear them. 
But you certainly can feel the cool, calm, 
quiet comfort that 3M products contribute 
to the modern railroad car. 


The man in the picture, for example, is making 
sure that the air-conditioning unit in a com- 
muter car keeps its supply of pure, filtered air. 
He simply presses a length of 3M’s reinforced 
ribbon sealer into position and fastens on a 
cover plate with screws. This accommodating 
sealer makes room for the screws .. . but 
nothing more. The result is a compartment 
that’s airtight, dust-tight, just right! 


Other applications for 3M adhesives, coatings 
and sealers in this same commuter car are 
numbered by the dozen. They hush noise, 
protect from heat and cold, stop corrosion, 
calm vibrations, literally hold parts of the 
car together. 


See what adhesives can do for you.. . 


The best news about 3M products is that, 
most often, they cut costs while simultane- 
ously improving the product. And it costs 
nothing to investigate the possibilities in your 
plant. Call your 3M Field Engineer. Or write 
3M, Dept. 19, 417 Piquette, Detroit 2, Mich. 


ADHESIVES AND COATINGS DIVISION MINNESOTA MINING AND MANUFACTURING COMPANY 


at? PIQUETTE AVE... OETROIT 2. MICH. © GENERAL GALES OFFICES. ST. PAUL 6. MINN. © EXPORT: 99 PARK AVE H.Y 16... © CANADA © O BOX 787. LONDON, OWT 


REFLECTIVE SHEETINGS © “SM” ABRASIVE PAPER ANO CLOTH © “3M” ADHESIVES AND COATINGS © “3M” ROOFING GRANULES © OM" CHEMICALS 
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E PULL~ SHIFT... WITH NO LET-DOWN IN TRUCK 
i POWER OR PERFORMANCE, USER COST 


& Your eesT POWER BUY — 
ANY PRICE! 
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TRIER ING) @ALKS 
WITH EXIDE POWER 


THE GIANT-SIZED CIRCUIT BREAKERS REQUIRED TO 
CONTROL AMERIKK'S TREMENDOUS, GROWING UTILITY 
POWER LOAD ARE BOTH TESTED AND OPERATED WITH 
DEPENDABLE EXIDE BATTERIES. EXIDE MAKES 
MANY BATTERIES FOR MANY INDUSTRIES... TO 
GUARANTEE INSTANT, POSITIVE OPERATION 


COOL, COMFORTABLE CARS WITH EXIDE OF VITAL ELECTRICAL EQUIPMENT, 


EXIDE-IRONCLAD BATTERIES KEEP PASSENGER CAR *, f \ ; 
LIGHTS BRIGHT ANO STEADY... KEEP CARS COMFORTABLY 
AIR CONDITIONED EVEN DURING LONG STOPS, 


FRASGIY 


EXIDE INTRODUCES THE NEW EH EXIDE-IRONCLAD 
CAR LIGHTING AND AIR CONDITIONING BATTERY! IT SETS 
WEW STANDARDS FOR RAILWAY PERFORMANCE- GIVES 
FULL RATED POWER INITIALLY—FULL RATED POWER 
FOR A LONGER WORKING LIFE, WRITE FOR SPECIFICATIONS, 


EXIDE INDUSTRIAL BATTERIES ARE BULT FOR LONGER 
LIFE AND GREATER POWER. LET AN EXIDE SALES 
ENGINEER GHOW YOU HOW EXIDES CAN IMPROVE YOUR 
OPERATIONS, CUT COSTS, PROTECT YOUR BUSINESS. 


Exide INDUSTRIAL DIVISION, The Electric Storage Battery leet Philadelphia 2, Pe. 








WASHINGTON OUTLOOK 





WASHINGTON 
BUREAU 
SEPT. 24, 1955 


City folks should take note of what’s happening down on the farm. 
Coming developments will make business news as well as political news. 
Decisions on details have yet to be made. But during the week there were 
signs of what the Administration has in mind to help farmers. 


—_—e— 


The White House plan will support income, not prices. Republicans 
have no idea of matching Democratic promises of 90% of parity prices. 

Farmers will be paid to cut production. Theory is that Benson’s flex- 
ible price support program won’t work unless it is expanded to offer an 
incentive to take land out of production of surplus crops without diverting 
it to production of new surpluses of other crops. This is a change from 
Benson’s earlier ideas—and will cost millions. 


Production controls will be tightened at the same time. In order to 
qualify for payments, farmers will have to refrain from raising other crops 
on lands taken out of wheat, corn, or other surpluses. And they may have 
to accept marketing controls—limits on the pounds or bushels that can be 
marketed. That’s because added use of fertilizer and heavy planting can 
defeat mere acreage limitations. 


On the business side, all this means more dollars in the pockets of 
farmers. Aim is to reverse the downtrend in farm buying power and thus 
make agriculture a better customer for industry. 


On the political side, the Adrninistration will be protecting what many 


observers think is its weakest point. Democrats are whooping up the slide 
in farm income and prices as the sour note in the GOP theme of prosperity 
with peace. They hope to shift enough votes in a dozen Midwest states to 
pull off another 1948 upset. The Administration is frankly worried. So it 
is turning to more payments and controls. 


This sounds like a return to the New Deal of the 30s. And, in a way, 
it is. Among Eisenhower's advisers, there’s no enthusiasm for the shift. 
It is dictated by two major considerations: 


*Continuing softness in agriculture might bring on a general business 
slide. This was a major influence in the bust of the late ‘20s. 


* There is political danger for the GOP. Democrats see the possibility 
that they can exploit the farm vote to cut Eisenhower's popularity and 
make trouble for Repubiicans in close House and Senate races. So the 
GOP is “bending to the wind.” 


Take Benson’s own words. He has announced that he will have some- 
thing new for Congress in January. He didn’t say what. But previously 
he had been willing to stand on his flexible price supports theory. 


Then, there’s the matter of pork. Benson announced that he would 
step in on the price side with government buying. This is the sort of 
thing Benson nas been trying to avoid. 


Vice-Pres. Nixon is in on the act. His line to farmers is that what 
the Administration really wants is 100% of parity. Eisenhower talked 
about 100% of parity when he was campaigning in 1952. His farm officials 
have spent a great deal of time explaining these comments. Now, Nixon 
stirs up the discussion again. 
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The Democrats have an obvious political advantage. Their spokesmen 
go all-out on promises, knowing that they can’t enact any legislation next 
year unless the White House will go along with it. To the old promise of 
90% of parity on basic crops—wheat, corn, rice, cotton, tobacco, etc — 
they are adding poultry and livestock. And they, too, want to pay farmers 
for acreages withdrawn from production of surplus crops. 


—-o— 


How bad off are the farmers? It just depends on the yardstick used. 
Gross farm income is down—from nearly $37-billion in 1951 to a current 
annual rate of about $33-billion. Net income is down even more—from some 
$15.8-billion in 1951 to less than $11-billion. This reflects the squeeze of 
sliding farm income at a time when expenses are rising. But take farm 
income on a per capita basis, and it isn’t off so hard. There are fewer 
people on the farms. And the net worth of farmers is up —land values, 
equipment owned, etc. Then, too, the farm income statistics don’t show 
non-farm income, which is a bigger and bigger factor. 


—eo— 


A sidelight on farm polities: Usually, the annual farm outlook con- 
ference is held in October. This year, it will start Nov. 28, run through Dec. 
1. At these conferences, experts from agricultural colleges get together with 
government officials for a big look ahead. It’s an appraisal of general 
business prospects, with agriculture fitted into the picture. Here’s the 
importance of the late November date: Octover puts the farm appraisal 
just ahead of the elections. The delayed session this year will set a 
precedent, to be followed in 1956. 


—e-— 


Want to appeal a federal tax decision? Small Business Administration 
has just issued a new leaflet on how you go about taking the Internal 
Revenue Service into court if you feel unfairly treated. Copies are 
aveilable at any SBA regional office. Or, you can write to Small Business 
Administration, Washington 25, D. C. Ask for “Appeal Procedure for 
Income Tax Cases.” There is no charge. 


—o— 


The Air Force Survival School will go ahead, as usual, once the rash 
of “torture” stories has died down. 


The reason—aAir Force doesn’t want to lose its investment in, say, a 
skilled, city-bred, navigator simply because the man doesn’t know how to 
live off the land. The anti-brainwashing technique that goes with the 
training is only part of the story. What the Air Force is trying to do 
is assure maximum recovery of downed crews, whether downed on training 
flights or in combat. 


—_—e— 


How to cut defense spending without making political issues—is a hot 
question that the Pentagon is trying to answer. 

Some ideas being advanced. The Navy has spent something over $50- 
million of research and development funds to turn out a super three-inch 
gun. At the same time, it developed the “Terrier.” a guided missile that 
outperforms the gun. Plan now is to avoid such duplications. There will 
be more standardization of arms. Example: The Air Force and Navy 
now buy eight different types of 20-mm., aircraft cannon and two types of 
20-mm. shells. They will get together and save money on these items, as 
well as on other things. 
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Living standards are high 


in Greater Philadelphia... Land of Everything! 





in Philadelphia, the percentage of owner-occupied 
homes is greater than in any other large city in America 

. . greater than the national average. This single fact 
is of prime interest to industrialists and manufactur- 
ers, for they know the value of a stable and reliable 
working force. Workers who own their homes stay 
put, take pride in their community, live on neighborly 
terms, and build their careers steadily. And when, in 
addition to this important asset, you find nearby 
markets, easy access to raw materials, a modern air- 
port, excellent rail and shipping facilities, and plenty 
of electric power now and for the future, you know why 
Greater Philadelphia is growing so fast, and offers 


so much promise. Have you picked your new location? 


PHILADELPHIA ELECTRIC COMPANY 


Serving the world’s greatest industrial area, Delaware Valley, U.S_A. 
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How Consumers Take to Newness 


The preoccupation of manufacturers 
and merchandisers with new products 
is by now a recognized part of postwar 
selling. Competition, tremendous pro- 
ductive capacity and skills, and aggres- 
sive mendiiibine techniques have 
pushed producers and marketers further 
inte new lines, new models, and new 
features, brand new products. 

Does the consumer—target of much 
of this activity—have as cogent reasons 
for accepting all these innovations as 
the manufacturers have for making 
them? 

What are the basic situations in 
which he will buy a new product 
or a new feature (BW—Apr.30°55, 
p82)? 

Can you pinpoint the kind of con- 
sumer who is likely to go for an innova- 
tion (table)? 

Can you show any real correlation 
between innovations and changes in 
your sales curve? 

What hazards lie 
manufacturer? 

Will the consumer continue to sup- 
port the trend to newness? How can 
you make him continue? 
¢ Forum of Experts—These were the 
questions that came out of a conference 
at Ann Arbor, Mich., sponsored by 
Consumer Behavior, Inc., last week. 
This group, organized in 1952, aims to 
promote basic research into how a con- 
sumer behaves and why. Supported 
main!y by corporate gifts (Consumers 
Union got it off to its start), it tries to 
pool the resources of psychologists, an- 
thropologists, sociologists, economists, 
marketing research experts, and busi- 
ness to establish a true science of con- 
sumer behavior. 

Last week, the problem it had set 
itself was consumer reactions to inno- 
vation and obsolescence. Representa- 
tives from such companies as Ford 
Motor Co., General Electric Co., 
General Foods Corp., Household 
Finance Corp., Goodyear Tire & Rub- 
ber Co., as well as from the universities 
and professional market research or- 
ganizations, tackled the problem in a 
program where the theoretical and 
practical attempted to come to 
terms. 


1. The Basics 


On the theoretical side, Michael Hal- 
pert and Wroe Alderson, both of 
Alderson & Sessions, Inc., research con- 
sultants, set out to formulate the situa- 
tions in which a consumer may buy 
something new. They indicated what 


in wait for the 
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By Income Group 
(] Under $3,000 
[) $3,000-$4,999 
7 $5,000-$7,449 
[) $7,500 plus 
[] No response 


By Age Group 
(] 18-34 years 
(W 35-54 
[] 55-64 
[] 65 and over .......6+5. 
[] No response ......++++ 1 


Data: University of Michigon Survey Research Center. 





Which Customers Are Likely to Go for 
Innovations in Household Appliances? 


By Family Status 


tan ae 
Married, no children ....20% 
Married, children ..... 69% 


By Financial Outlook 


wf Income up, expect ye. 27 % 


Income steady, 
expect rise ore 


[} Income steady, 

no change expected. ....19% 
[-] Income unsteady, 

expect worse .. 
[_] Income up, 

no change expected..... 8% 
[] No response ........+. 8% 
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the merchandiser was up against in 
putting an innovation over, and how- 
broadly—he might hit a builseye 

¢ “Occasions for Purchase’ —T hey 
summed up the eight “occasions for 
purchase” in which a consumer acts 
In all of these situations the consumer 
is presumed to have a “cultural inven- 
tory,” indicated by the letters a to x, 
representing the whole range of prod- 
ucts available for consumption. No 
one consumer is likely to own all the 
items, but he is aware of them. 

The simplest kind of purchase occurs 
when a consumer buys x because he 
has run out of his supply of x. Or, 
tired of x, he may buy w—about which 
he already knows something. 

With the third type, he gets right 
into the field of innovations. This is 
when x has failed him-and there's a 
new, supposedly better product on the 
market, say a better grade of gasoline. 
Or he may try an old product to which 
something new has been added—as 
TCP was added to Shell's gasoline. 

Up to this point, the consumer has 
been thinking only in terms of improv- 
ing an inventory he already under- 
stands. With the next step begins the 
task of persuading him that he should 
enlarge his inventory to satisfy wants he 
hasn't felt before. This occurs when 
the product is radically different from 
anything yet offered. It may be com- 
plicated by requiring a supplementary 


new product. The new automatic wash 
ing machines, for example, brought 
forth a special detergent (BW-—May7 
"55,p46). 

Alderson and Halpert stressed the 

sociological aspects of the consumer's 
reactions to this kind of product. Some 
consumers will take to it because they 
are leaders; they want to be first to own 
the latest. Others are followers; they 
will hang back till the innovation has 
made some headway. This is a phe 
nomenon that every new appliance 
manufacturer and every fashion creator 
is well aware of. 
* Making Consumer Bite~Given these 
basic situations, how do you get con- 
sumer acceptance of an innovation? 
Ihe consumer has two bases for choice: 
the product itself, and the claims made 
for it. 

On the product, say these experts, 
the differences between it and an 
established product must be discernible. 
rhe product must be identifiable. And 
it must be reproducible. 

On the claims, ideally they should be 
meaningful, plausible, and verifiable. 
In effect, a new product is “an offer to 
solve a problem” —often a problem the 
consumer hasn't been aware of, How 
meaningful the product can be made 
depends on the urgency of the prob- 
lem and how much doubt the consumer 
has that the product will meet the 
contingency. He might ask, for ex- 
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. . . even owners of fairly 


Geared to P.T.0.-Bale new appliances, in good 


condition, are responsive to 


UP TO 12 TONS Peas 
INNOVATIONS starts on p. 41 
AN HOUR ample, whether he really must have a 
coler TV, how often he will watch it, 


how much added pleasure it will 
give him--and whether it will do the 
job. 

If the manufacturer can establish 
the meaningfulness of an innovation, 
the next step is to make the claims 
plausible. Here the three forces to work 
with are credulity, authority, and scien- 
tific proof. If the product is replacing 
an old one, the consumer has the old 
one to use as a yardstick to measure the 
new. If it is a radical innovation, he 
will judge it on the basis of claims: 
Does it come up to its advance billing? 
¢ The Stress Varies—Different kinds 
of innovations require different stresses. 
In a simple improvement, it is particu- 
larly important that the difference be- 
tween the old and the new be dis- 
cernible; otherwise there’s no excuse 
for it. In cases of adding a new ele- 
ment, identifiability is mportant~as 
fu; ; when water softener is added to a soap. 

. , -_ , , In utterly new products, product claims 

- a must take a big share of the sales task. 

haute Ww BORG-WARNER MHDMLEMG Convincing the consumer that he wants 
the new offering is the marketer's big 


That's a lot of hay, no matter how you bale it. Yet New Holland's job 
new “Super 77” power take-off baler for 3-plow tractors is as easy 
to operate as any engine powered baler. ll. Who Reacts? 


Ordinarily, high-speed baling involves punishing shock loads Eva Mueller, of the University of 
throughout the take-off system. But with the special gear-box and Michigan's Survey Research Center, got 
over-running clutch designed by Borg-Warner’s Warner Automotive — gp cgr atlas mas rice Nat gt 
Parts Division, the “Super 77” P.T.O. clicks off the bales smoothly, stig saphena wpesreatier y wrflnd-s "4 


. . to be found. She stressed that her find- 
effortlessly. The farmer has complete control of the entire baling ings so far are tentative, in some cases 


operation. And he can safely shift tractor gears at will to synchronize the survey sample was too small to be 
ground speed with baling speed for continuous high capacity. statistically significant. But the ~~ 
. : : ; ings pointed to some interesting clues 
_ Rugged, efficient Warner Auomotive gear-box assemblies, in- ‘table, page 41). 4 

dividually designed, fit a wide variety of argricultural needs—in com- «Income Factor—First, up to a point, 


bines, corn pickers, rotary cutters, post hole diggers, spreaders. interest in new features on household 
; ‘ appliances—and in the newer appliances 
Behind these—and all Borg-Warner products—you'll always find PI aa PP 


, . gale ; Ladies —grows with income. On a basis of 
B-W engineering at your service in typical “design it better—make 2,027 families surveyed only 30% of 


it better” tradition. those in the under-$3,000 group ex 
pressed an interest in new features; 
BeW enomernime maces ct wore BeW proouction maxes 1 avanasu 40% of those in the $3,000 to $4,999 
group did so; and 45% did in the 


as itd bot dey $5,000 to $7,499 group. There was a 
ae 6 : W, slight drop-off in the $7,500 and over 
tet Waar ment LIORG- (ARNER bracket—possibly because this is the 

group that is most likely to have the 


THESE UNITS FORM BORG-W Execut newest anyway, 
Divisions, ATKINS SAW + BORG & BECK s ¢ catuMcr std mer Stet . oernot wort GtAn . ms iranian The study indicates that even owners 
STEEL + HYDRALINE PRODUCTS + INGERSOLL 


INGERSOLL PRODUCTS + INGERSOLL STEEL « ‘one Gamoractuaiee + caaee pot f fairly new appliances, in good con- 

MARVEL -SCHEBLER PRODUCTS + MECHANICS UNIVERSAL JOINT » NORGE « PESCO PRODUCTS dition, are re sponsive to new features —- 

ROCKFORD CLUTCH + SPRING DIVISION » WARNER AUTOMOTIVE PARTS + WARNER GEAR 

WOOSTER DIVISION + SUBSIDIARIES: BORG-WARNER ACCEPTANCE CORP + BORG-WARNER though here the number of cases was 

INTERNATIONAL © BORG-WARNER, LTD. + BORG-WARNER SERVICE PARTS + LONG MFG. LTO. 

MORSE CHAIN + MORSE CHAIN OF CANADA, LTD. + REFLECTAL CORP. « WARNER GEAR, LTD. small. Last June, 19% of the people 
WAUSAU MFG. CO. + WESTON HYDRAULICS, LTD. who had refrigerators not more than 
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What's new in MECHANIZATION ? 


One does the work of four. This 35-ton Jeffrey Colmol cuts and breaks the coal 
from the mine face and delivers it to the “out-going” transportation system at 
rates as high as 100 tons per man-shift. This continuous mining machine does 
the work of four conventional operations: cutting, drilling, shooting and loading 


...» to help keep costs down. 


Thinking about automation? You 
should see some of the latest foundries! 
Materials are being moved and proc- 
essed like clockwork .. . at the push of 
a button. Did you know Jeffrey is the 
leader in this field? Our service in- 
cludes not only unit machines but 
completely engineered foundry sys- 


tems such as shown. 








WE CAN HELP YOU with efficient equipment for 
Materials Handling - Chain Applications - Mate- 
rials Reduction + Processing « Sanitation « Mining 
«+. and with a contract engineering-manufac- 


turing service for your products. 











Chain on the move? You're looking at the 
crowd drive of a power shovel... and 
at a trend in power transmission. More 
and more machinery builders are chang- 
ing to chain for positive drives, simpli 
fied designs and low-cost performance 

. and are looking to Jeffrey for the 
exact chains and sprockets for the job. 


Jeffrey guarantees your enthusiasm! The Jeffrey Manufacturing Company, Columbus 16, Ohio 





44 


FIRST V.P. 


SECOND V.P. 


SOUN POWERED 


Y £28 O NE S 
How convenient it is to have a direct “privote line” to 
key associates... in addition to your reguler telephone 
and intercom. Seves time, saves steps, relieves switch- 
boord, NO BATTERIES. No outside power, Smort 
executive cradle phone instruments. Easily installed. 
Lew first-cost, Write for Bulletin $A-32. 


ELER “private wire”? 


The WHEELER INSULATED WIRE COMPANY, INC. 
Division of The Sperry Corporetion ©@ 1125 Best Avrora Street, Waterbury 20, C cticut 


for business 
for pleasure 
in Europe... 


jy BEA 


most Americans do 


Fast and frequent services between London and 
most principal cities of Europe, by Europe's 
finest pressurized airliners —the luxurious 
ELIZABETHAN and the famous four-engined 
turbo-prop VISCOUNT, 


SEE YOUR TRAVEL AGENT. Genersi 
Sales Agents in U.S. A., Camada, 





swnee 








Contral and Seuh America British 
Overseas Ateways Corporation. 


Amsterdam + Athens + Barcelona + Basle + Benghazi - 
Berlin + Biarritz + Cairo > <a + Copenhagen * 
Dusseldorf + Edinburgh * Frankfurt + Gibraltar » Hanover + 
Lisbon * Madrid + Malta * Manchester * Munich + Naples + 
Nice * Ovlo + Palma + Paris * Rome + Salzburg + Tripoli - 
Vienna * Zurich . . . and most other major cities in Europe. 


BRITISH EUROPEAN 
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“ . . innovation-mindedness 
seems to correlate with how 
a consumer feels about his 
financial status .. .” 
INNOVATIONS starts on p. 41 


five years old and in good condition 
planned to replace them; 23% of those 
who bought im the last year had. had 
such refrigerators. 

New features apparently helped 
spark this interest. A resurvey of 555 
respondents who owned a fairly new 
refrigerator (five years or less) showed 
that 5.5% who had expressed an inter- 
est in new features had bought in the 
following year; only 1.9% of those who 
had expressed no interest had bought. 
¢ Gauging “Innovation-Mindedness”- 
The study came up with a kind of gauge 
for “innovation-mindedness.” This was 
based on the interest expressed in the 
latest features on traditional appliances, 
on the ownership of plans to buy the 
newer appliances (garbage disposal 
units, home freezers, air conditionin 
for example), and on the consumer's 
evaluation of the new ones as “useful,” 
or merely “luxury” items. On this basis, 
the study finds that the great bulk 
(58%) of the innovation-minded con- 
sumers fall in the age group 35 to 54; 
that those familics where there were 
children were most receptive; and those 
who had a high school or college educa- 
tion responded the most. 

Signihcantly, the degree of innova- 
tion-mindedness scems to correlate 
directly with how a consumer feels 
about his financial status. The largest 
chunk (27%) of those who were inno- 
vation-minded fell in the group whose 
income has been going up and who 
expect further improvement; next larg- 
est (23%) were among those whose in- 
come has been steady and who expect 
to do better. Those with less cheerful 
prospects were less eager for the new. 


Will It Last? 


If these findings continue to hold up 
under further investigation, all this has 
important implications for business. 
Apparently, whether the trend to new 
things continues depends to a consider- 
able extent on how prosperous people 
are, or think they are going to be. That 
a fairly recent acquisition of a new ap- 
pliance doesn't discourage interest in 
still newer features seems to push fur- 
ther into the background that old 
bogey, saturation—as so many manufac- 
turers have hoped it would. 

Findings from Robert Eggert, mar- 
keting research manager of the Ford 
division of Ford Motor Co., point in 
the same direction. They credited the 
major model changes throughout the 
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TO QUIET LARGE AREAS of this Kansas City office building, ceilings of Armstrong Cushiontone have been 


installed 


A perforated wood fiber tile, Cushiontone is surprisingly low in initial and maintenance costs, 


How Much Should Sound Conditioning Cost? 


Today’s acoustical materials 
offer wide range of prices 


BEAUTY AS WELL AS QUIET was re- 
quired in the president's office of the Berles 


Carton Corp., Paterson, N.J. Here, a hand- 


somely fissured ceiling of Armstrong Traver- 
tone provides both at moderate cost. 


No longer is the choice of sound condi 
tioning restricted to just a few mate 
rials of similar design and price. To 
day, many types of noise-quieting ma 
terials are available, costing anywhere 
from $0.25—little more than a plaster 
ceiling — to around $1.00 per square 
foot installed 


As in the case of most building ma 
terials, the price of sound conditioning 
is not based on its effectiveness alone 
but rather on a combination of special 
product features, such as appearance, 
incombustibility, or ease of mainte- 
nance. Even the most inexpensive 
acoustical material can do an excellent 
noise-muffling job. 


To give you a wide range of prices 
and other characteristics in selecting 
your own sound-conditioning ceiling, 
the Armstrong Cork Company makes a 
complete line of acoustical products. 
Besides adding valuable quiet, these 
materials often contribute distinctive 
beauty to an interior, provide extra 


fire-safety or moisture control, and 


simplify maintenance. 


These ceilings are alweys installed 
by Armstrong Acoustical Contractors 
men who are fully qualified to 
help you choose the right acoustical 
material for your cwn. noise problem 
And because they carry the full line of 
Armstrong acoustical products, their 
advice is always unbiased as to the rela 
tive merits of each material, 

Get full details on Armstrong sound 
conditioning by sending for the free 
new booklet, “Quiet at Work”, Just 
write Armstrong Cork Company, 4209 
Indian Road, Lancaster, Pennsylvania, 


Aymstrong 


ACOUSTICAL MATERIALS 


Cushiontone® ¢ Travertone* * Arrestone® 
Minatone® * Corkoustic® 
Perforated Asbestos Board 
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“You call this a tat trap’?” 


Strange name maybe, But that's 
what packaging men have 
labeled this ingenious corrugated 
pod. The name doesn't mean 
anything... it's just thet the pad 
looked like the originator's 

idea of a rat trap, The pad fits 
snugly inside on H & D shipper, 
braces corners and suspends 

the product. 


Of course, that's just one of 
the tricks up H & D's experienced 
sleeve.,.all designed to give 
your product the most protection 
at the least expense. Mind 
Lo» if we show you how? 
J? ¥ 
tr AY 
>. MINDE & DAUCH 


Owen of West Virgie Pulp and Paper Compary 





AUTHORITY ON PACKAGING * SANDUSKY, ONIO 
1D FACTORIES + 40 SALES OFF'CES 
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automotive industry with a great part 
of this year’s unprecedented car output 
and sales. Specifically, he cited the 
case of the 1952 Ford—the first year in 
which it used a one-piece windshield. 
Some 17% of Ford owners mentioned 
visibility as one of the features they liked 
that year—whereas competitor A, with 
the traditional windshield, rated only 
2% mentions for visibility. Signif- 
cantly, Eggert reported, next year, when 
the competitor also had a one-piece 
windshield, only 2% of Ford owners 
mentioned visibility 

¢ Incentives—Eggert added these fac- 
tors as terrific incentives to change: ris- 
ing births, the active market of teen- 
agers, increased leisure. 

In the U.S., especially, strong winds 
are blowing to make the trend to inno- 
vation prevail. Harvard’s Samuel A 
Stouffer pointed to some: the techno- 
logical development of recent vears (in 
cluding credit selling); the country’s 
immense area, the consumer's mobility. 
Stouffer earlier had cited the rapid post- 
war new family formation as an im- 
portant stimulus to breaking with 
tradition (BW—May21'55,p140). 

Both Robert Giraud of the University 
of Geneva and George Katona of the 
University of Michigan’s Survey Re- 
search Center pointed out that in 
Europe the pressure has traditionally 
been in the other direction. There the 
consumer wants quality and perma 
nence. 
¢ Difficulties—But there were plenty of 
warnings that the road to progress is 
rugged. Arthur C. Nielsen, Jr., of A. C 
Nielsen & Co., pointed out that among 
companies he had studied, 10% found 
it took from three to four years to reach 
a point where thev felt that a new 
product was going to take; 30% 1 
ported two to three years; only 10% 
said it took less than six months 

Nielsen granted that a new product 
takes hold faster today than in the past 

thanks in good part to television. But 
he quoted one major manufacturer who 
reported that only one in 20 of its new 
products, technically sound though they 
were, made the grade. A large advertis- 
ing agency estimated that two out of 
three fail (BW—Feb.12’55,p50) 

At the manufacturing level, though, 
competition and a highly developed 
merchandising setup put the heat on. 
At the consumer end, says Nielsen, the 
hich level of discretionary spending 
means that most consumers can shift 
their preferences as they wish. 

Further, he pointed out, the advent 
of a new product almost always cuts into 
sales of the old, at least for a while. 
Finally, he warned of inadequate testing 
of a new product—a warning that was 
repeated by Alfred Politz, of Alfred 
Politz Research, Inc. Politz took a 
broad cut at the limitations of the so- 
called “depth interview.” to 
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This man is a research physicist--working on a 
r-oduction problem. Inside that apparatus, he’s ‘‘grow- 
ing’ a germanium crystal (used to make electronic 
transistors) to find a short cut to transistor production. 
Trained to think in terms of production—as well as 
pure research —he’s typical of the Upper Midwest's great 
pool of research people. 

This training shows up clearly in the research leader- 
ship of the big-name industries settled here 
abrasives and adhesives, for example. 

His background, too, is representative of so many 
Upper Midwest people. His physics degree was earned 
in his state university. Last year, the Upper Midwest's 
133 universities and state colleges awarded degrees in 
science to more than two thousand young people, to 


electronics, 


again enlarge this reservoir of research talent. 

Also typical of Upper Midwest workers: one of the 
nation’s lowest absentee records. One of the highest 
educational averages. One of the lowest accident records 
Among the very highest credit records. 

This man knows how to relax, too. Off the job he 
fishes in the nearest of the 19,000 lakes in this area 
from his own boat in summer, through the ice in winter 
Or hunts pheasants, ducks, deer, bear-—-in some of the 
world’s greatest wild-life territory. Or whittles down his 
handicap on one of this area’s 470 golf courses. 

If you’re looking for a new business location, you 
should know more about the skills of Upper Midwest 
people. Write our Area Development Department. Al! 
correspondence is confidential, of course. 


Upper Midwest people know how...and prove it! 


NORTHERN STATES POWER We Sy Eo COMPANY, Minneapolis 2, Minnesota 








Send” CERAMETALLIC. . best friction 


now ready for tough automotive and industrial 


Airplane brake 
equipped with 
Corametallic brake 
lining 


HIS new ceramic-base friction material 
ea originally developed and produced 
by Bendix to solve a particular problem: to 
withstand the extreme heat generated when 
stopping fast jets and heavy commercial air- 
liners. It is now available for other applications. 


This is important news because Cerametallic 
lining has many advantages where there are 
extra-tough jobs for friction material. It lasts 
five times longer than ordinary lining eliminat- 
ing that much downtime expense. It allows 


twice the friction load; that is, it doubles the 
capacity of a brake or clutch because it is not 
affected by heat. 


Cerametallic currently is being used with 
great success on clutches and brakes for heavy- 
duty trucks and off-the-road equipment and 
industrial presses and machine tools. As the 
illustration shows, it comes in the form of discs 
or buttons for quick attachment to the clutch 
plate. The friction surfaces will not glaze, but 


will retain their original coefficient of friction 








material for aviation brakes 
lutch and brake jobs! 


pver a wide range of temperatures down to the last usable 
ickness of the material. 
In line with our expansion of Cerametallic applications, 
equipment and enlarged plant facilities at our Marshall- 
Eclipse Division, Troy, N. Y., have been built to accommodate 
ncreased demand. 
For particular details or answers to individual problems, 
bontact the above division. 
Bendix products and technical abilities can contribute in 
y ways to many industries— probably yours. Write for the 
ochure “Bendix and Your Business.” tras TRAcE-manx 


PRINCIPAL DIVISIONS AND BASIC PRODUCTS 


MARSHALL-Ecuipse, Troy, N. Y. 
brake blocks, brake lining, aynthetic resins 
Benpix Propucts, Soutn Benn, Inp. 
automotive brakes, carburetors, power steering, 
aviation brakes. landing gear, fuel metering 
duided missiles 
Utica, Utica, N. Y. 
aviation components 
Eciipse-Pionweer, TeTersoro, N. J 
automatic fight aystems; airplane and engine 
instruments; fight and navigation instruments 
components for servo-mechanisam and computing 
equipment, stabilizationequipment; foundry products 
Ecuipse Macuine, Ecmira, N. Y 
bicycle coacter brakes, Stromberg* carburetors 
electric fuel pumps, starter drives; jet engine nozzles 
textile bobbin holders 
Benpix Rapio, Towson, Mp. 
radar; auto, railroad, mobile and aviation radio 
television 
Paciric, North HoLitywoop, CaALir 
telemetering equipment; hydraulic and electri 
actuators; depth recorders; t steerers; military 
airborne radar; ultrasonics, missile guidance, sonar 
PIONEER-CENTRAL, DAVENPORT, LowA 
aviation com nents; oxygen equipment 
ultrasonic cleaners 
CINCINNATI, CINCINNATI, OnTO 
automatic viscosity regulators, nuclear products 
ScinTILLA, Sipney, N. Y. 
aviation ignition aystems; industrial engine 
magnetos; diesel fuel injection; electrice | 
connectors; ignition analysers 
Rep Bank, Eatontown, N. J. 
electron tubes; dynamotors; inverters; 
AC-DC generators 
Kansas City, Kansas City, Mo. 
operated for the Atomic Energy Commission 
Researcn Lasoratorizs Division, Detroit, Micn. 
engineering research 
ZenitnH Carsuretor, Detroit, Micn 
automotive, marine and email engine carburetors 
Benvix-Sxinner, Detroit, Micn 
micronic filters 
Benpirx Friez, Towson, Mp 
meteorological instruments, precision instruments 
and recordess 
Benprx Computer, Los ANGELES, CALIF 
digital computers 
HAMILTON, HAMILTON, On10 
jet engine controls and aircraft pumps 
LAKgesHorE, St. Joszern, Micu 
power steering and automotive devices 
Montrose, South Montrose, Pa. 
aviation components 
Yorx, Yorx, Pa. 
electronic devices, test equipment 
Benwix-Eciipse oy Canapa, Lp. 
Windsor, Ont 
Benvix INTERNATIONAL 
New York City 
Amcrart Propucts Div., Toronto, Ont., Can. 
aviation components; radar; electro and 
hydro mechanical servo mechanisms 


BENDIX AVIATION CORPORATION 
Fisher Building + Detroit 2, Michigan 
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go ahead, 
“CALL” USI! 


‘Royal Flush’’in 
warehousing and 
transportation 
services ! 


You get a good deal every time 
you deal with Lehigh. Our ware- 
housing facilities are without equal, 
and 35 years’ experience has taught 
us most of the answers to storage 
and distribution problems 

We have facts on file that prove 
Lehigh services are often more eco 
nomical and efficient than operating 
your own warehouse and trucks. 
Remember, you pay Lehigh only 
for services as used, 8© you save on 
year'round marketing costs ! 

Five modern Lehigh warehouses 
and delivery fleets can speed your 
products into the rich New York 
metropolitan area. Southern com- 
mercial and industrial leaders rely 
on convenient Lehigh facilities in 
Richmond and Atlanta, Our vast 
Horseheads center in upstate New 
York handles multi-market distri- 
bution, precnrs -even manufac- 
turing. Our big tank farm at Bay- 
onne, N. J,, unloads bulk liquids, 
stores and repacks for low cost dis- 
tribution, When the chips are down, 
it's good business to know the 
Lehigh story. Go ahead, “call” us! 


LEHIGH 


Warehouse & 
Transportation Co, 


102 Frelinghuysen Ave. 
Newark 5, N. J. 


ww 


——} 
Telephones: 
(N. J.) Bigelow 3-7200 
(N. ¥.) REctor 2.3338 
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The Cutter Sales Story 


Sales se Millions of Dotiare 
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Can Cutter Come Back? 


Before the mass polio vaccine inocu- 
lation program started five months ago, 
Cutter Laboratories, Inc., of Berkeley, 
Calif., was known generally only by the 
customers it supplied directly—surgical 
supply houses, drug wholesalers, phar 
macists, hospital supply buyers, and 
doctors. And in this circle, the 58-year 
old company had built up a solid reputa 
tion for integrity and responsibility. 
Its impressive sales record (chart) was 
evidence of its high standing in the 
drug field 

Because of its long experience as one 
of the top manufacturers of injectible 
drugs—serums, vaccines, intravenous so 
lutions, and similar products—Cutter be- 
came the first of six U.S. manufacturers 
to ship the new Salk polio vaccine 
And, as a result, it became known to 
the general public almost overnight as 
the manufacturer of vaccine containing 
live virus that was reported to be infect- 
ing an alarming—though relatively smail 

percentage of children with the dread 
disease. 

* Staggeri Blow—The company’s 
prestige suffered a severe blow. Market 
img men agree that it would have taken 
much less than this staggering setback 
to finish off a smaller company. But 


right now it looks as if Cutter will re- 
cover and, in the long run, perhaps even 
strengthen its position in the drug field. 
Cutter’s troubles began on April 25, 
at the peak of the mass inoculation 
program, when the first child injected 
with its vaccine came down with polio. 
When more cases developed the com- 
pany withdrew all of its vaccine. The 
U.S. Public Health Service ordered an 
investigation, but did not give a full 
report on its findings for four months. 
Meanwhile, children injected with 
vaccine made by other manufacturers 
also developed polio—including the so- 
called “coincidental” cases. A shadow 
was cast over the whole program. Par- 
ents, anxiously hoping the new vaccine 
would erase the threat of polo, were 
confused, apprehensive, and disap- 
pointed. Charges of mishandling were 
leveled at the government. 
¢ Scapegoat—But in the public mind 
the main scapegoat was Cutter. An cx- 
se magazine blared a story head- 
fined “The Criminal Record of Cutter 
Labs,” and some irate parents filed 
damage suits against Cutter. 
Last month the government issucd 
its official report on the Cutter incident 
(BW—Sep.3'55,p32), clearing the com- 
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Serving Many Different Industries 


iw WanYy ffenen a ways 


CHEMICALS 


These brief reports indicate the many diversified businesses 


and industries which Ebasco assists with a wide range of service: 


AUTOMOTIVE 


* Assumed responsibility for 
——- organization sur- 
vey for leading manufacturer 
—from purchasing through 
design, production, assem- 
bly, sales and management. 
« Recommended ways to re- 
duce costs, increase effi- 
ciency, boost production and 
sales. 


—- > 


« Made detailed study of 
potential market for a new 
product of a manufacturer. 
* Made py of —- 
ment and pliant for a Sout 
western firm. 

* Developed a comprehen- 
sive group insurance pro- 
gram for a dye works. 


> ~~ 
‘>. 


Po. 
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FROM A TO Z 


——____ p barking 


Here is a partial list of the 
large and small businesses 
and industries which have 
made use of Ebasco’s wide 
range of seTy ices 


PIPELINES 


¢ Conducted economic study 
and assisted in the financing 
of a proposed crude oil pipe 
line and a refined petroleum 
products pipe line. 

« Performed general con- 
sulting, engineering, ineur- 
ance and space planning 
services for a large South- 
western company. 


Pers oer. 
Pulp and Paper 
Quartz ard Glass 
Railroads 

Steamship tines 
Textile Mfg 

Utilities 

Vaive ond Pipe Mig. 


Wire ond Cable Mig. 
X-Ray Equipment Mfg 


Yorn and Fiber Mfg. 
Zing and Mining 


BANKING 


« Conducted study of a 
business which was vital in 
assisting a New York bank 
to make an important 
decision. 

* Planned expansion of 
facilities for Southern bank. 
* Made an organization and 
management study for a 
major urban bank. 


- 


FOOD - 
NRA on =" 
—_— : 
* Developed a comprehen- 
sive insurance program for 
a Florida orange juice 
processor. 
« Made a job evaluation 
study for a quality baking 
company. 
* Prepared a detailed space 
planning study for a large 
syrup producer. 


E “~. 
RAILROADS 


+ Prepared management de- 
velopment program for a 
large Eastern road 

* Made economic and finan- 
cial study of a Midwestern 
road's properties. 

* Analyzed and made recom- 
mendations for revamping of 
a company’s accounting sys- 
tems and methods. 


“The Inside Story of Outside 
Help” deacribes Ebasco services ome ay 
and how they may be ofuseto | ; 

u. Por a copy, write Bhasco i 
| oar Incorporated, Dept. ©, | wh 
Two Rector St., New York 6. wom 


WEW YORK + CHICAGO + DALLAS 
PORTLAND, CRE. + WASHINGTON, D. C. 


Some of Ebasco’s Services are listed below: 
Appraisat + Consulting Engineerin 
Design & Construction + Financial 
Business Studies + industrial Relations 
insurance, Pensions & Safety 

Purchasing, inspection & Expediting 


EBASET 


Rates & Pricing * Research + Sales & of 
Public Relations + Space Plannin: 

Systems, Methods & Budgets + Tax 

Washington Office 
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Speed truck deliveries 
with Ozalid copies... 


Truck drivers often wasted hours waiting for invoices. 


Deliveries were delayed, customers complained... 


Now this food manufacturer uses a 
translucent order form, hand written. 
Terms, route, invoice number, prices and 
extensions are entered on the form. And 
Ozalid copies serve as invoice, packing 
slip, delivery receipt, sales recerds. 

lrucks are hours ahead of their old 
schedules. Delivery control is improved, 
errors avoided, invoicing time and costs 
greatly reduced. 


I. your own company, you can find 
any number of Ozalid applications which 
will do away with retyping, and copying 
on cumulative records and reports, order 
filling and purchasing. Ozalid speeds 
paperwork, saves time, frees employees 


OZALID 


for more productive work. 

An Ozalid machine will copy anything 
written, typed, printed or drawn on any 
translucent (lets light through) material 
~without photography. Keproduction is 
instant. A letter size copy takes less than 
a minute, costs less than 2¢—faster and 
cheaper than photocopying. And anybody 
can use an Ozalid machine. 

Ask the nearest Ozalid distributor 
(see phone book) to show how Ozalid 
can help you. Or write 82 Ozaway, 
Johnson City, N.Y. In Canada, Hughes 
Owens Co., Ltd., Montreal. 

OZALID — A Division of General 
Aniline & Film Corporetion .. . From 
Research to Reality. 


OZAMATIC (left) is a table 
model, hand!es sheets as 
wide as 16°, and can make 
up to 1000 prints an hour. 
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pany of any responsibility. The govern- 
ment laid the os for the imperfect 
vaccine on inadequate safety standards 
and contro] tests it had set up. It was 
pointed out that Cutter had been 
the first to ship the new vaccine, 
and that later polio cases developed after 
children were injected with vaccine 
made by other manufacturers. 

But the damage to Cutter had been 
done. The company’s sales for the 
first half of 1955 shi ped to $6.5-million, 
a drop of $1.3-million from the corre- 
pivow ths riod in 1954. Profits, after 
taxes, skidded from $324,000 for the 
first half of last year to $73,000 for the 
first six months of this year. Cutter 
stock took a nosedive from $15 a share 
to $8.75. And a new issue of 140,000 
shares that Cutter had registered with 
Securities & Exchange Commission was 
quickly withdrawn. 

To understand why these adversities 
didn’t finish off Cutter, you have to ex- 
amine the company’s velotively obscure 
past history and market. 
¢ The Faithful--Customers for Cutter’s 
prescription-only products are scientifi- 
cally trained ce who have been deal- 
ing with the company for years. And 
these doctors, pharmacists, and drug 
buyers realized that what happened to 
Cutter could have happened to anyone. 
Their faith in the company was not 
shaken. Only one instance was reported 
of a hospital covering up the label on 
Cutter’s regular products. 

As a matter of fact, Cutter’s regional 
offices have been sending in encourag- 
ing reports on sales—even at the time 
the company was getting a black eye for 
its polio vaccine. The company says 
sales of its other products—blood frac- 
tions and expanders, hospital solutions, 
veterinary products—are up. They are 
surpassing not only last year's levels, 
but also those estimated for this year. 

Regular customers have not been 
alone in rallying to the support of Cut- 
ter. Competing drug companies refused 
to discuss the polio scare and told 
their customers that Cutter was a fine 
company. At the peak of the unfavor- 
able publicity, San Francisco’s American 
Trust Co. increased Cutter’s open line 
of credit 
* Vote of Confidence—In June the 
company got a vote of confidence from 
the trade when the American Pharma- 
ceutical Manufacturers Assn. switched 
its plans and elected Dr. Robert K. 
Cutter as its president. He is the oldest 
of the three brothers who run the com- 
pany. 

And, oddly enough, though Cutter 
stock sank, the ie of stockholders 
almost doubled in five months from 965 
to something over 1,800. 

Despite this expression of confidence, 
Cutter isn’t out of the woods yet. The 
company, which has about $2-million 
tied up in Salk vaccine, will lose virtu- 
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G-E LOCOMOTIVE SAVES WORTHINGTON CORP. 
$12,036 A YEAR—MORE THAN A 30% RETURN 


Here’s how one company discovered the savings that 
can be realized by converting from older motive 
power to an efficient G-E diesel-electric 

1. Three years ago, Electric 


surveyed the motive power needs at Worthington 


General engineers 
Corp.’s Harrison (N. J.) plant. 

2. On the basis of this survey, Worthington de 
cided to replace its steam locomotive with a modern 
G-E 45-ton diesel-electric. 

3. Since Worthington’s 45-tonner has been in op 
eration, records show an annual saving of $9536 in 
fuel and between $1800 and $2700 in maintenance 
more than 30°, gross annual return on investment. 

J. J. Summersby, Vice President 
Purchases and Traffic at Worthington, sums it up 


in Charge of 


“The G-E 


electric has exceeded every expectation.”’ 


this way: performance of our diesel 

In any industrial haulage job, you get the most 
economical and efficient performance from a loco- 
motive designed specifically for industrial service. 
One of the six standard G-E sizes, from 25 to 80 
tons, will meet your requirements. For a survey, 
contact your G-E Apparetus Sales Engineer or write 
for the bulletin “Switch to Diesel-Electrics and Save’’ 
to Locomotive and Car Equipment Dept., General 
Electric Company, Erie, Pa. 120-75A 


GENERAL @@ ELECTRIC 





THE DUAL ROLE OF 


DUREZ 
IN INDUSTRY 


BOTH could brighten your business prcturé 


As molding compounds, Durez phenolics bring desired properties of 
strength, light weight, long wear, appearance, and safety co thousands 
of products, often simplify assembly and reduce costs. As resins in 
bonding, casting, coating, impregnating, and shell molding, to name a 
few functions, Durez phenolics serve to improve many processes and 
end \products too, For profitable uses of these materials in your business, call 
on the experience of a leader in developing 
the phenolics, and their largest producer. 


DUREZ PLASTICS DIVISION 
HOOKER ELECTROCHEMICAL COMPANY 
4009 Waick Read, North Tonawanda, N. Y. 
Export Agents: Omni Products Corporation, 


464 Fourth Avenue, New York 16, N.Y 
"LEADERS IN PHENOLIC PLASTICS” 
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ally all of its polio vaccine sales for the 
year—it hasn't yet asked the govern- 
ment to clear its batches produced un- 
der the new control standards. In addi- 
tion, the government canceled contracts 
for gamma globulin (since the Salk vac- 
cine supplanted it) and also for Dextran, 
a blood plasma expander. 

¢ Cutback—To offset part of the sales 
loss, Cutter’s president, Dr. Robert Cut- 
ter, took a big hitch in its corporate 
belt. He told all departments to cut 
into both the fat and muscle of their 
budgets. 

To replace the capital it expected to 
raise through floating a stock issue last 
spring, Cutter last weck borrowed $3- 
million from Mutual Life Insurance Co. 
of New York. 
¢ Big Plans—But perhaps the strongest 
indicator of Cutter’s determination to 
come back stronger than ever are its 
plans for the future. The company is 
planning to expand and is readying new 
products for distribution to customers 
It even expects to purchase other small 
companies to round out its line of 
products. 

The company expects to ask govern- 
ment clearance when this year’s polio 
season is over. (It doesn’t want to take 
the chance of any “coincidental” cases 
this vear.) 
¢ Calculated Risk—Cutter realized it 
was taking a gamble on the new Salk 
vaceine to begin with. Last February, 
Dr. Robert Cutter told stockholders: 
“Around the middle of the year you are 
going to look on this decision {to make 
the vaccine] as being very dumb or very 
smart, depending on how poliomyelitis 
vaccine turns out.” 

The whole incident of the Cutter 
vaccine is not unlike what happened a 
few years ago to Sterling Drug’s Fiet- 
cher’s Castoria—a laxative for children. 
Some contaminated batches of the 
product slipped into commercial distri- 
bution, caused illness and even a few 
deaths among its users. Sterling imme 
diately withdrew all its Castoria from 
the market, took full page ads in the 
press to warn mothers not to buy any 
of its product. The goodwill gained 
from this move pushed sales of Castoria 
up when it came back on the market. 
¢ Long-Range Gain?—Trade observers 
think that the long-range effect of the 
recent publicity may make the Cutter 
name a houschold word for the first 
time and that the company may be 
able to capitalize on it after the vaccine 
affair has been forgotten. Cutter now 
makes only two consumer products—a 
snake bite kit and a poison ivy remedy. 
But when the company brings out new 
products the public should recognize 
the name on the label more readily. 

So the final result of a near-catas- 
trophe may even be to open up a new 
market for Cutter—the consuming pub- 
le. ND 
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Instrumentation can help 


keep up your quality standards... 


can reduce rejects to a minimum. Modern in- 
strumentation increases quality and productivity . . . 
frees valuable manpower for other important duties. 
And complete, accurate records tighten up cost ac- 
counting .. . point the way to decreased unit costs. 


W:: the right kind of automatic controls, you 


Modernizing? Instrumentation is excellent protection 
for your present plant investment. 


Expanding? Engineered controls can actuaily decrease 
your new equipment investment. 


Honeywell, pioneer in controls, offers the most com- 
prehensive line in the industry, together with a 
nationwide application and service organization. Ask 
your nearby Honeywell sales engineer how modern 
controls can protect product quality in your plant. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., /ndus- 
trial Division, Wayne and Windrim Avenues, Phila- 
delphia 44, Pa. 





instrumentation cut rejects by 38% in making plastic key 
tips for business machines at The Nationa! Cash Register Co., 
Dayton, Ohio. Accurate Honeywell temperature control on 
plastic molding presses has paid for itself many times over 
—in product quality, quantity and uniformity. 


H Honeywell 
Fats ww Controls. 


Write fer a copy of “Instrumentation for Cost Accounting” 





Handle 


with care! 


Dangerous? Obviously so, and 
you take precautions. But not so 
obvious, and just as dangerous, 
are the hand hazards chat threaten 
the average industrial worker. Plant 
men the nation across—realizing 
the importance of hand safety to 
productivity protect workers’ 
hands with Jomac® Work Gloves. 
Made from tough, resilient fabric, 
Jomacs cost less because they wear 
longer and can be cleaned over and 
over, Our new catalog shows the 
right glove for your workers, what- 
ever their job. Write for it today. 


SEND FOR A FREE SAMPLE 


of Jomacs. Describe your operations, 
temperature conditions, etc. We'll gladly 
recommend an economical Jomac Work 
Glove and send you a sample pair, 
Jomac Inc., Dept. A, Philadelphia 38, Pa, 


it pays to keep Jomacs on hand 


JOMAC 


INDUSTRIAL WORK GLOVES 
Outwear ordinary work gloves by 900% 


Plants in Philadelphia, Pa., and Warsaw, ind. 
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In Marketing 


FTC May Probe Allowances 
By Dress Manufacturers 


An industrywide probe of dress manufacturers’ advertising and 
promotion allowances may be in the works at the Federal Trade 
Commission, 

Last week, an FTC hearing examiner gave the full commission 
what amounted to a bawling out for hittmg the promotion allow- 
ance practice of a few makers, while leaving dozens of others 
“apparently free to continue” one-sided favors to some customers. 

Promotional and ad allowances are the bonuses that manu- 
facturers in some trades give their retail buyers to help push their 
products and to share local ad costs. The Robinson-Patman anti- 
price-discrimination act says these must be on a “proportionately 
equal basis” to all customers. 

The examiner's blast came during hearings on one of FTC’s 
three cases against dress makers accused of favoring some cus- 
tomers over others. This one cites Henry Rosenfeld, Inc., of 
New York City. 

The examiner found that—as in the Rosenfeld case— practically 
all manufacturers in the field grant their PM’s on a shifting, 
unpublicized and individual basis, at the whim of the seller. 


Stainless Steel Tableware 
Seeks Slice of Sterling Market 


Stainless steel tableware is out after the markets not only 
of silver plate, but also of sterling silver. 

At least that’s how one stainless manufacturer—the Imperial 
Knife Co.—sees its new marketing arrangement with Chas. D. 
Briddell, Inc., makers of Carvel Hall brand cutlery and tableware. 

Imperial will turn out a complete line of dinnerware sets to 
be sold under the Carvel Hall name through Briddell’s sales 
offices and distributors to jewelry and department stores. Briddell’s 
Carvel Hall line has been silver plate, but nearly four years of con- 
sumer research convinced Briddell stainless is the coming thing. 

The new line is named Leisure, It will sell at retail prices 
considerably under sterling, more expensive than some plate, 
cheaper than other, 


Buying Power Tools on Time 
Set Up on Nationwide Basis 


Now you can buy a home = tool on installment credit as 


easily as you can fly on travel time payment plans. 

In fact, the same finance company worked out both plans— 
an extension of credit into comparatively small-potato items, 
moneywise (under $500). Pacific Finance Co. of Los Angeles, 
which pioneered air travel time payment plans, has worked out 
a national “Tool Time” plan for Magna Engineering Corp.'s 


BUSINESS WEEK © Sept. 24, 1955 





seeee eee eeeee 
. 


We travel with almost every business and profession in America... 


Yes, Royal is proud to serve them all. Take the chair on the right above, 

for example. We developed it for the Topeka State Hospital 

to some unusual specifications that wouldn't have occurred to anyone 

outside the medical profession. Now called the “Topeka” chair, 

it is used in every major mental institution. What's more, the knowledge 

that developed this chair, has also helped us make better 

posture chairs and hydraulic beauty chairs like those above, and 

furniture for such far-afield businesses as restaurants, 

factories, retail stores, offices and hotels. 

Rovat Mera Manuracrurinc Company + 175 North Michigan Avenue + Chicago 1, Illinois 


Oflices and plants from coast to coast 


professional urniture 
/ 


METAL FURNITURE SINCE ‘97 








ARGON 


The Cinderella Gas of Modern Industry 


In a very few years argon has 
changed from a virtual “unknown” 
to a widely used necessity for many 
manufacturing processes. Indus- 
try’s volume requirements for this 
gas have leaped to astounding totals 

. and ite use is only beginning. 

For one thing, argon has replaced 
helium to a large extent as the inert 
gas in shielded welding. Next, ar- 
gon is ever more widely used for 
inert furnace atmospheres and as 
the purging agent in the electronic 
parts and powder metallurgy indus- 
tries. But most important for the 
future of argon, it plays a key part 
in both the production and fabri- 
cation of the new wonder metal, 
titanium. Millions of dollars are 
being invested in new plants to 


produce it and the demand for argon 
will soar as these plants get into 
production. 

Alert manufacturers requiring 
argon for their operations are now 
taking steps to assure its depend- 
able supply. They are anticipating 
their needs and the relationship 
which will exist between argon sup- 
ply and demand in the future. Why 
don’t you too gain the security of 
an NCG Argon supply contract? 
In cylinders or in bulk. Write or 
wire today. 


INDUSTRIAL GASES 


Copyright 1955, National Cylinder Gas Compeny 
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NATIONAL CYLINDER GAS COMPANY + Executive Offices, 840 North Michigan Avenue, Chicego 11, Minois 
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Shopsmith home power tool dealers. 

It works like this. Pacific sends 
Shopsmith dealers across the country 
a check-list with which they can rate 
the credit risk of customers on the 
spot as they come into the store. 
The list includes key questions to 
ask the customer. 

The answers are weighted; if the 
customer scores 25 or better, he’s in. 
The dealer simply mails the forms 
to Pacific, which takes over full 
responsibility. 

What makes Tool Time unusual 
is its national flavor. The National 
Retail Hardware Assn. has urged its 
members to set up their own local 
time credit plans for customers, 
says some 4,000 stores expect their 
plans to add $750-million to tetal 
sales this year. 


New Segmentation 
Tried by CBS Radio 


Radio networks are still looking 
for a workable advertising setup. 

In Detroit last week, Columbia 
Broadcasting System announced a 
new “segmentation” formula which 
allows advertisers to sponsor 5 min. 
time segments of its regular program 
strips, such as Bing Crosby, Tennes- 
see Ernie, and Edgar Bergen shows 
at $2,100 each. Previously time was 
sold only in 15-min, chunks. 

Meanwhile, some National Broad 
casting Co. affiliates are disturbed 
over the net’s plans to extend its 
weekend Monitor to programing to 
week-days. They say the rates are 
too low, and national advertisers 
don't get enough audience from it 


Marketing Briefs 


Quick freezing has given birth to 
the first nationally distributed line 
of bakery specialties. Kitchens of 
Sara Lee, Inc., Chicago, will market 
frozen coffee, pound and cheese 
cakes through a national network of 
local representatives and brokers 

Long supermarket hours have 
sliced profits to a point where 
55.5% of supers would like to close 
on one or more of the light days 
(Monday, ‘Tuesday, Wednesday) 
So says Selling Research, Inc., which 
bases its findings on a survey of 852 
supers in 51 cities. 
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OVER 6 MILES of Weldwood Korina® Movable Partitions are planned for Ford's efficient new 


odministration building. This full-scale model shows part of the installation designed by architects 
Skidmore, Owings and Merrill, to be made by Detroit Partition Company. 


WELDWOOD “STAY-STRATE”® DOORS with the Life of the Installation guarantee are used with 


these partitions. Doors match birch, Korine ond walnut partitions in regular stock. Both blend 
harmoniously into any decorative scheme, as in Ford's contemporary setting shown above. 






Weldwood Movable Partitions to be used in 
new Ford Central Staff Office Building 


Here’s why Ford's new Central Staff 
Office Building will use the only flush 
partitions that combine the beauty of 
real wood with iow-cost movability. 

1. THE BEAUTY OF FINE HARDWOOD 
PANELING adds warmth and dignity that 
are important to employee morale, and 
complements any decorating scheme. 

2. NEW OFFICES OVERNIGHT. Weldwood’s 
unique metal key construction locks 
pane!s together firmly, yet allows quick 
rearrangement by regular maintenance 
crew. 

3. NO PAINTING—NO REDECORATING! 


Occasional cleaning and waxing is the 
only maintenance needed, Paneling looks 
like new indefinitely. 

4. FIRE-RESISTANT WELDROK® panel core 
makes a sound barrier that’s twice as 
effective as a 2 x 4 stud peeiees with 
metal lath and plaster on both sides. 


LIKE TO KNOW MORE? Ask your architect 
(he'll find all specifications in Sweet's 
Files) or write bor descriptive brochure 
and name of nearest Tistributor to 
United States Plywood Corp., Dept 
BW9.24.5, 55 West 44th Street, New 
York 36, N. Y. 


us. Weldwood MOVABLE PARTITIONS 


4 product of 


UNITED STATES PLYWOOD CORPORATION 
World's Larges Plywood Organization 


Marketing 
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FINANCE 


Credit Unions: Hazards of Growth 


@ Coming trial of officials of Ford Rouge Employ- 
ees Credit Union spotlights fast-growing loan groups. 

@ In 10 years, the number has doubled, loans have 
muitiplied 12 times—and the big ones get bigger. 


@ Critics say weaknesses shown at Rouge extend 
through system, but groups cite high repayment record. 


Next month, two men will go on 
trial in Detroit. One will be charged 
with embezzlement from the Ford 
Rouge Employees Credit Union, which 
with its 15,000 members is one of the 
country’s largest. The other will be 
tried on an assortment of charges of 
conspiracy to defraud the same organ- 
zation and of violating federal regula- 
tions 

The first case is almost routine. A 
teller allegedly walked off with $53,000 
in cash, confessed after arrest, and a 
bonding company immediately made 
the loss good. That in itself was noth- 
ing unusual. Surety company officials 
say there has been a marked increase in 
embezzlements in financial institutions 
across the board in the last few years. 

But as a result of the embezzlement 

case, federal examiners gave the or- 
ganization a thorough overhauling, and 
temporarily suspended its operations 
last March, listing 23 specifications of 
mismanagement or violation of regula- 
tions. A federal grand jury returned 
criminal indictments against the treas- 
urer and four other officials. 
* Debate—Credit union men, both in 
and out of Michigan, tend to sniff at 
the charges. They point out that the 
Rouge credit union is still solvent and 
in Operation, and that no losses were 
cver threatened to members’ savings. 
They imply that the whole fracas was 
politically imspired. 

Bankers and some other outside ob- 
servers, on the other hand, claim that 
weaknesses exposed at Ford Rouge 
are characteristic of the whole credit 
union system, Both may have a point. 
Credit unions as a group have been 
growing so fast they've attracted atten 
tion—and resentment. 

* What They Do—A credit union is a 
private cooperative group, designed to 
accept small savings of members, make 
small loans to them for “provident or 
par purposes”—and especially to 
cep low-income workers out of the 
hands of loan sharks, when emergencies 
irise. Membership is limited to a 
‘common bond”—which may be purely 
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social, or religious, or community-wide. 
In — however, probably 85% 
are formed »y employee groups of single 


plants or offices, or by trade unions. 


|. Part-Time Financiers 


In recent years, the credit union has 
proliferated. In 1954 alone, about 1,000 
new ones opened. At the end of the 
year, there were 15,000, more than 
double the number 10 years earlier. 
Combined assets were $2.3-billion, a 
sixfold increase—and combined loans, 
at $1.6-billion, were 12 times as great 
as a decade earlier. It’s the bigger ones 
(several have assets well over $10-mil- 
lion) that are growing fastest. 

In the search for outlets for funds, 
the credit unions have branched into 
fields undreamed of in the original con- 
cept—auto loans, appliance loans, mort- 
gages, and even pure and simple com- 
mercial enterprise. 

By commercial banking standards, 

though, the credit unions are still a 
negligible factor. Last year they held 
only 2% of the country’s individual 
savings accounts, only 4% of the short 
and medium-term consumer credit. 
And they cannot accept checking ac- 
counts, or make loans beyond their 
membership. 
« Why They Grow—Many factors are 
behind the credit union growth. For 
one thing, they're convenient—most are 
located mght in a plant or office. For 
another, interest rates (or “dividends”’) 
are higher than for most mutual banks. 
The average credit union was payin 
3% when mutuals were paying 2% -~ 
commercial banks 1%. Accounts are 
of all sizes. A substantial part of Ford 
Rouge’s “shares” represent accounts 
of $10,000 and more; but the unions 
will accept deposits as low as 35¢ at a 
time. 

But the most important factor, prob- 
ably, has been the willingness to make 
loans to individuals, and loans for pur- 
poses that commercial banks and 
mutuals would reject—at frequently 
lower interest rates. 


¢ Well-Liked—Most credit unions have 
been spontaneously generated by em- 
ployee groups (it only takes seven im- 
dividuals to form one), but by and 
large, management has liked them. 
Companies often furnish free office 
space, technical advice. They've found 
that in many cases the credit union has 
been a morale-booster. But as the unions 
grow larger, most managements tend 
to shy away from direct contact—partly 
to avoid potential financial responsi- 
bility, partly to avoid the implication 
that the company is either making or 
underwriting a loan. 

Unions ike them for the same rea- 
sons. But except where the union it- 
self starts one, the labor organizations 
generally stick to a hands-off policy— 
mainly to avoid the development of a 
possibly competing political clique. 
¢ Amateurs—Both the main strength 
and the big weakness of credit unions 
lie in the same salient fact. They're run 
entirely by amateurs, 

Rober Vezzosi had been treasurer 
of the Ford Rouge credit union for 10 
vears before he was indicted last spring. 
Last year, he was president of the 
Michigan Credit Union League. After 
the charges had been brought, he was 
reelected to that post with acclamation. 
“Off the record,” says another official 
of the state league, “if what was going 
on at Rouge was illegal, then we may 
all be criminals, since many of us op- 
erate the same way.” 

But there's a matter of semantics 
involved here. Although all credit 
unions conform to the same general 
pattern, there’s a wide variety of sizes 
and scope. All are run by amateurs, all 
operate rather informally. Control is 
in the hands of “shareholders,” those 
who have $5 or more on deposit. 

Usually a union has as gal paid 
officer—the treasurer, who acts as gen- 
eral manager—and a few paid clerks. 
Officers—including the treasurer—and 
supervisors are elected as much on a 
basis of personal popularity as qualifica- 
tions. And officers, especially in the 
larger organizations, can often give only 
perfunctory part-time attention. 

. Yperations are regulated 
either through the Bureau of Federal 
Credit Unions (for those chartered un- 
der the Federal Credit Union Act) or 
by state banking superintendents (if 
chartered under various, and varying, 
state laws). All the rules set up put 
limitations and restrictions on amounts, 
terms, and types of loans. But gen- 
erally, the individual group will weigh 
“character”—or personal familiarity, 
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HIGHER STANDARDS FOR ECONOMICAL, CONTINUOUS POWER are set by 
Worthington’s newest engines, used to generate electrical energy, drive pumps 
and compressors in private and public electric central stations, water works, 


the chemical and petroleum industries . 


wherever dependable power is vital. 


You're face-to-face with the first major 
advance in engine design in twenty years 


It's Worthington's new High-Power engine—first engine of 
its type designed and built specifically for high-output turbc- 
charged operation 

Up t this time, turbocharging has been added to heavy-duty 
engines to step up power. Although this proved successful, the 
development engineer soon found himself in a strait-jacke.. He 
couldn't take full advantage of improved turbocharging tech- 
niques—which would provide more horsepower per cubic foot 
of piston displacement and higher overall efficiency, resulting 
in still better operating economies and lower installed costs. 


Worthington’s latest engine solves this problem, The new 
High-Power engines are built from the foundation up for tur 


bocharging — not only for today, but for still higher outputs to 
come in the future as the art of turbocharging continues to 
advance. 

Building better engines that cost less to run — comes 
naturally to Worthington’s design engineers. They're men 
whose main function is to be unhappy with what we produce 
today——in order to build a better product for you tomorrow 


Worthington Corporation, Harrison, New Jersey. ‘8 
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THE SIGN OF VALUE AROUND THE WORLD 


AIR CONDITIONING AND REFRIGERATION +» COMPRESSORS +» CONSTRUCTION EQUIPMENT + ENGINES - DEAERATORS - INDUSTRIAL MIXERS 
LIQUID METERS - MECHANICAL POWER TRANSMISSION - PUMPS - STEAM CONDENSERS - STEAM-JET EJECTORS - STEAM TURBINES - WELDING POSITIONERS 
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AUTOMATIC VALVES: 


The trend is upward 


In the trend towards 100% automa- 
tion, many plants are remodeling for 
as much automatic control as pos- 
sible, rather than completely replac- 
ing existing facilities. 

One phase of automation that has 
proved very important—and difficult 
—is the remote pewer operation of 
valves. Most sabees present a real 
problem because powerful, compli- 
cated and expensive equipment is re- 
quired to seat and unseat the bulky 
mechanism that closes the valve. One 
valve, though, stands out as ideal for 
any type of remote power operation 

. the Rockwell-Nordstrom lubri- 
cated plug valve. Most plant and 
process engineers agree that this 
valve overcomes the disadvantages of 
ordinary valves, They cost no more— 
often less—than ordinary valves and 
they have proved much more econom- 
ical from a maintenance standpoint. 


+++ Remote valve control . . . simple, 
dependable, economical 


Control is faster and easier on the 
Rockwell-Nordstrom valve because 
it is opened or closed with only a 
quarter-turn of the tapered plug. The 
operating mechanism moves through 
only 90° , . . two to five times faster 
than ordinary valves. Pressurized lu- 
bricant in a thin film around the plug 
prevents leakage of even the lightest 
gases and greatly reduces operating 
torque. The hydraulic action of the 
pressurized lubricant keeps the ta- 
pered plug “cushioned” for instant 
operation and eliminates stuck valves. 

With electric, hydraulic or pneu- 
matic operators, the Rockwell-Nord- 
strom valve assures dependable, 
trouble-free economy in remote power 
operation, with simpler, less costly 
operating mechanisms. Rockwell 
Manufacturing Co., Dept. 1-J, Pitts- 
burgh 8, Pennsylvania. 
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more heavily than standard banking re- 
quirements. 

¢ Record—And in most credit unions, 
the informality works well. 

The average credit union has only 
about 500 members, and the majority 
are smaller. As a general rule, it’s pos- 
sible for supervisors and directors per- 
sonally to know something about every 
member. 

Actually, the record of credit unions 
has been exceptionally good. The loss 
ratio on unpaid loans, according to the 
Bureau of Federal Credit Unions (a 
part of the Health, Education & Wel- 
fare Dept.) has been only one-fifth of 
1% of total loans. Many credit 
union men conceded that the regula- 
tions are shaved occasionally—most of- 
ten on the side of over-generosity. 

But they maintain that the social and 
moral pressure of owing money to a 
fund that represents the savings of co 
workers has 2 far more potent effect 
on repayments than legal threats. “Time 
end the law of averages is on our side,” 
says one credit union man, “as long 
as nothing happens—like an embezzle- 
ment—to upset the cart.” 


lil. Tempest on the Rouge 


At Ford Rouge, the cart was upset. 

The particular charges must still be 
decided by a jury. But on the admis- 
sion of current officials of that group, 
conditions existed—and still do—that 
could have made such things possible. 
And the general operations at Ford 
Rouge are not untypical of some other 
large credit unions. 
. Furoe—Most of the furor at Rouge 
hinges about some questionable loans: 
one to build a skating rink; another 
to a member of the supervisory com- 
mittee of the credit union; a third to a 
partner, or former partner, of the treas- 
urer; and still another to the treasurer's 
mother. Some other charges included 
padding expense accounts to cover ac- 
count hediane and issuing misleadin 
financial statements. Most of the rf} 
reasons for suspension of the group by 
the federal bureau revolved about mis- 
handling of loans. 

Richard Alatala, current treasurer and 
a former director, argues that the loans 
were not questionable. As proof of 
their soundness, he says that all except 
one (the skating rink) either have been, 
or are being, repaid. But he admits 
that the quick repayment “might” have 
been due to the publicity. 
¢ Operation—Rouge, like most credit 
unions, has four officers, only one of 
them paid—the treasurer at $8,500 a 
year. It also has nine-man board of 
directors (which includes the officers), 
a five-man credit committee, and a 
three-man supervisory commuttee to 
watch operations and “audit” the books. 
Except for the full-time treasurer, all 


these men work in the Ford plant. 

Alatala has had no prior banking 

experience, although he was a member 
of the board of directors for several 
years. 
To handle the day-by-day chores of 
processing some $3-million each of de- 
posits and loans; he has 17 full-time 
paid assistants, tellers and clerks. 

To become a member at Rouge, one 
must work in the Ford plant; pay a 25¢ 
membership fee, buy one $5 share, and 
in theory, be approved by the board 
of directors. The union already has 
15,000 members, and with up to 500 
membership applications coming be. 
fore the directors at a once-a-month 
meeting, approval is fairly automatic. 
¢ Loans—Loans are 2lmost as simple. 
There’s an application to fill out, but 
no interview. A loan clerk calls the 
local credit bureau on the applicant's 
rating, if any. 

The credit committee meets three 
times a week, and the five men stagger 
schedules so three are always supposed 
to be present. On occasions, meetings 
have been held with only two mem- 
bers—to pass on as many as 50 loans 
in a couple of hours. The average loan 
runs about $425, but single loans have 
gone up to $45,000. 

Large loans, theoretically, must be 
approved by the board of directors 
also. 

To get a loan, a new “member” 
plunks down his $5, can immediately 
apply to borrow $405. And since one 
committee, to approve his membership, 
might not meet for three weeks, and 
another might consider his loan applica- 
tion the next night, on occasion loans 
have been granted before a man was 
officially a member. 
¢ Casual—The same casual touch runs 
through most operations. At one point 
last year delinquencies, according to 
Alatala, rose to 28% of outstanding 
loans. Now they're down to 19%. The 
U. §. Attorney's office claims that on 
the last annual statement, delinquencies 
were listed as $175,000 less than the 
actual figures. 

Rouge officials say they weren't de- 
linquencies, because “as long as we 
know it’s going to be repaid, even if a 
man’s having a little trouble at the 
moment, we don’t consider it delin- 
quent.” 
¢ Pyramids—What happened at Rouge 
was that loans were pyramided. A mem- 
ber makes a loan i 36 months, the 
federal limit. If he falls behind in 
payments, by standard practice he is 
delinquent. But the credit union could 
cancel the original loan, make out a 
new one for another 36 months. The 
new loan, therefore, is not delinquent, 
and no reserves need be set against it 
¢ Temptation—Fven the confessed em- 
bezzlement was made possible by some 
overlooking of the rules. Credit unions 
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"Saves thousands of dollars and tons of weight" 


Professional problem for Budd Com- 
pany engineers designing the Budd RDC 
rail car was getting smooth, shock-free 
power transmission in a Diesel-driven 
unit that would increase railroad pas- 
senger traffic and revenue. 

Low-cost solution was lightweight 
Allison Toromatic Drives. 


The Budd Company reports, “That 
engineering decision saved us several 
thousands of dollars and 7,000 pounds 
per rail car.” The Torqgmatic Con- 
verter- Transmission teams have proved 
their reliability in millions of miles of 


service 


The Boston and Maine Railroad — who 
will soon have 64 RDC’s in its fleet — ex- 
pects from experience to save $1,700,000 
per year with the new units. 

Passengers flocking to ride Budd RDC 
rail cars on 21 different railroads are 
pleasantly conscious of the infinitely 
smooth starts, silken acceleration, and 
up to 90 m.p.h. top speeds that give 
them faster, more comfortable 
commuting. 

While railroad executives beam when 
they see their savings—two roads report 
Budd RDC’s cut their out-of-pocket 
operating costs in half compared to the 
equipment the rail cars replaced. 








GM 








If you'd build or buy better equipment, 
investigate Allison ToRQMATIC Drives. 
You'll cut costs all along the drive line 
—get smooth shock-free power trans- 
mission in compact units proved on 
thousands of tough jobs. 


You can get Allison TorQmatic 
Converters for gasoline or Diesel 
engines from 40 to 400 horsepower - 
Toromaric Transmissions to handle up 
to 300 h.p. Ask your equipment dealer 
or manufacturer about Allison 
Torgmartic Drives next time you buy 
or write direct for more information. 
Allison Division of General Motors, 
Box 8948, Indianapolis 6, Indiana 


fltison 


TORQMATIC DRIVES 





How to get cheers 
for YOUR 


shipping containers 


Have Fort Wayne build them exactly to the speci- 
fications that bring easy packing and handling, 
space-saving stackability, sturdy protection 
coupled with light weight to save shipping 
charges—safe shipping that cuts damage costs! 
You'll rate cheers from your customers, your 
shipping agencies, your own shipping depart- 
ment. All together now .. . call Fort Wayne! 


CorruGATEU PAPER COMPANY 


GENERAL OFFICES * FORT WAYNE 1, INDIANA 
Corrugated Fibre Boxes + Corrugated Paper Products 
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are not supposed to cash checks. As a 
amp: matter, members get into the 
vabit of cashing their pay Sale there, 
by making a small deposit, taking the 
balance in cash. To handle the load, 
it’s claimed, the Rouge credit union 
kept about $150,000 more in cash on 
the premises that it was authorized 
to have. 

e “Mistakes”—Alatala, who was a di 
rector of the Ford Rouge credit union 
when these things were happening, con 
cedes mistakes were made, but he 
argues that “the irregularities were just 
mistakes in judgment, by untrained 
personnel, not deliberate crookedness 
on anybody's part.” 


ill. Ounce of Prevention 


One credit union “expert” (who is 
also a spokesman for opposition groups) 
agrees that most credit union officials 
are sincere and dedicated men—and ex- 
tremely cautious in the handling of their 
members’ money “But now credit 
unions are getting too big,” he says, 
“for dedication and sincerity to be 
enough. More and more they're reach- 
ing the point where the pros will have 
to move in and take over. And when 
the pros get loose in such an informal 
setup, watch out. Most of the ama- 
teurs don’t know the tricks. The pros 
know all of them.” 

So far, there has been remarkably 
little trouble. Of the 7,000-odd credit 
unions under federal jurisdiction (an 
equal or larger number are state- 
chartered) only five were suspended last 
year—two for improper management, 
three because solvency was threatened 
either through theft or outside factors. 
But even credit union people concede 
that some trouble seeds might be 
around, 
¢ What's Needed—Outside banking 
roups—and even Pres. Eisenhower— 
Sov advocated stricter regulation for 
credit unions, preferably with some sort 
of “share insurance” similar to Federal 
Deposit Insurance. Most credit union 
men, and their associations, are strongly 
against more regulation or even share 
insurance, say what’s needed is just 
better use of existing controls. 

They argue that to make credit 
unions conform to commercial banking 
standards would destroy their entire 
purpose—and that insurance would 
make credit officials much more lax 
because they'd feel “protected.” 
¢ Voluntary—Some state leagues are 
trying voluntary plans that would in 
effect insure their member unions. 
Thus, if a plant suddenly shuts down, 
and hundreds or thousands of men are 
thrown out of work, making immediate 
loan repayments difficult—the state asso- 
ciations, through previously established 
funds, would pay off sharcholders, try 
to collect later. eno 
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This is Basic Source Land 
for the Great Chemical Age... 


new--fresh--virtually untouched 








© Every major basic raw chemical. 

© 60% of U.S.A. phosphote reserves. 

© 214 different minerals. 

© One-third of nation's vopper. 

© Larges! proved vranium -eserves 
in the nation. 


® Greatest concentration of non-ferrous 
metal mills, smelters, refineries in U.S.A. 


© Largest stee! mill west of the Mississippi 
© Low-cost power, water, fuel. 
© Intelligent and stable labor force. 
Sound diversified economy. 
Healthful climate with low humidity 


A gateway to the rich, far west market 
where America is growing fastest. 


Pius... plenty of “elbow room”. 


The catalog of raw materials occurring in “Treasure Chest” land— 
mostly in enormous quantities—\ists practically every clement in the 
atomic scale. Here in the vast Utah, Idaho, Colorado and Wyoming 
area served by Utah Power & Light Company, many well-known 
American firms have already begun to dig into new, fresh, almost 
unlimited sources of wealth. But they have barely scratched the 
surface. The potentiaiities merit the careful study of any industry 


secking larger opportunity for today and the future. 


Ash for copy of “A Treasure Chest in the Growing West” 


Detailed information is presented in this Area Resource 
Brochure. W rite, wire or telephone for a copy. laquiries 
held in strict confidence. Address; W. A. Huckins, 
Manager, Business Development Department, Dept. 9, 








Utah Power & Light Co., Salt Lake City 10, Utah 


UTAH POWER & LIGHT CO. 


A Growing Company in the Growing West 





MAKE A-DATE WITH PROGRESS! 


NOVEMBER 14-18 


CHICAGO EXPOSITION 
of POWER & 
MECHANICAL ENGINEERING 


v7) 


cM ae) 


This special Exposition—in con- 
junction with the 75TH ANNI- 
VERSARY MEETING OF THE 
ASME—is the best opportunity for 
you and your key men to profit 
from what's happening in the 
power field today! Hear new ideas 

. See NeW equipment . . . com- 
pare new techniques for plant 
modernization, expansion, main- 
tenance .. . learn how cost-saving 
methods can be applied in your 
plant! Make a date with progress 

November 14-18! Write today 
for advance registration to 








Management: International Exposition Company 
New York 17, N. Y, 


480 Lexington Avenve 


RECORD 
STORAGE 


« preblem? 


© Low-Com 
© Convenient 
@ Space-saving 


SIAX UNSER 


TRANSFER FILES 


DRAWER FILE 


@ STAX ON STERL gives 
you easy-action drawers——quick access to 
records. Each corrugated fibre-board unit 
is complete with factory applied steel 
framework for sturdy su in rear and 
front. Interlock side-by-side and stack 
to the ceiling to save space. Letter size 
iustrated —$4.70 per unit, slightly 
higher south and west. 
Send today for FREE Cotelog 
every business. 


BANKERS BOX COMPANY 
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In Finance 


Big Board Finds More Data 
Denying Credit Is Excessive 


The use of credit in the securities markets has been the focus 
of lively discussion all year, with the Fulbright hearings in March 
= the best sounding board. The New York Stock Ex- 
change has been battling hard against the notion that credit 
has been excessive; last week it brought out more ammunition 
to bolster its argument. 

The exchange found that in the first six months of this year, 
commercial banks had loaned $4.5-billion to brokers, dealers, 
and individuals either to purchase or carry securities. Its survey 
found that about $1.1-billion of that was being used by the 
securities industry itself, with the remaining $3.4-billion for 
customers’ transactions. Only $850-million of the latter, says the 
Exchange, was for trading—less-than-30-day transactions—while 
$1,190-million was for one-to-six month investment, and $1,315 
million for investment over six months. 

While the figures generally support those brought out in the 
Exchange's earlier market study (BW—Aug.13'55,p122), the critics 
still say that investment motives are as changeable as the stock 
market—yesterday’s long-term investment turns into today’s quick 
profit trade, if the market is right. 

Whether Wall Streeters considered the Exchange's classifica 
tions valid or not, they found plenty of interesting—and new 
statistics in the latest study. For instance: About 1.3% o7 $60 
million of the total borrowings in the first six months of 1955 
were by odd-lot dealers and specialists for carrying their inven 
tories on the Big Board and other exchanges. Another $65-million 
was used to carry underwriters’ inventories, with about 75% of 
that going for municipal bonds. 

Brokers and dealers used $970-million to maintain positions in 
securities, with the breakdown going like this: $460-million for 
corporate stocks and bonds; $260-million for municipals; $250- 
million for U. S. governments. 


Finance Briefs 


And try again: Cook County (Ill.) expressway officials, still 
smarting from last month’s reception in Wall Street, are plan- 
ning to reoffer $40-million of serial bonds on Oct. 15. Since the 
county rejected, in early August, an underwriters’ bid that would 
have meant an interest cost of 2.69%, it has been stumping in 
Wall Street for a better bond rating. A one-notch drop in 
ratings plus a shaky municipal bond market (BW—Sept.10°55,p62) 
were blamed for the earlier difficulties, but now officials are 
confident they will get a better bid next month. 


A cold winter is the dream of fuel oil distributors, even more 
than usual. Last week's 137.8-million bbl. of distillate inventory 
was the largest ever, and so far refinery runs continue at top 
speed. Price cuts are in the offing, barring a chiliy fall. 


There’s just as much picking and choosing in the new issues 
markets as on the Big Board. Last week, while higher grade 
issues found sticky going, C.1.T. Financial Corp. had $100- 
million worth of bonds sold within a few hours. 
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Up all night 
with a 


new arrival 


The lights are burning late at our new plant in 
Parlin, New Jersey. We're working around the 
clock to supply the field of photography with a 
revolutionary product a new polyester photo- 
graphic film base, “Cronar’®. 

“Cronar” is extremely tough, permitting a thin- 
ner film base to be used. It’s so flexible that films 
lie flatter in cameras, making handling easier and 
reducing the risk of error. And “Cronar” polyester 
photographic film base resists changes in temper- 
ature and humidity better than any other flexible 
base! That’s very important for making accurate 
reproductions under varying conditions. 

Du Pont “Photolith” lithographic film, used by 
the graphic-arts field, will soon be on “Cronar,” 
and before long we'll introduce other films on 
“Cronar” base. For more information about this 
superior new base, just mail the coupon below for 
an interesting free booklet. 


Other Du Pont Photographic Products also serve business 


pire ' 


, 


FLUOROSCOPIC EXAMINATION insures golf 


ball quality by checking brilliant image of 
concentric core with G. E. x-ray unit uring 
Du Pont “Patterson” Fluoroscopic Screen. 


HIGH SPEED motion-picture camera loaded 
with Du Pont 931 film shoots test blast at 
3,400 frames per second! Pattern of explosion 
can then be studied in slow motion. 


X-RAY EXAMINATION and plant efficiency 
work hand in hand. Many firms use Du Pont 
x-ray film to check injuries and safeguard 
health of personnel 


DU PONT 


r- 
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E. |. du Pont de Nemours & Co. (in«.) 
Photo Products Department 
Wilmington 98, Delaware 


Photographic Products 
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BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTTY 


base 
Fiveroscopic screens 
NAME 
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FIRM 
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ciry 


coer rrr nr en ee 


Please send me information about 
‘Cronar’’ polyester photographic film 


Please have your Technical Representative call 209 


High speed motion picture 
ilm 
Medical «x-ray films 


STATE 
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ALUMINUM sheathes the Alcoa building in Pittsburgh. 


Some of the best-dressed new skyscrapers are clad 
in metal (pictures above). The fashion leads to 


hot competition within the metal wall industry. 
Aluminum and porcelain-enameled sheet metal 
are still leading the field, but stainless steel is 
moking a new bid after years of being handicapped 
by shortages. A Princeton University report will 
help sell stainless to the architects and builders. 
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ENAMEL on sheet metal dresses up 


Stainless 


Year by year, metal makes greater 
inroads in masonry’s long dominance as 
a material to sheathe skyscrapers. ‘Three 
forms of metal rank in tonnage as they 
rank chronologicaliy: 

Aluminum, as used in the Aluminum 
Co. of America headquarters in Pitts 
burgh (above left) 
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the Hartford Statler Hotel. STAINLESS STEEL covers the new Socony Mobil Building. 


Steel Joins the Market Battle 


Porcelain-enameled metal, as in th building) dates from the end of World usable interior space. Because the skin 
Hartford Statler (center) War II. Until recently, however, alumi of the building weighs less, the skeleton 

Stainless steel, as in the Socony num and porcelain enamel had the and footings can also be built lighter 
Mobil Building in New York (right non-masonry field pretty much to them and cheaper. Moreover, metal skins go 
largest metal-clad office building in tix sclves. Now stainless is making it on fast; a panel can be clamped in plac 
vorld move in a fraction of the time it takes to set 

rhe revolt against masonry in curtain ¢ Advantages—With metal, walls ar in equal area of bricks or stone block 
calls (walls that don’t support th: thinner and lighter. This allows mor Aluminum panels in the 30-stor 
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a better kind of power 
for the refrigeration industry 


The mark of an 
Extra Dependabie 
machine 


Engineered for greater 
efficiency and quiet, trouble- 
free operation, standard 

and special motors for 
refrigeration machinery are 
now available from Electro 
Dynamic—America’s leading 
producer of custom-built 
motors since 1880. 


The red E.D. “power spot” 
is your assurance of extra 
dependable Electro 
Dynamic power—75 years 
in the making—yours today 
at no extra cost! 


1 to 250 hp. AC and 
OC. Stendard or 
special purpose. 
N.E.M.A. stendords. 


ECTRO 


pees Oo cy 


PRODUCT OF GENERAL DYNAMICS 


4 
NEW... 
Write for 
Brochure 100 
end yy yan 
wie. 
Electro 
General 
Bayonne, 
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Alcoa Building in Pittsburgh (BW— 
Sep.26'53,p138) are only about 6 in. 
thick; masonry walls in a building that 
tall would be three or four times as 
thick. The panels weigh about 40 lb. 

. ft. Stainless steel panels in the 
Socony Mobil Building in New York 
weigh about the same, with a thickness 
of less than 4 in. 

Weight is being slashed in many 
cases, though. The pale blue enainel 
panels in the Hartford Statler have been 
shaved to 44 Ib. per sq. ft. In the Re- 
“sages National Bank Building in Dal- 
as, panels of aluminum backed by glass 
fiber weigh only a little more than 2 
Ib. per sq. ft. 
¢ In Greater Use—In the competition 
among non-masonry wall materials, 
aluminum got off to a fast start. Three 
years ago, about 50 aluminum-clad 
buildings were completed or under con- 
struction; today, trade sources guess 
there are now more than 300. 

Porcelain enamel—usually laid over 
carbon steel but sometimes over alumi- 
num—hit the market hard only a couple 
of years ago. Between 1940 and 1950, 
its architectural business moved up from 
$l-million to $10-million; by 1953, it 
had risen to $25-million; this year it 
will pass $40-million. Besides the Hart- 
ford Statler, the new Statler in Dallas 
and the Mile High Center Building in 
Denver are enamel-clad. 

By comparison, stainless steel has 
gained slowly. Its biggest year in the 
building field was 1953, when a mere 
31,000 tons went into buildings (with 
no breakdown on figures to show how 
much was used on exteriors). In that 
vear, the building business used 160,000 
tons of aluminum, and the lighter metal 
has continued to gain. 
¢ New Study—This week, the stainless 
steel industry lifted the curtain on its 
big challenge to rival metals. A team 
of four architects at Princeton Univer- 
sity has completed a two-year study of 
all aspects - pew in curtain walls. 
With the help of the architects’ find- 
ings, out this week, the steel industry 
plans to build up its competitive posi- 
tion. 
¢ Handicaps—Stainless steel has been 
used quite a bit on building exteriors 
in combination with masonry, but all- 
steel skins are new. Three 20-story 
buildings in Pittsburgh's Gateway Cen- 
ter (BW—Mar.29’'52,p72) were first to 
be clad wholly in stainless; Socony 
Mobil Building is the fourth and 
largest use of the metal (375 tons). 

Stainless has never been completely 
free to compete in the metal-clad build- 
ing market. Nickel—an important in- 
| a ge been restricted in some 
egree; so was chrome during the Korea 
buildup. Then, too, stainless costs more 
than other metal cladding. 

On the other hand, the stainless stecl 
producers feel their material has ad- 
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Your question is the beginning : care 
of a profitable solution alam =~ 


help in 
manufacturing 
textiles 2 


Drien the most difficult part of an in- 
dustrial problem is to define it clearly. 
ADL, with an objective approach to 
your entire operation, can help “set up” 
the problem—formulate the precise 
questions that lead to a profitable so- 
lution. 


2. BRIDGING THE GAP 


A telephone call today arranges a Howe | implintias 
meeting with an ADL man, who will research findings to 
review your problem with you. His visit best advantage 9 
brings into play the pooled knowledge ° 
and experience of several hundred en- 
gineers, scientists, and technical econo- 
mists in a company that has been solv- 
ing difficult industrial and business 
problems for 69 years. 


Whether or not you choose to use 
its staff, ADL’s experience will help 
guide you in finding the most effective 
approach to a solution. 


3. EXPANDING YOUR 
OPERATION 
Can you apply knowledge 
gained in other fields to 
my operation % 
> 





ADL finds that with such equations it 
is possible to help show what changes 
in a multi-stage manufacturing process 
will increase its overall effectiveness 


This can apply to many other in- 4. PATENT COUNSELING 


dustries; perhaps yours Can my old patents make 


, , fi ‘ 
2 Many ADL industrial breakthroughs new money for my firm 7] 

* result from cutting across traditional . 
lines of thought. For instance, know! 
edge gained in reducing the industrial 
hazard of shipping ammonium nitrate 
proved crucial in developing improved 
methods of handling plastic materials 


J, ADL ts ulensty hte to smouth th Arthur D Uittle, J We, 


and profits. “Transition services” for 

clients include product design, motiva- ‘ . 

tion research, market studies, industrial Creative Technology Since 1886 
relocation, patent development, and 


complete promotional campaigns. 34 Memorial Drive, Cambridge 42, Pass. 
Offices and Laboratories 
ADL has successfully helped clients 
screen, evaluate, and nee unused Cambridge, Mass. * San Francisco 
patents, with resulting benefit to the 
company's morale and productivity as New York City . Chicago 


well as to its balance sheet. 


Product Research (consumer, industrial) « Product Improvement ¢ Industrial Chemistry « Advanced Equipment ¢ Business Research « Metallurgy 

Industrial Economics « Food and Flavor « Nuclear Science ¢ Industrial Design « Process Engineering « Domestic and Overseas Area Development 

Biological and Medical Sciences « Operations Research « Mechanical Engineering + Investors Advisory Service « Diversification Guidance 
Applied Mathematics 
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vantages over other metal skins for sky 
scrapers. They think the Soconv Mobil 
Building will showcase these advantages, 
catch the eye of architects (though some 
esthetes have already gonc on record as 
deploring the fancy design of the pan 
els). 

¢ Study for Architects—To sell a ma 
terial in the building industry, you need 
to be able to show such monuments as 
Socony Mobil and Gateway Center 
You also have to show architects how 
to apply the material in buildings 
they're designing 

Iwo years ago, the Committee of 
Stainless Steel Producers of the Amer- 
ican Iron & Steel Institute asked the 
Princeton School of Architecture to 
study curtain wall materials in general, 
stainless steel in particular, under an 
AISI grant 
¢ Objective—The Princeton findings 
are written up in an objective, often 
lively style. The report makes no ex- 
cuses for stainless steel’s lag in the 
building exterior field; in spots, it is 
complimentary to the big competitor, 
aluminum. 

For example, it compares the appear- 
ance of the Alcoa Building and the 
U.S. Steel Building, which face each 
other across Mellon Square in Pitts 
burgh. Alcoa’s headquarters is clad in 
aluminum; U.S Steel's, completed four 
years ago, teams up limestone with 
stainless steel spandrels (the space from 
the top of one window to the sill of the 
window above it) 

About the Alcoa Building, the report 
has this to say: ‘““The general impression 
is entirely fresh, and the design is a 
successful expression of sheet metal 
construction.” 

About the Steel building: “The in- 
tent of the {spandrel] pattern, which 
was successfully accomplished, was to 
give the panels a sense of solidity and 
also to break up any large reflective 
areas. However, the pattern is also re- 
markably successful m collecting dirt 
and thereby destroying much of the at- 
tractive character of the stainless steel.” 

These comments are typical of the 
tone of the report: enthusiastic about 
stainless steel as a building material, 
often critical of the way the material 
has been handled 
¢ Cost Problem—Higher cost has 
helped to hold stainless back. When 
the Socony Mobil Building was being 
planned, owner John Galbreath report 
edly suggested that it be clad in stain- 
less, but the architect and builder 
feared it would be too costly. Accord 
ing to Architectural Forum, “The steel 
industry wanted the building, and cost 
was not goimg to prevent them from 
getting it. To meet the competition, 
they were willing to write off any price 
differential as the cost of promoting 
steel.” 

The story is a reminder that the first 
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You get split-second answers 


with Private Line Telephone Service 


The Bell System private line tele- 
-phone service gives you direct, con- 
tinuous service for personal contact 
with your company’s plants, facto- 
ries, sales offices—even though these 
may be hundreds of miles apart. 

There are many applications of 
private line service. One type gives 
you the advantage of local telephone 


service in another city without hav- 
ing a branch office there. You are 
listed in the out-of-town telephone 
directory and have a private line 
from your office to the telephone 
switchboard in that city. Your cus- 
tomer, in the distant city, merely 
calls a local number and the call 
comes directly to your office. Like- 


wise, you can call your customers 
in that city. 

Through the efficient application 
of modern communications, your 
Bell Telephone representative can 
help you find ways to improve 
operations, lower costs, and provide 
better, faster service to your cus- 
tomers. Why not call him today? 


BELL TELEPHONE SYSTEM 


TELEPHONE TELETYPEWRITER 


MOBILE RADIO 
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etter than ever... 
New National 
Translucent Forms 


for Fast, Clear Copies of 


FORMS INCLUDE 
Original Material oe 

Order and Invoice 
Via any direct print process such as Ozalid, Comporative Sales 
Bruning Copyflex, Pease or Paragon Revolute, Recerd 

these National Translucent Forms provide the yh ne 
clearest duplicates of your reports, charts, U. $. Ovitine Mep 
drawings and records. And fast! And accurate! Sol tach ound 
Lines and figures reproduce sharply whether in Sesnidieeen’ Glia 
lead pencil, ink or typewritten. Eliminates (pice or elite specing) 
costly hand copying and proofreading as well Analysis Pod Rulings 
as errors. 
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uses of a material are the most expen- 
sive. The Princeton report recommends 
that stainless steel producers develo 
some basic curtain wall systems, stand- 
ardizing the dies, details of joints, and 
patterns of finish. 

As it is now, each new building of 
importance constitutes a new develop- 
ment problem, with die costs amorti- 
zable over a limited volume. Aluminum 
and porcelain enamel makers have al- 
ready standardized. 
¢ Color Added—Producers of stainless 
are also working on variety of colors. 
Aluminum panels come in six colors— 

ray, gold, blue, yellow, brown, and 
lack—and green will be added to the 
selection soon. Porcelain enamel, of 
course, can be had in all the colors of 
the rainbow. Stainless, however, has had 
ovly two colors to offer: natural and 
black (the latter produced by an oxide 
process developed by Armco Steel 
Corp.). 

The Princeton architects concede 
that adding color to stainless may seem 
like painting the lily, but they say it’s 
necessary for competitive reasons. Du 
Pont has been working with Princeton 
on coloring stainless by thin, translucent 
coatings enamel. 

This doesn’t create just another 
porcelain-enameled steel, the report 
says: The enameled stainless would still 
have advantages of that metal: 

¢ Enamel can be applied after a 
panel is fabricated and need not cover 
the entire panel. 

¢ Enamel can be used only on the 
exterior side of a panel, if desired. 
Aluminum warps if only one side is 
enameled. 

¢ Only one coat of enamel is 
needed; two or three coats are needed 
on carbon steel (Alcoa has just de- 
veloped a one-coat process for alumi- 
num). 

¢ Small flaws that could cause 
spalling and corrosion on other metals 
have no effect on enamel laid on stain- 
less steel. 
¢ Industry Powwow—Next week in 
Washington, under direction of the 
Buildiag Research Institute, all the bi 

roducers of metal curtain walls wil 
sine up shoulder to shoulder at a con- 
ference. 

Their strategy: to develop a broader 
market before competing among them- 
selves for that market. 

The Princeton report fits into the 
aim of the conference to provide more 
technical information for architects, 
contractors, material suppliers, and 
building owners. And it will help to 
answer groups that have attacked the 
idea of the metal curtain wall. 

The industry will present a solid 
front, too, against building codes that 
set up barriers against the use of metal 
walls. Here, also, the Princeton report 
will provide ammunition. to 
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Pittsburgh 
COLOR DYNAMICS 


improves productive 
efficiency as operators 
are helped to see 
their work better 


Properly engineered colors reduce eye fatigue and cut down 
accidents in Mt. Wolf Plant of the American Wire Fabrics Corp. 


NOTHER impressive example how 

Pittsburgh COLOR DYNAMICS 
improves productive efficiency and 
reduces danger of time-loss acci- 
dents by lessening eye fatigue 
among employees is the Mt. Wolf, 
Pennsylvania, plant of the Amer- 
ican Wire Fabrics Corporation 


This plant, a subsidiary of The 
Colorado Fuei and Iron Corpora- 
tion, one of the nation’s leading 
steel producers and fabricators, 
manufactures insect wire screening 
and industrial cloth. 


The benefits which derive from the 
COLOR DYNAMICS system of 
painting are best expressed in this 
comment of B. L. Weaver, American 
Wire Fabrics Corporation executive 
vice president 


“By the use of focal colors on work- 
ing parts of our machines in con- 


trast to eye-rest colors on stationary 
Darts, operators see their work 
stter. This reduces eye strain con- 
siderably. As eye strain is one of 
the chief causes of physical fatigue, 
we have found that both the quan- 
tity and quality of production are 
improved. Safety colors on hazard 
areas reduce danger of accidents 
“The clean, well-ordered appear- 
ance of our work areas maintains 
high morale among our employees 
and a friendly relationship between 
working force and management. It 
also makes our operators take pride 
in their environment. They help to 
keep their surroundings clean, sim- 
plifying housekeeping. 
“We regard these benefits as a 
highly satisfactory plus, as painting 
the COLOR DYNAMICS way has 
cost us no more than conventional 
maintenance painting.” 


Hew You Can Get an Engineered Color Study of Your Plant — FREE 


@ Why not test the practical value of COLOR 
DYNAMICS in your plant—on a machine or two, 
or in @ whole department? Send for our free 


: . Send for a Copy of This FREE Book 
system simply and easily. Better still, call your a Gd GD 6 Gi OB AD Ge a EP 4 
neorest Pittsburgh Plate Glass Company branch 


ond ask to have a representative give you a 


Pittsburgh Plate Glass Co, Paiat Div, 
Department 6W-95, Pittsburgh 22, Pa 

Please send me a FREE copy 
of your booklet “COLOR DY 
NAMICS 

Please have your representa 
tive call for a COLOR DYNAMICS 
survey without obligation on 
our part 


i T Name 

ITTSBURGH PAINTS §:- 

PAINTS @ GLASS @ CHEMICALS @ BRUSHES © PLASTICS @ FIBER GLASS 
BURGH 


vi 


comprehensivety illustrated book which explains detailed engineered color study of your plant, 


how you can make use of this modern painting without cost or obligation. Or mail coupon at right. 
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DRY ICE 


Kaiser Aluminum’s ability to conduct heat is dramatically demon- This also demonstrates Kaiser Aluminum’s ability to conduct heat. 
strated above. Even though the egg is four feet away from the flame Aluminum tube, buried in dry ice, quickly conducts heat away from 
it cooks quickly and evenly. the ice tray filled with water —which rapidly freezes. 





Heat conductivity of Kaiser Aluminum quickly 
dissipates heat generated by engines of power lawn 


mowers, chain saws, motor scooters. 


Heat conductivity of aluminum makes it ideal for 
modern radiators. Aluminum fins quickly get hot, 


transfer heat into the room, 


Heat conductivity of aluminum “sole” on modern 
electric iron distributes heat rapidly and evenly 


for better ironing. 


Heat conductivity of aluminum shelves in frozen 
food cabinets quickly absorbs warmth of food— 
thus speeds freezing. 


Heat conductivity of Kaiser Aluminum foil —be- 
neath the surface of this table pad —spreads heat, 
prevents scorching. 


Heat conductivity of Kaiser Aluminum enables 
bottle warmers, pots, pans to heat up faster, from 
bottom to top. 


think of Kaiser Aluminum 


Tourn ON the fire under an aluminum frying pan—and after 
a few moments lightly touch the rim. As you snatch your 
fingers away you'll get the proof that aluminum conducts heat 
quickly, over the whole surtace. 


This heat conductivity of aluminum is only one of the prop- 
erties which make it the most versatile of all metals. It’s light 
and strong. It resists rust and corrosion. It reflects heat and 
light. It’s workable and economical. 


Because these and many other properties are COMBINED in 
- aluminum, it is improving thousands of old products, 
and making possible countless new ones. 


As the nation’s fastest growing major producer of 


aluminum, Kaiser Aluminum is speeding this revolution in 
American manufacturing—and American living. We have in- 
creased the diversity of our mill products to provide manu- 
facturers with aluminum in all its forms. We have greatly 
increased production capacity, and now produce close to 30% 
of all the primary aluminum made in this country. 

We are continuing to expand, because we are confident 
that the future uses for aluminum are almost as broad as the 
imagination. 

We are dedicated to the job of working with manufacturers, 
to bring you better products, both new and old. Kaiser Alumi- 
num & Chemical Corporation, 192 Kaiser Bidg., Oakland 12, 
California. 


FOR AN EXCITING PEEK INTO YOUR FUTURE WITH ALUMINUM— VISIT OUR EXHIBIT ar Disneyland ANAHEIM, CALIF. 
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Jack Frye Bids for the Market 
Now Filled by the Old DC-3 


Whenever airline operators get together, one topic 
invariably comes up: Whea are we going to get a 
replacement for the DC-3? 

The workhorse is aging, and costs of maintenance 
and replacement parts are mounting. But the DC-3 
still serves a low-budget market that faster planes can’t 
touch. About 1,600 DC-3s are still in scheduled service 
(BW —Jul.16°55,p82), including about 150 on U.S. air- 
lines but not including 900 or so converted wartime 
transports, 

Just about every aircraft builder in the world has 
looked into the problem. A couple, such as the Handley- 
Page Herald and the Fokker Friendship, are live 
prospects. Last week, a new entry in the sweepstakes 
was announced by Jack Frye, president of Trans World 
Airlines from 1934 to 1947 and president and board 
chairman of General Aniline & Film Corp. from 1947 
until last March. 

Frye has set up the Frye Corp. in Fort Worth. Its 
F-] transport is still in the design stage but may fly 
next year. The company aims at production here, and 
perhaps also abroad, by 1957. 

The F-1 will be a four-engine, high-wing monoplane 
with nonretractable tricycle landing gear. It is designed 
to get in and out of small fields, to fly at 150 to 170 
mph. on short hauls, under 250 miles, 

Frye talks of a selling price around $350,000, com- 
pared with an average of about $600,000 for DCs of 
1945 vintage or about $90,000 plus overhaul costs for 
used DC-3s. He is confident that operating and mainte- 
nance costs will be low. Feeder airlines are reported 
to be interested. 

The F-1 started out as a plane for underdeveloped 
areas where cost is more important than speed. Kurt 
H. Weil, the engineer behind the famous Junkers 
JU-52, is Frye’s ramrod in the design and engineering 
department. He says the new plane will be as cheap 
as the camel per ton-mile—and a hundred times as fast. 


Tiny Clamps Speed Forms 


For Pouring Concrete Buildings 


One problem that has plagued builders for years has 
been the time-consuming chore of installing and re- 
moving the forms that are necessary when you put down 
a concrete floor. A professional engineer from New 
York, Edward §. Klausner, has worked out a quick 
technique that has saved about $90,000 in the con- 
struction costs of a 12-story apartment. 

Klausner’s secret is a two-ounce cast iron clip. On 
the apartment, he hooked the clips over the top flanges 
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of the Jones & Laughlin Junior Beams. Then he used 
the clips to support the big plywood forms, into which 
the concrete was poured. 

When the concrete had hardened, -workmen went 
along underneath the forms, knocked away the exposed 
sections of each of the clips. The plywood forms 
dropped away and were used again, some as many as 
20 times. Klausner figures that he trimmed about $1 
per sq. ft. from the cost of putting in the concrete 
floors. 


Lockheed Gathers Force for 
Rush Job on Electra 


Lockheed Aircraft Corp. said last week that it was 
setting up the largest commercial subcontracting pro- 
gram in its history to produce the new Electra, its 
turboprop airliner. 

The company wants to speed production of the new 
plane. Its own engineering and production staffs are 
loaded pretty heavily with other work. So it has con- 
tracted with four outside companies to build complete 
sections of the Electra: 

* Menasco Mfg. Co., Burbank, Calif., will produce 
all landing gear. 

¢ Northrop Aircraft, Inc. Hawthorne, Calif. will 
build the tail. 

¢ Rohr Aircraft Corp., Chula Vista, Calif,, will en- 
close the engine. (Lockheed has not yet decided which 
engine to buy.) 

* Temco Aircraft Corp., Dallas, will build the wing 
flaps. 

Lockheed will provide basic engineering design and 
specifications, but the subcontractors will be responsible 
for everything else: detail engineering, planning, tooling, 
manufacturing. 


Production Briefs 


The world’s largest ethylene plant may soon get larger 
still. S. A. Swensrud, board chairman of Gulf Oil Corp, 
said last week that the company is considering further 
expansion of its newest refinery, at Port Arthur, Tex. 
The new unit now produces 220-million Ib, of ethylene 
per year, When it went into operation, it boosted the 
nation’s ethylene production by about 10%, 


Reynolds Metals Co. said last week that it can produce 
a film cf aluminum oxide that's only 2/10,000ths of an 
inch thick. Twenty-two layers would equal the thick- 
ness of a sheet of writing paper. The new film is ex- 
pected to replace conventional insulating materials in 
many applications. 


Expanding vertically: The Kroehler Mfg. Co., world’s 
largest furniture manufacturer, has opened its own cotton 
blending plant in Memphis, Tenn. Kroehler says that 
it is the first such plant to be owned and operated 
by a furniture manufacturer. 


Production 179 
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Cargo Moves Faster - 


Train to Ship-side and vice versa 


World trade moves both ways...and moves faster when 
shipped via Lackawanna. 

At our great Hoboken Terminal the handling of all packaged 
freight is fully mechanized, Our other piers and terminals are 
strategically located for fast dependable service to nearby docks, 
and to New York, Brooklyn and Long Island receiving stations. 

Highly trained personnel, operating modern equipment, 
speeds the transfer of all types of overseas shipments. 

Our heavy duty cranes, coal dumpers, grain handling piers 
and extensive storage facilities are augmented by a large mod- 
ern fleet of tugs, barges, lighters and car floats. 

If you engage in import or export—intercoastal or coastwise 
shipping, specify Lackawanna through the Port of New York. 


... Give Cleaner Polish 


The wheel in the pictures is a metal 
polisher. Its manufacturer, Minnesota 
Mining & Mfg. Co., says it makes 
possible a new method for polishing 
all types of metal for plating, painting, 
or architectural finishing 

The company calls it the PG wheel 
—for polishing and grinding. It is made 
up of hundreds of pieces of cloth- 
coated abrasives that have been formed 
into a wheel. It differs from any other 
product currently available, says Minne- 
sota Mining, in that it removes stock 


. as part of its polishing action. The 

° \ advantage: This, plus the wheel's ability 
to conform to a surface, enable it to 

remove shallow marks on the face of 


the metal in the same process in which 
it generates a buff-type finish. 
SHIPPERS WHO ARE IN THE KNOW, CHOOSE THE ROUTE OF PHOEBE SNOW n one test run, the company says, 





80 New Products BUSINESS WEEK © Sept. 24, 1955 





There's no “cover up” when you order from Sylvania 


You can’t tell a book by its cover 


That's an old proverb—but one that takes on new 
meaning when you're faced with the problem of buy- 
ing fluorescent lamps. 

Because all fluorescents look alike, and they all 
come from good families. What you don’t know—and 
even an electrical expert can’t tell—is which are the 
ones that will conk out early—and which are the bright 
treasures that will shine on for years. 

With Sylvania fluorescents, you're sure of what 
you're getting. Because whether you order ten lamps 
or ten thousand — 

We'll buy back, at the price you paid, any Sylvania® 
fluorescent lamps that do not, in your opinion, out- 
perform any other fluorescent lamps you're now 
using, on the basis of uniformity of performance 
and appearance, maintained brightness and life. 
Note, please, that Sylvania lets you be the judge. Why 
not phone your Sylvania supplier now? When you're 


stop working on improvements to keep Sylvania fluo- 
rescents ahead of competition. And we prove the 
Sylvania fluorescent lamps against other brands in a 
constant, year-in, year-out light test—burning them 
night and day! We're taking no chances ~and neither 
are you, when you buy from Sylvania. 


Syuvanta Evecrnic Proovucts Inc, 
SaLemM, Mass 
In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Building, Montreal 


Your money will be refunded 


if, in your opinion, they don’t outperform 
the lamps you're now using, as stated above. 


ordering, ask for the special “money-back” certificate. 
You guessed it—it's a good deal for us too. We never 
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A aorinotiog NR555 
» NE W CHEMICAL DISCOVERY! 


produces 
5», MULTIPLE 
~~ PHOTOCOPIES 


from 
a Single negative ! 




























Now—Remington Rand introduces an amaz- 
ing new chemical, NR555 for producing four 
or more sharp Transcopy photoprints from 
one negative. This important new discovery 
offers sensational time and dollar savings 
wherever there is a need for multiple photo- 
copies of the same original. NR555 added to 
standard Transcopy developing solutions 
produces highest quality multiple OR single 
copy prints. 

Laboratory tested and fully pre-tested by 
actual users in the field, the Transcopy mul- 
tiple-copy formula is an exclusive develop- 
ment of Remington Rand. Multiple-copy 
print life and solution tray life meet the same 
high standards established for all Transcopy 
developing chemicals. No special operating 
conditions are required. Multiple-copy neg- 
ative papers available in pre-cut sheet sizes. 
SEE FOR YOURSELF ... the outstanding ad- 
vantages of NR555 multiple-copy process- 
ing. Contact your nearby Remington Rand 
office or mail the coupon today for a FREE, 
eye-opening demonstration. 


#8. enungtomn Mtand 


Room 1907, 315 Fourth Avenue, New York 10, N. Y. 


I want a FREE demonstration of the new NR555 
Transcopy multiple-copy process at no obligation. 





Name & Title ee es = —_ 
} Firm 
! Address ” 
City . ene State - 
i IMPORTANT Mame of Photocepy unit now being used if amy - 
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the wheel reduced polishing cost by 
20%. 

The wheel is mounted on a hub 
assembly that can be adapted to fit 
any spindle. 
¢ Source: Minnesota Mining & Mfg 
Co., 900 Fauquier St., St. Paul 6, Minn. 


New Transistor Radio 


Bulova Watch Co. announced this 
small, all-transistor radio last week. It 
is about the size of a large wallet, 
weighs 12 oz. That puts it in a class 
with the Regency, introduced last year 
(BW—Oct.23'54,p114). 

The model shown in the picture is 
wrapped in leather, sells for $60. Plastic 
models cost $50. 

e Source: Bulova Watch Co., 
Park, Flushing 70, N. Y. 


Bulova 





Look—No Hands 


This typewriter, a standard office 
electric machine, can be operated with 
coded electrical impulses. Fischer & 
Porter Co., its developer, demonstrated 
it for the first time last week in Los 
Angeles 

It is mounted on a relay-operated 
control base that has bars projecting 
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Also faster, stronger, and 
simpler to produce. 

You're looking at an experimental 
model of the USAF’s famous F-4oC jet 
fighter, built by Barium’s East Coast Acro 
Pelham Manor, N. Y 
It doesn't look any different from other 


nautics, Ine 


F-80C's—but the entire airframe is magne 
sium. Using this light but strong metal as 
structural material eliminated over 60% 
of the parts and fastenings originally re- 
quired by the aluminum design 

Using fewer parts and fasteners not 
only saves material costs, but also reduces 
the cost of man hours for engineering, 
parts fabrication and assembly, and the 


ALL-MAGNESIUM F-80C ject fighter promises huge savings to taxpayeis, 


Magnesium plane breaks through cost barrier! 


design and manufacture of tools. And the 
magnesium plane is faster, stronger and 
simple rto produce 

rhis impressive technical accomplish 
ment by East Coast Acronautics highlights 
again the hard-thinking, hard-working 
management and production team that 
has built Barium from a single company 
to 16 in only 10 years. And this alert or 
ganization produces a tremendously vat 
ied list of products —from massive steel 
bridge girders to plastic seats. You're in 
vited to find out more about Barium's 
soundly diversified family of companies 
Write for the Barium story. Barium Steel 
Corporation, 25 Broad Street, New York 4 
New York. 


16 —.. 


a _ 


“I MTECRATEO Companies - 


BARIUM 


STEEL CORPORATION 


Chester Blast Furnace, inc. (pig iron) + Centrot 
tron and Steel Company + Phoeni« iron & Steel Co 
Steel Fabricators & Processors 
Phoenix Brid: Company + industrial Forge 4 
Steel, Inc » Olobe Forge, inc. + The Geometric 

Stamping Catinams, 
Monutacturers of End Products 
Clyde tron Works, inc. + Erie Bolt & Nut Compeny 
* Boyonne Bolt Corporation « The Cuyahoga 
Spring aoe Ry a + Jacobs Aircraft Engine 
math Moenufacturing Compony * 


Cc 
nomen \Conede) Limited » Wiley Manufacturing 
Company 

Lightweight Metal and Plastics 52 


East Coast Aeronautics, Inc 
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Here’s what a cautious 
company learned about 


Experiences like the one above explain why so many com- 
panies select not just one site but second and multiple 
locations in North Carolina, the South’s leading industrial 
State. 


These are diversified industries — ranging from Aircraft to 
Zippers, large companies and small, with many different 
operating problems and requirements. In every case, 
though, efficient production and cooperative labor are out- 
standing reasons for satisfaction in North Carolina. 


Investigate the opportunities for your company in this 
State, for early action or long range planning. Statewide 
information is easily obtained by just a letter or call to Ben 
E. Douglas, Director, Department of Conservation and De- 
velopment, Raleigh 4, N. C. 


A ready-to-mail brochure 
with data about power, 
water, taxes, labor, etc., 
is yours for the asking. 
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up into the typewriter. When actuated, 
each bar trips its corresponding type- 
writer key. Typed log sheets, up to 26 
in. wide, can be produced automatically 
at the rate of 10 characters a second. 
Price of the unit: about $1,200. For 
another $600, you can get an attach- 
ment to produce punched paper tape 
that can be fed directly into computers 
or high-speed data processing equip- 
ment. 
© Source: Fischer & Porter Co., Hat- 
boro 35, Pa. 





For Fast Gulping 


This is a coffee cooler, meant for the 
scurrying train-catcher who never seems 
to have enough time at the breakfast 
table to wait for his coffee to cool by 
itself. 

The cylinder is made of aluminum, 
a good heat absorber. The handle is 
made of wood. If you work on an 
extra-tight schedule you should keep 
the sollte in the refrigerator overnight. 
Price, postpaid: $2.50. 

e Source: CarnesCraft, Box 185, Fair- 
field, Conn. 
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The world’s first clectronically con- 
trolled bank vault entrance was intro- 
duced this week in Chicago, The Herr- 
ne Safe Co. of Hamilton, 
Ohio, says that a pushbutton control 
withdraws the locking bolts, releases 
the pressure system, swings open the 
door, and lowers the foot bridge. To 
an intruder, of course, it’s not that 
easy; first, he would have to work the 
combination. 
- 

A new insulation material said to be 
superior to porcelain was announced by 
General Electric this week. Called Hy- 
Bute-60, it will be used in instrument 
transformers that work in the high- 
voltage ranges from 15,000 volts up- 
ward. GE says its one-piece construc- 
tion virtually eliminates maintenance. 
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Time was when a space fis narrow didn’t “go” any- 
where. Not so now! BullDog engineers set out to 
solve the problem of “dead”’ space—to put it to 
work. They developed this Narrow Panel Electri- 
Center® which provides multiple circuit breaker 
protection in a space 6%” in width—scarcely wider 
than a pencil length! 

Result? The convenience and safety of famous 
BullDog Pushmatic® protection now can be yours 
even where space is sharply restricted. The attrac- 
tive Narrow Panel fits easily in a standard “8” 
H-beam, surface mounts on any nonstructural wall 


in corners, near equipment any place where 


A little space goes a long, long way... 


space is at a premium. And wireway extensions and 
pullboxes are also available to conceal wires, eliminate 
naked conduit, simplify installation. 


Ask your electrician or BullDog field engineer about 
Narrow Panels and the many other electrical products 
that bear the BullDog trademark. From circuit 
breakers to complete distribution systems, you'll 
find BullDog offers higher quality, greater efficiency 
and more value. Write BullDog Electric Products 
Company, Detrout 32, Mich. Expert Dinsion: 13 East 
40th St., New York 16, N. Y. In Canada: BullDog 
Electric Products Co. (Canada), Ltd., 80 Clayson 


Road, Toronto 15, Ontario. © BEPCO 


rrim.omomen me ERUL LE DOG 


ELECTRIC PRODUCTS COMPANY 


A Division of |-T-E Circuit Breaker Company 

















* How to get 
inside the 
Billion-Dollar 
Soft Drink 


Are you a manufacturer who has not 

yet found the great sales opportunities 

to be had in the Soft Drink Industry? 

Here's the inside story 

1. Production and sales of the 5400 
bottling plants in the U. S. an- 
nually total about a billion dol- 
lars with employment of almost 
100,000 people. Those plants use 
and buy millions of dollars worth 
of everything imaginable every 
year 

2. Bottlers welcome anything that 
will help them make and dis- 
tribute a quality drink at lower 
cost, 

3. Practically every en 
will be represented in Miami, 
Florida, November 14 to 17, at 
the annual Exposition-Conven- 
tion in the huge Dinner Key 
Auditorium 

4. Are your products adaptable to 
this market of high potentials? 
if so, you will want to exhibit 
them at the 1955 industry ex- 
position. 

For complete information on avail- 
able booth space or complimentary 
tickets of admission to study the ex- 
position'’s value to your business, 
write to the industry's national 
association: 


AMERICAN BOTTLERS OF 
CARBONATED BEVERAGES 


1128 Sixteenth Street, N. W., 
Washington 6, D. C. 
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On the Skids 


Prices of textiles and fibers, as meas- 
ured by the Labor Department's daily 
index, have tumbled in recent weeks to 
their lowest levels sirce November, 
1946, Pushing the index down are lower 
— for wool tops, raw cotton, and 

urlap. 

Prices for wool ‘tops this year have 
been much lower than in the previous 


Television 


two ee Even though consumption is 
up slightly from a year ago, the change 
in the government wool program is hav- 
ing an unsettling effect on the market 
(BW—Sep.17'55,p192). 

Cotton’s latest problem is a large 
enough crop (in spite of the limitations 
on acreage) so that little dent is likely to 
be made in the surplus for another year, 


Output 


ZS / 





Setting a Fast Pace 


Output of television sets this year is 
running well ahead of last year’s levels. 
The first seven months of 1955 show 
a 32% gain over the year-ago period, - 
and it looks as if total 1955 production 
will also shoot ahead of 1953 


Up to 


now, 1953 was the second best year ever. 

Peak year was 1950, with an average 
monthly output of 622,000 sets. In 
1953, the average was 601,000. So far, 
1955 shows an average of 596,000 pcr 
month, compared to the output figure 
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This is the PAYOFF... 
when you’re carrying PAYLOADS 








First cost doesn't mean much when you're talking about 
truck trailers or railroad coaches made of AL Stainless. In 
such uses, this time-tested stainless steel begins to pay you 
back right away. It's so strong that there's far less dead weight, 
and correspondingly more payload. It saves on maintenance—it saves 
on fuel... and mo other metal can match stainless steel for ability to take 
a beating, laugh off corrosion and last almost infinitely in service. 

In fact, wherever you use it, stainless costs you less in the long run and 
eventually pays you a profit. @ There's many an advantage waiting for you in 
AL Stainless Steel—perhaps in your product, perhaps in equipment for your 
plant or home. Let us help you secure them. Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pennsylvania, 


Make it BETTER-and LONGER LASTING-with 


AL Stainless Steel 


weossesc Warehouse stocks carried by all Ryerson Stee! plants 














»»» wherever he goes 


Capture the most personal of all adver- 


tising space — your customer's pocket. 


Whatever you select to fill this space 
becomes a part of him, Wherever he goes 
you're there with a friendly reminder of 
you. Your advertising is first in his pocket 
in the morning, last out at night, round 
the clock, building preference for you. 


Shaw-Barton has created exclusive ad- 
vertising specialties in leather and plastic 
to help you win this space. Complete 
details in our new Pocket Plan portfolio. 
Ask your Shaw-Barton representative for 
a copy... or write Dept. B-24, 


SHAW-BARTON 


Calendar and Specially Qdver hang 


GENERAL OFFICES AND PLANT, COSHOCTON, OnIO 
SALES OFFICES IN PRINCIPAL CITIES 


from 
0 





Dower 


Mereury Clutches help products 
powered by electric motors or gaso- 
line engines, start easier and run bet- 
ter. In homes, factories, or on the 
farm, Mercury Clutches give these 
products the advantages of automatic 
transmission, help small- 
er motors do bigger jobs. 
Tell us about your prod- 
uct. We'll be happy to 
show you how a Mer- 
cury can step up its effi- 
ciency, add sales appeal, 
Write today for com- 
plete details! 








MERCURY CLUTCH DIVISION 
Automatic Steel Products, inc. 


World's barges mon eys 


1224 Comden Avenve, $.W., Conten 6, Obic 





of 593,000 a month in the first seven 
months of 1953. 
This year’s production may not be 


able to beat the 1950 record, but it 
should come within range of it — and 
at any rate top the 1953 ion. 


Zinc Prices 


Back Up the Hill 


Recent price boosts resulting from 
strong demand have brought zinc to 
13¢ per lb. — the highest level since 
January, 1953, Since the early part of 
this year demand has been especially 
brisk for the special high-grade zinc used 
in the automotive industry. Demand 
for the galvanizing grade is also reported 





heavy. Government stockpiling, which 
began around mid-1954, has also helped 
bring the price up from the low point 
reached last year. 

Stocks on hand at the end of August 
— 46,087 tons — were at a three-year 
low. At the end of August, 1954, stocks 
on hand were 193,253 tons. 


Factory Worker’s Earnings 





Fattest Average Yet 


The average American factory worker 
took home a fatter pay envelope last 
month than ever before. Average weekly 
earnings of all production workers in 
manufacturing establishments amounted 


to $77.11 in August according to Dept. 
of Labor figures. This represents a gain 
of 1.0% over July and beats the level 
of average weekly earnings for August, 
1954, by 8.5%. 
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Sylvan Geismar, Executive Vice-President of the Manhattan Shirt Company, tells you 


‘“‘How to lose your shirt on the road!”’ 


our men in a few hours. When hot items sell out, we fill 
buyers’ re-orders just as fast! Air Express is indispensable in 
maintaining our leadership with our retail accounts. 


“On October 4th, our salesmen take to the road in the annual 
race for Spring orders. And it’s a tough race. If every 
sample isn't up-to-the-minute in style, we can lose our shirt! 


“But we keep our Manhattan and Lady Manhattan sales- 
men out in front — with Air Express! 


“As trends unfold, we deliver the newest shirt-styles to 


—_— @ Air Express 


CALL AIR EXPRESS . 


“Yet we save money on most of our Air Express ship- 
ments! A 15-lb. shipment from New York to Milwaukee, 
Wisc., for instance, costs $5.15. That's the lowest-priced 


complete service by $1.85!" 


a 


@a27Ts THERE FIRST via US. Scheduled Airlines 


- + division of PFAILWAY EXPRESS AGENCY 
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| Forecasting 
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Every businessman needs a witch. Like it or not, 
he can't act without making assumptions about 


what the future will be like. 


Nowadays, more and more businessmen are rely- 
ing on the kind of witch who's at home with the 
statistics in the Survey of Current Business. 


In the hands of these economists, forecasting is 
becoming less of an art, more of a science. 


This week, BUSINESS WEEK reports on the differ- 
ent systems the forecasters are using, something 
of their possibilities and limitations—a guide to 
the man who buys and uses forecasting. 


At the first United Nations Confer- 
ence in San Francisco in 1945, the late 
Edward R. Stettinius, Jr, once chair 
man of U.S. Steel, and at the time 
Secretary of State, was posing for a 
picture. The photographer was Joe 
Rosenthal, who not long before had 
shot the classic picture of the flag 
raising on Mt. Suribachi. 

“How do you want me, Joe?” asked 
Stettinius. 

“Look as if you're peering into the 
future,” said Rosenthal. 

“How do I do that?” 
tinius, and looked stricken. 

“Okay,” said Rosenthal, “so just 
peer.” 

Like Stettinius, many a businessman 
and government official has experienced 
a hopeless, hapless feeling when con 
fronted with the necessity of gazing 
into mists of the future—but has, never- 
theless, composed his features into the 
proper expression of ‘executive omni- 
science and gone on making decisions, 
whether he could see anything ahead 
or not. 

For every policymaker knows that, 
like it or not, he lives in the future 
His every decision must be based on 
some forecast. And action based on a 
wrong forecast can be fatal. 

That’s why the common and most 
fundamental question every business 


Stet 


asked 


man asks is, “What's the business out- 
look?” He seeks the answer from his 
business cronies, his banker, his broker; 
from newspapers, bank letters, tipsheets, 
magazines; from the U.S. government; 
and from a corps of economists. 

¢ Desperate Chance—Since these seers 
frequently seem to speak in as man 

tongues as did the hodcarriers at Babel, 
a harried businessman is often tempted 
to give up and flip a coin to get a 
forecast on which he can base decisions, 

Coin-tossing as a forecasting tech- 
nique might once have made sense. But 
now it makes less sense all the time, 
as economic forecasting moves from 
charlatanry to science, 

Perfect economic forecasting will un- 
doubtedly always be beyond the ability 
of mortal men, since economic events 
are part of the chance-ridden skein of 
history. But techniques of forecasting, 
capable of greatly reducing uncertainty 
about the ohane, exist now and show 
promise of getting considerably better. 

U.S. business these days is increas 
ingly basing its major decisions on care- 
tul and detailed economic forecasts. 
Says Cecil Burrell, who directs the 80- 
man economic staff of Standard Oil Co. 
of New Jersey, “I don’t see how you 
can run any business without them.” 

This is the approach that’s changing 
the job of the entrepreneur. Classically, 
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ume spot productive hands 
by the company they keep 


Speed bundling jobs 
with Behr-cat 
Strapping tape 


With modern Behr-cat Strapping Tape 
on hand, your packers will turn out 
better work in less time. This filament- 
reinforced, pressure-sensitive tape 

Sticks at a touch without wetting, holds 
firmly during handling and shipping, 
and comes off with an ease that your 


customers appreciate. 






Write for this informative 
booklet “Approved Packaging 
Specifications for Pressure- 
Sensitive Strapping Tape”. 
Address Behr-Manning, 
Trov, N. Y., Dept. BW.9. L 





(a Canada Beh Manning (Conade) Ltd Brantford 
For Capert, Herten Getr-Menning Overseas inc, New Rochelle, HY, U. 5. A. 


(R-MANNING 


vision of NORTON Compony 
A COATED ADRALITES A SHARPENING STONTS A PRESSURE. SemSITIVE TAPES 
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he was a risk-taker. But now modern 
management, backed by professional 
economists, is coming to see that risk- 
reduction is a key part of its job. Be- 
cause of this change, you can define 
management’s function today as one 
of blending forecasts and programs. 
Every aed economic forecast implics 
a sound program. 

¢ Two Fields—To make the blend, 
then, the businessman must have the 
forecast. And, to find the forecast 
he can get into the realms of either art 
or science. 

For most of recorded time, the world 
got along without much science. So 
it’s certainly no insult to any human 
activity to call it an art and not a 
science 

The nature of an art, however, is 
such that the quality of its product de- 
pends mainly on the talent of the 
artist. What he does cannot really be 
explained or taught. There have doubt 
less been some magnificent business 
forecasters in historv, but they were 
artists, and their talent—or their luck— 
cannot be communicated to others. 

Today, economic forecasting is partt- 
science, part-art. This report, however, 
will attempt to explain only the scien- 
tific aspects of economic forecasting. 


Choosing the Pitch 


ife.c are three basic strategies for 
economic forecasting. You can call 
them: (1) loaded deck, (2) oaks-from- 
acorns, and (3) test-tube. 

The loaded-deck strategy may look 
spurious, but it’s extremely important 
in business forecasting. To work with 
it you must know what has happened 
or is happening before anyone else 
knows, or clse you must be able to 
catch the future just as it arrives 
at the present. If you know how a 
deck of cards is stacked, then vou 
know how they'll be dealt—here, the 
present is identical with the future. The 
strategy won't work without inside in- 
formation and fast accurate reporting. 
But when these are available the results 
can be impressive. For instance, ad- 
vance news of the outcome of the 
Battle of Waterloo, brought through 
their own carrier pigeons, gave the 
Rothschilds their chance to make a 
fortune on the London Stock Exchange 
in 1815. 

Oaks-from-acorns forecasting is based 
on the concept that the future is not 
identical with the present, but is an 
outgrowth of it. So, if vou know how 
the present is germinating or growing, 
you can figure out what the future 
probably will be. Closely related to 
this idea is the notion that change 
through time is rhythmic or cyclic—and 
that, Tike the life and death cycles of 
plants and animals, business activity 
also has its expansions and contrac- 
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He is your 


PROTECTION 
AGENT 


©1955 NHG 








Risks exist in every business, 
hazards in every home. 

You cannot safely conduct busi- 
ness ... or even run a household .. 
without protection. 

Today property of any sort should 
be protected . . . 
ified to do it is National's Protection 


and the man qual- 
Agent. He represents the National 
of Hartford Group of insurance com- 
panies. Maybe you think of the police 
department to protect you against 
theft or the fire department against 
fire. But should these fail, National's 
man still protects you! 

National's Protection Agent is an 
expert, licensed by the state. He 
surveys your property, appraises your 


risks, recommends what your cov- 
erage should be against each one. 
Part of his job is to write up 
policies and place them for you with 
reputable insurance companies. In 
doing so, he selects companies rated 
financially able to repay you in case 
of loss . . . companies with a reputa- 
tion for paying claims promptly. 
Odd fact: National's Protection 











= 


Agent is not obliged to insure you 
with the companies in the National 
of Hartford Group. When he does, 
it is because his experience and judg 
ment tell him National will best serve 
your interests. 

That is one more reason you are 
urged to get in touch today with 
National's Provection Agent in your 

community, 


NATIONAL OF HARTFORD GROUP 
He Insurance Companies 


Executive and Administrative Offices: Hartford 16, Connecticut 


WMATIONAL FIFE INSUPANCE COMPANY OF HARTFORD 


PREANELIN NATIONAL INS 


MECHANICS ANDO TRAOERS INSURANCE COMPANY 


JEANCET COMPANY OF NEW YORE 
TRANSCONTINENTAL INSURANCE COMPANY 


UNITED NATIONAL INDEMNITY COMPANY 


FIRE + MARINE - AUTOMOBILE « CASUALTY - BONDING 
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...0n the go with Plenco 


Whether for the amazing abacus or super 
accurate electronic office calculators, it amounts 
to the same thing—modern industry is using 
more high quality phenolic plastics every 
day—and every day more users of quality 
phenolics are turning to Plenco. 


Plenco today plays a vital role in the 
Plastics Industry. Its vast experience and 
“ton the go” program of research, testing and 
special services are paying handsome 
dividends in reduced production costs. 


There is a Plenco phenolic molding compound 
or resin to meet your production problem. 


PLASTICS ENGINEERING COMPANY 
Sheboygan, Wisconsin 


Serving the plastics industry in the manulacture of 
high grade phenolic molding compounds, 
industrial resins and coating resins. 


Special Report 





“... ultimately, every busi- 
nessman must make his own 
judgments . . .” 

SPECIAL REPORT starts on p. 90 


tions. With this strategy, you forecast 
by detecting the symptoms of a change 
of 


est-tube, or systematic, forecastin 
stems from the concept that, thoug 
changes in the natural world seem con- 
fusing and chaotic, scientific analysis 
can reveal certain underlying regular- 
ities. The way to find these regularities 
(or laws, principles, or theories) is to 
black out much of reality and hold only 
to the abstractions. Though the theories 
that result will be “unreal,” they'll still 
tremendous power to affect the 
real world, provided that they are sound 
theories. You find out if a theory is 
sound by testing how it measures up 
when it meets with the real world: An 
atomic explosion confirms Einstein’s 
E=mc’; an increase in employment 
following a reduction in the rate of 
interest confirms Keynes. 
¢For Mystics, Too—All scientific 
economic asting depends on one 
or another, or a combination of these 
three strategies. Even those who make 
forecasting an art and cloak it in 
mysticism probably depend on them, 
too. 

That’s been the case with forecasting 
for thousands of years. The high priests 
of ancient Egypt preached nonsensical 
gobbledygook to the masses when 
es future levels of the Nile, 

ut secretly performed careful calcula- 
tions of the river's movements. Today, 
many a businessman conceals or is not 
entirely conscious of the observations 
and reasoning behind his “hunches” 
and “instincts.” 


1. Who Can Use It? 


Ultimately, every businessman must 
make his own judgments. Whether he 
wants to employ a professional econo- 
mist, or economic staff, or outside con- 
sultants to prepare forecasts on which 
he can base his judgments, depends 
mainly on the nature of his business 
and of the problems he faces. He can 
probably use expert counsel: 

elf, like U.S. Steel or R. H. 
Macy & Co., his business swings a lot 
with the business cycle. 

elf, like Westinghouse Electric 
Corp. or Armstrong Cork Co., he sells 
to a great many customers, not to just 
a few big ones. 

e If, like General Motors, Ford, or 
Chrysler, he makes a product with a 
long production lead time. 

elf, like Standard Oil of New 
Jersey, or Socony Mobil, he’s got to 
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Are your handling methods 


as outdated as the ‘windjammer'? 


MECHANIZE HANDLING 


MINIMIZE COSTS WITH... 


BacK WHEN windjammers still carried the world’s cargoes, YALE was 
taking the loads from men’s backs...making Materials Handling 
Equipment that could do in minutes what once took hours. 


Even then progressive management was quick to see these labor- 
aiding devices and methods as a new way to cut costs...and still in- 
crease efficiency. Today, Y ALE is still materials handling headquarters 
for industry...still developing new uses for YALE Trucks and tech- 
niques... proving again and again that the handling costs that account 
for as much as 4, of total production expenses can be cut even further! 


Choose a YALE Industrial Truck to fit your needs from the widest 


line of models, fuels, capacities. For further information write: The 
Yale & Towne Mfg. Co., Philadelphia 15, Penna., Dept. 149. 


YAL a ciiadiies LIFT TRUCKS AND HOISTS osc. o.s. rx. on. 











Scientific forecasting: The apparatus is lovely, and sometimes it gives you answers. 


look several years into the future to plan 
capital expansion programs. 

« If, like all those mentioned, he 
can afford to hire good economic talent 
that can tell him more about the gen- 
cral business outlook, and the future 
of his own particular business, than he 
can get from other sources. (Those 
“other sources” can include: a couple 
of good newspapers and magazines, 
business colleagrs, a trade association, 
or government publications.) 

*Man for the Job—Companies vary 
enormously in what they pay econo- 
mists and what they budget for eco- 
nomic staffs. The National Industrial 
Conference Board made a survey of 42 
companies in 1950 to find out about 
these salaries and budgets, and the 
survey's results still seem valid. It 
showed that annual budgets for eco- 


nomic staffs ranged from $10,000 to 
$375,000, with the average at $38,000. 
Salaries paid to economists ranged from 
$5,000 to $36,000, with the median at 
$12,000. The top figure would, of 
course, be exceeded by some profes- 
sional economists, like . Theodore 
Yntema, Ford’s treasurer, who have 
graduated from the technician class 
to the highest echelon. Many com- 
panies look for their economists to rise 
as Yntema has done. They try to hire 
a man who is not s‘mply a good tech- 
nician but who looks as if he might 
eventually make a first-rank company 
officer. 

But, whatever other material you 
might look for if you hire an economist, 
you want to make sure you get one who 
knows his trade—and knows how to 
forecast. This isn’t necessarily easy. 


Getting Down to Business 


Many economists—among them some 
who have physically left the academic 
cloisters—still regard economic forecast 
ing as a low and disreputable pursuit 
for learned men. “We don’t know 
enough about the past to know any 
thing much about the future,” they 
say. So, they suggest, business must 
wait another 100 years or so before it 
can expect the savants to say anything 
meaningful about the future. Mean- 
while, they maintain, it is proper that 
they should qualify all statements about 
the future to the point of meaningless 
ncss 

But the number of economists who 


% Special Report 


hold to this pure patient view of their 
calling is shrinking. More and more 
of them fecl that if economics “ to 
have any pretense of being a \ | ful 
study its dias must rest on its ability 
to predict developments, and to provide 
solid foundations for policymakers to 
build on. 

¢ Pushed Into It—One of the chief 
reasons for the fact that more of them 
are overcoming their inhibitions about 
forecasting, and are concentrating on 
improving its techniques, is that they're 
being immersed deeper and deeper in 
government and business, where eyes 
are always on the future. 


Economists have a way to go before 
they get their forecasting techniques 
straightened out. Right now, there are 
almost as many ways of business fore- 
casting as there are forecasters. Four 
causes lie behind this fact: (1) Business 
forecasting grew up largely on “the 
wrong side of the tracks’”~—i.ec., in Wall 
Street and in industry—where it escaped 
academic codification; (2) you need 
different techniques to solve different 
forecasting problems; (3) many fore- 
casters apparently seek to build their 
personal prestige by marginal differences 
im their product; and (4) competence 
and training vary widely among the 
forecasters. 

it would take volumes to explain all 
the forecasting techniques used these 
days. It's possible though, to find the 
chief techniques that economists use 
when they're working with any of the 
three basic strategies of forecasting. 


|. Grabbing the Future 


For the “Loaded Deck” 
there are four techniques 

Inside information. The _ tech- 
nique is simple: Be an insider, know 
an insider, or pay money to somebody 
who says he will get inside information 
for you. 

Fast information and analysis. 
Typical problem: Should we step up 
production next week, and, if so, in 
what product lines? What kind of 
orders will we be getting from our 
dealers? Technique: Find out what the 
dealers are selling this week by getting 


strategy, 
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When close dimensional tolerances are required in an 
extruded shape, plus heightened tensile strength, 
and a fine finish, the shape is drawn through a die 
after extrusion. If there are special requirements as 
to straightness, the shape may also be straightened, 
as necessary, either by hand or by machine, These 
processes are expensive, but they produce a product 
that is accurately pre-formed, so that machining is 
markedly reduced, so much so as to effect remarkable 
savings. However, there is another way to take ad- 
vantage of the economy of ex- 
truded shapes. Sometimes a 
“plain extruded” shape will do, 
thus saving the time ard expense 
of drawing and straightening. 
It all depends on what is 
really needed. Revere had an 
outstanding example of this re- 
cently. A rush order was re- 
ceived, and we could not meet 
the requested delivery date be- 
cause of the time required to 
make new extrusion dies. On 
being told this, the purchasing 
agent visited our mill to see what could be done. A 
mutual study of the facts showed that the shape is to 
be applied to the leading edges of helicopter blades, 
and that both the shape and the wood are routed to 
make a close fit for the application of an adhesive. 
The shape is also tapered. Several things became 
evident. First, the original specifications were tighter 
than required. Second, shapes produced by the cus- 
tomer’s original die, in our possession, would be 
slightly oversize, but not enough to be significant, in 
view of the subsequent machining. Third, by using 





that original die, and eliminating drawing, we could 
fill the order on time — and save the customer six 
cents a pound as well. 

Now that we both knew that some of the dimen- 
sional and physical tolerances were not absolutely 
necessary, Revere was able to go ahead. The die was 
put in one of our extrusion presses, the metal forced 
through it, cut off to exact lengths, and shipped. This 
made it possible for the customer to complete his 
first blade on the day specified in his contract. We all 
worked fast, but no matter how 
quickly we labored, we could not 
possibly have met the essential 
delivery date on the basis of the 
original specifications. Close 
collaboration on what we call 
Quality Control provided the 
solution. Incidentally, brass was 
chosen for the part, because of 
its density, its resistance to cor- 
rosion, and the ease with which 
it can be machined. 

Both our customer and our- 
selves are proud of the accom- 
plishment reported here. It was made possible only 
by a thorough examination by both of us of the 
entire background of the order, the fabrication meth- 
ods and end use, plus what the mill could do if it 
did not have to make new dies. We would like to 
suggest that when, as sometimes happens, a supplier 
cannot meet a date on a special order, you sit down 
with him and examine specifications to see if they 
really need to be so tight. You may find that a more 
or less run-of-the-mill product will do, thereby sav- 
ing much time and money too, 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, iiew York 17, NN. Y. 








LL 444 immediate reports on all sales; tabulate 
the answers by high-speed calculators 
and relate the data to inventory records. 


Hinowtetae of limits that can't 
change much through the forecast 


iod. Typical problem: What will 
xe the volume of durable goods pro- 
duction during a period of great defense 
expansion and booming demand? 
Technique: Find out how much stecl 
the government intends to make av ail- 
able for civilian production. 

Spotting the initial phase of 4 
lengthy process. ‘Technique: Investi- 
gate your field, working with such 
knowledge as: (1) Construction con- 
tracts awarded are the first phase of . 
future building starts; (2) orders re- 
ceived by manufacturers are the first 
phase of the coming volume of produc- 
tion; (3) plans for capital spending 
programs precede new investment. 

In all such loaded deck forecasting, 
it sometimes happens that the deck 1s 
unloaded against the forecaster. Life 
never runs out of surprises. But if the 
information is sound, a forecast based 
on present facts and linked closely to 
developments in the near future will 
generally be realized 

So these techniques have, and always 
will have, importance for anticipating 
particular situations and problems. But 
their usefulness in forecasting a broad 
and complex economic picture is lim- 
ited. You can’t necessarily get the 
scoop on the next development of the 
American economy by being a personal 
friend of the Secretary of the otee 
On the other hand—don’t cut him. 
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= a ll. Watching It Grow 
MHS makes one efficient You get four chief techniques in the 


“Oaks-from-Acorns”’ strategy, too 


production unit out of Trend extrapolation. xtrapola- 


“ - tion is a six-bit word borrowed from the 
th ree separated buildings mathematicians. In this case it means 

predicting the future movements of an 
REE BUILDINGS, separated by a city street and a four- economic factor by projecting into the 
4 railroad, have become one efficient production unit future the trends you know it has taken 
through installation of an MHS power a free conveyor in the past. On a chart, an extrapola- 
system. tion looks like this: 

Parts in process travel from operation to operation as 
easily as in a single building. Carriers, automatically con- 
trolled, may be sent from any station on the conveyor system 
to any ‘desired point. Production flows smoothly, rapidly and 
economically. 

It may pay you, too, to investigate modernization and 
integration of your production facilities through MHS con- 
veyors designed and engineered to solve your problem. 

Call or write today for expert assistance from the MHS engineer! 
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Extrapolation 


History 
' eee rere 


t 
Mechanical Handling Systems Inc. oe te 


AND SUBSIDIARIES 














¢ Gap in the System—What makes an 
extrapolation useful to a forecaster is 
4610 Nancy Ave., Detroit, 12, Michigan the statistical fact that a trend that's 

Offices in Principal Cities advancing will keep advancing—at least 
until something clse happens. Un- 
fortunately, the technique won't tell 





FACTORIES; Detroit, Mich. + Feirfield, lowe +» Albany, N. Y.+ Windsor, Ontarie 
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“Thats what we need-a drum 





that sells like a poster!” 


LUBRICATION 


aa 


mit TO YOURS 


=. 
* REDUCES FRICTION 


* INCREASES POWER 
* FREES RIMCS & VALVES 





EH... an example of our slogan—“the 


drums that sell like posters”—taken literally. 


The Bardahl Oil Company, a longtime user 
of sales-building Rheemcote Lithographed 
Drums for shipping their oil products, got 
the ingenious idea of using the brightly 
colored drums as posters along the highways 
Here’s what the Bardahl people say about 
the idea: “We have a total of three thousand 
drums erected across the country. They give 
us one of the least expensive and most 
effective national highway and service sta- 
tion sign programs in our business.” 


‘He's just spotted another 


a ee a 


<i 
BARDAHL 
MECHANIC ON DUTY 


It stands to reason that if Rheemcote Drums 
can call attention and catch the eye of pass 
ing motorists, they can do a big selling job 
for you when your products are shipped and 
stored in them 


Write to the Rheem office nearest you and 
find out how easily your trademark, design, 
and colors can be reproduced on your drums 

and for only a few pennies more than you 
pay for plain ones 


Rheem Manufacturing Company, 477 Madi- 
son Avenue, New York 22. 


hoomeote Lithographed Poster Drum 


TH GATE, CALIF., HOUSTON, CHICAGO 


NEW YORK, NEW ORLEANS 


LINDEN, N. J. AND SPARROWS POINT, MD 


YOU CAN RELY OW 


Rey 


WORLD'S LARGEST MANUFACTURER 
OF STEEL SHIPPING CONTAINERS 


s 








Night and 


ROHM & HAAS COMPANY 


Washington Square, Philadelphia 5, Pa , 
Please send me a copy of “PLexiotas | 
The Outdoor Plastic —for Signs.” | 

| 

» | 
| 

| 

Zone State 7 


Piexretas i 





ay... you see 





All across the country, you find signs made of 
PLexiGLas being used to identify the dealers of 


well-known companies. 


Manufacturers and their dealers prefer PLExiGLas 
signs because customers see them and read them 
at a distance, day and night. PLEXIGLAS signs 
have a clean, colorful daytime appearance and 
complete, brilliant luminosity from interior light- 


ing at night 


trade-mark, Reg US. Pat. Off and in other principal countries in the Wesern Hemisphere 











big names in PLEXIGLAS 





PLEXIGLAS signs give dealers a competitive advan- 


tage. By featuring PLEXIGLAS in your sign pro- 


gram, you will help dealers increase sales. COERNCARS FOR BUSTA 


As the manufacturer of this weather-resistant 


acrylic plastic, we will be glad to assist you and RepHemMm =& HAS. 
your sign supplier. Pa Ps NY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Kepresentatives in principal foreign countries 


The coupon on the opposite page will bring you 
our brochure showing examples of the many sign 


designs possible with PLEXxiGLas. 


Canadian didtritutor: Crystal Class & Plastics, Led., 190 Queen's Quay at Jervis Street, Toronto, Ontario, Canada 





MARINE MIDLAND BANKS KNOW NEW YORK 
America’s Biggest Market 


It takes people to make markets. And New 
nost people ...- now an 
0. 

These people not only consume more 
than the people of any other state, they 
produce more. Most of them are skilled 
workers who own their own homes. And 


there’s a desirable balance between urban 





Are you interested in selling these peco- 
ple » Looking for above-: age employees 


to run a new plant, new ofhices, or a new 
research center? Talk to banks that know 
New York State . 
Marine Midland banks listed below. Hun- 


dreds ol companies have found this next- 


. . the locally managed 


door-neighbor knowledge useful. Write to 











” .. debate still rages over 
‘leading’ business indica- 
irs . i 


SPECIAL REPORT starts on p. 90 


you when the “something else” will 
come. For instance, a wage series that’s 
pushing upward will tend to push prices 
upward, and that will tend to push 
wages up again—only not ad infinitum. 
Eventually, some other series, like a 
falling sales volume, may halt or re- 
verse the upward wage-price spiral 

But if, in your business, you don’t 
need to care much about cyclical 
swings around a trend—if, for instance, 
you're figuring out the number of tele- 
phones or kilowatt hours the American 
people will want to use in the next 10 
years—trend extrapolation is a useful 
ter hnique 

Of course, you can put trend ex- 
trapolation to work in a more s0- 
phisticated way than simply by laying 
1 ruler over the past direction of a 
business indicator and projecting it on 
into the future. If vou sell books or 


whiskey you may find vour sales cor- 
relate nicely with the trend of dispos 
able personal income, or if vou sell 
oil or copper your sales may link up 
well with the Federal Reserve Index of 
Production. 

“Leading” series. Andrew Car- 


negie constructed his own leading series 
for economic forecasting—by counting 
the smoking factory chimnevs he saw. 
His was the archetype of the technique. 

In the 1920s a hot search was on 
for a sort of economic philosopher's 
stone—a single business indicator that 
would always lead general business de 
velopment. Some thought it lav in stock 
market activity; others saw it in interest 
rates, pig iron production, carloadings, 
or Dun & Bradstreet’s index of business 
failures. Debate still rages over which 
of these are “old wives’ indicators” and 
which possess real leading character- 
istics. 
¢ Search Goes On—The outstanding 
hunter for indicators with forecasting 
value is the National Bureau of Eco 
nomic Research. It has been scrutiniz- 
ing masses of business cycle data for 
more than three decades. Before World 
War II, Wesley C. Mitchell, the bu- 
reau’s guiding genius, and Arthur F. 
Burns, now chairman of Pres, Eisen- 
hower’s Council of Economic Advisers, 
examined hundreds of series, picked a 
set of 21 leading, coincident, and lag- 
ging indicators, whose movements had 
regularly traced the course of the busi- 
ness cycle. 

After the war, the bureau’s Geoffrey 
H. Moore set to work updating 
Mitchell's and Burns’s work. Moore 
examined 801 monthly and quarterly 
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Aerial view of a Stran-Steei success story, 


WHY EXPANDING COMPANIES 
KEEP COMING BACK FOR 
more STRAN-STEEL suitpdINGs 


When the happy growing pains of business 


make fast, low-cost plant 


expansion a pressing need, the actual in-use record shows Stran-Steel buildings 


have the popular answer. For example— 


Early in 1953, Commodore Meobil-Homes Corp., of Omaha, was turning out 
three or four trailers a week in its single 40’ x 100’ Stran-Steel building (building 
No. | in photograph above). Today, two years and five Stran-Steel buildings 
later, Commodore is shooting for a 1955 record of 1500 Mobil-Home units, 
“The long, clear, post-free spans of Stran-Steel buildings are ideal for our 


operation,” says Morely Zipursky, vice president. “And fast erection, low 
initial costs and low maintenance costs are the Stran-Steel features that appeal 


to our accounting department.” 


This aerial view of the Commodore operation highlights another characteristic 
of Stran-Steel buildings that all manufacturers like--expandability. Since their 
erection, buildings No. 2 and No. 4 have been economically expanded by the 


addition of sections at either end. 


The Stran-Steel Dealer in your vicinity can give you immediate service. Call 


him or write us for his address. 


STRAN-STEEL CORPORATION 


Ecorse, Detroit 29, Michigeon . 


A unit of 


NATIONAL STEEL dig CORPORATION 
rw, 


Sales offices: 


Atienta 3, Ga., 206 Volunteer Bidg. 
Cleveland 15, Obie, 715 Prospect Ave. 
Detroit 29, Mich., Tecumseh Rd., Ecorse 
Houston 5, Tex., 2444 Times Bivd. 


Minneapolis 4, Minn., 705 S. 10th St. 

N. Kansas City 16, Mo., 1322 Burlington 
Sen Francisco 5, Callf., 215 Market St. 
Washington 6, 0.C., 1200 18th St. N.W. 
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SINGLEX 


New 1207 in modern 
pencil style for single 
letter erasures. Sharp- 
ens like a pencil, too! 









Both contain the 
same soft red 
eraser compound. 


“6587” 
Van Dyke Disc shape 


—America’s leading 
typist eraser 


§ Gentle 


as smooth working on 
arbons as originals 
ademarks Reg. U.S. Pat. Off. 





Since 1849 


EBERWARD 
FABER Ss 














Lost-horse forecasting: Where would you 
go if you were the gross national product? 


indicators, selected 21, some of which 
were the same as those chosen by 
Mitchell and Burns. Of the 2!, Moore's 
eight leading series are: residential 
building contracts, commercial and in 
dustrial building contracts, new orders 
for durable goods, prices of industrial 
common stocks, wholesale prices of 
basic commodities, average work weck 
in manufacturing, new incorporations 
and business failures 

hese indicators do regularly lead the 
business cycle’s turns—though there’s 
argument over just why this happens. 
But the chief trouble with them 1s that 
they are all extremely sensitive. They 
oscillate a great deal from month to 
month. So it’s hard to know, when 
making a forecast, whether an up or 
downturn in one or another of the 
leading series means the real McCoy, 
or whether it’s only a temporary wiggle. 


Diffusion indexes. To find the 


meaning of those upturns and down- 
turns. the bureau has invented a thing 
called the diffusion index. The bureau 
developed the index after it discovered 
that business cycle movements “have 
invariably been preceded by a remark 
ably regular cycle in the proportion of 
industrial activities undergoing expan- 
sion or contraction.” 

Forecasters make the index by count- 
ing the number of indicators in a given 
group that are rising at a given time. 
They convert this imto a percentage 
of the number of indicators in the 
group. The bureau labels this percent 
age as a diffusion index because it be- 
lieves it shows how widely diffused 
economic movements are. The bureau's 
diffusion indexes generelly reach their 
peaks and troughs six months to 12 
months ahead of the peaks and troughs 
of eral business activity. 

. btful Quantity—Not al! econo- 
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Why 
does he always 


rent a car 
from AVIS? 


—- 
— 


When he wants the most from a trip, whether it’s business or 
fun, the fast-moving executive always rents a new Avis cor. 


Why Avis? Because he’s found that he can always count on Avis 
to rent him the sor? of car he enjoys driving—a new Plymouth or other 
fine car, sparkling-clean, fully insured and serviced. He knows that 
a quick phone call to his Avis office reserves his car anywhere, any 
time. He knows that Avis honors his rail and air credit cards. 


If you have never rented an Avis car, you're in for a pleasant 
surprise. Service is swift and sure, rates are remarkably reasonable, 
Cut hours and add pleasure and profit to your next trip by having an 
Avis car meet you at the airport or railroad station. Call Avis now for 
complete details and rates. It's listed under “A” in your phone book! 
Avis Rent-a-Car System, Inc., Hotel Statler Bidg., Boston, Mass. 


RENT-a-CAR 


Away or at home ...a car of your own 


ee ee . /e 





THIS KIND OF BUILDING 
HURRIES TO COMPLETION 


ALUMINUM 


mien peooucts 


eed  WEW ALCOA LABEL 
your guide to value in 


ALUMINUM CURTAIN WALLS 


Here's a new kind of building that fills the 
commercial needs of most companies for custom- 
tailored office space. The unique aluminum 
curtain wall, pioneered by Alcoa, cuts construc- 
tion costs by speeding erection. Far thinner 
than ordinary walls, it adds hundreds of square 
feet of usable floor space at no additional cost. 
And because it is aluminum, it cuts maintenance 
to the lowest possible minimum. 

For more information on aluminum curtain 
wall construction, call the architectural engineer 
in your local Alcoa sales office. Or write 
ALUMINUM COMPANY OF AMERICA, 2193-] Alcoa 
Building, Pittsburgh 19, Pennsylvania. 


CURTAIN WALLS OF ALCOA’ ALUMINUM 
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“ ..not all economists think 
the diffusion index is a step 
forward...” 

SPECIAL REPORT starts on p. 90 


mists think the diffusion index is much 
of a step forward. Arthur L. Broida, 4 
Federal Reserve Board economist, main- 
tains that it isolates cyclical turning 
points from all other changes in the 
economy's direction some time after 
the event. He holds that the index 
shows nothing different from what sta- 
tisticiens have long achieved by noting 
rates of growth and decline of a series 
of indicators. Their notes have already 
shown that a slower rate of increase in 
an index generally precedes its down- 
turn. 

Wright's indicator. This device 
for determining real turns in the busi- 
ness cycle is named for its inventor, 
Ashley Wright, a Standard Oil Co. of 
New Jersey economist. 

Wright's gimmick is to make shrewd 
use of the normal distribution curve, 


which looks like this: 








— 


A Bell-shaped Curve 











Because of its appearance, this is also 
called the “bell-shaped curve.” The 
statistical concept behind it is simply 
this: Divergences from a “norm” or 
average will tend to cluster in a bell- 
shaped curve, because the small di- 
vergences are more frequent than the 
large ones, the very large divergences 
are rare, and divergences of the same 
size are equally likely to occur on the 
plus or minus side of the norm. 

Wright put the theory to work when 
he found that upturns and downturns 
of a large number of business indicators 
tend to cluster in a bell-shaped curve, 
and that the peaks and troughs of the 
curve show up the turning points of the 
general business cycle. 
¢ Recession by Numbers—F or instance, 
suppose that 40 business indicators be- 
gin to turn downward, as follows: 


Month Number of Series 
That Turned Down 


January 2 
February 4 
March 6 


There it is March, and 12 of the 
series have already turned down. You 
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From “American Automobile Album” by William H. McGaughey 


No one cranks an automobile these days 


... but many still hand-crank calculators... spending time that would 


soon pay for a high-speed, automatic MARCHANT 


If you’re still doing part of your figurework with hand- 
operated or outmoded electric calculators, you owe it to your 
business to learn just how much time and effort new 
automatic MARCHANTS will save you. Anyone in your 


office can use them at once, with ease, speed and utmost j 
: High speed, 
accuracy. Call the local MARCHANT MAN and find out automatic MARCHANT 


Figuremoatic 


by an actual run on your own work, just how quickly 
MARCHANT calculators would pay for themselves. 


Learn how MARCHANT calculators 
can turn out your business arithmetic 


easier and faster...at a saving. Mail 
sal this coupon with your business letter 
. AMERICA’S FIRST head for free.. 
4 “J 


Index to Modern Figuring 
by Marchant Methods () 


Descriptive Literature on 
Marchant Calculators () 


MARCHANT CALCULATORS, INC. 
YOU CAN TURN TIME INTO MONEY WITH A MARCHANT! Oakland 6, California 





Mel Allen is never 
at a loss for words 


The sound of his voice and his famous 
delivery, swift and sure as an ace 
pitcher's, make him a favorite of 
baseball fans everywhere. In business 


_ Offices, unfortunately, the sound of 


voices, combined with the clacking of 
typewriters and the jangle of phones, 
add up to inefficiency. The solution ? 

A Gold Bond Acoustimetal ceiling. 


Acoustimetal swallows up distracting noise and makes 
offices quiet, pleasant places to work in. Fireproof 
perforated metal panels, backed with incombustible 
pads, are easily wiped clean with a damp cloth. 
Repainting doesn’t affect sound absorption. 

Each Acoustimetal unit is easily removed for quick 
access to utilities. When you build or remodel, 

include Gold Bond Acoustimetal in your plans. 


Call your Gold Bond Acoustical Contracter 


You'll find his name in the Yellow Pages 
of your phone book under “Acoustical 
Contractors.” For free magazine, TH E 
DECIBEL, giving you actual acous- 
tical case histories, write to Dept. BW-95, 


NATIONAL GYPSUM COMPANY 
BUFFALO 2,N.Y. 
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must be headed for a turn in the gen- 
cral business cycle soon. It will come 
at the point where the mass of down- 
turning business indicators cluster. Sure 


enough— 
— 9 
May 8 
You've undoubtedly passed the turn- 
ing point, because 29 of the 40 busi- 
ness indicators are now dropping. From 
now on they'll thin out— 


June 5 
July 4 
August 2 

And there you are—in a recession, at 
the point where all your business indi- 
cators have turned down. You can start 
watching now for upturning indicators. 
ef ing the Figures—Wright bases 
his forecasts on his estimate of where 
the center of the bell-shaped curve, out- 
lined by the rise and fall of the indi- 
cators he has chosen, will be. 

Several of the 40 business indicators 
that Wright uses-~slab zinc shipments, 
wholesale prices of hogs, gum rosin, and 
inedible tallow—are of trivial import- 
ance in relation to broad economic 
developments. But Wright frankly 
selects them, not for their general eco- 
nomic significance, but for their con- 
sistent behavior during turns in the 
business cycle. 
¢ Difficult, But . . .—-The turn-spotting 
techniques are admittedly pom: de- 
vices. They are often difficult to inter- 
pret. When they show a downturn it’s 
often hard to know whether it’s to be 
a mild or severe one. And, when you 
allow time for gathering the necessary 
data, they usually give only a few 
months’ lead on cyclical turns. 

These are serious limitations. Never- 
theless, a man whose business lives or 
dies by his skill at anticipating major 
turns in the business cycle will ignore 
at his peril the signals he might get 
from these leading series devices. 


lll. Ranging the Field 


Test-tube or systematic forecasting is 
the classic strategy of economic analysis. 
The technique here is to discover endur- 
ing relationships among economic fac 
tors and apply them to situations in 
the past, present, or future. 

Analyzing the general business pic- 
ture and making quantitative estimates 
of what conditions may be like a year 
or more ahead requires all the theo- 
retical training, knowledge of institu 
tional and statistical facts, technical 
skill, and political insight that an econ- 
omist can command. 
¢ Aid for the Searchers—In dealing 
with comprehensive forecasting prob- 
lems, economists today have two tre- 
mendous advantages over those who 
worked 20 years ago. 

The first is economics’ own “unified 
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Why Granite City Steel is growing 3 times faster than the industry! 
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Close to customers...by truck, rail, 


From its modern mill near St. Louis, Granite City Steel 
moves sheet steel to customers by truck, by rail, by barge. 
This 3-way choice of carriers guarantees prompter, 
faster delivery to steel buyers in Middle America. 


Granite City Steel is located at the gateway to the West 

and Southwest, at the center of a network of highway, 

rail and waterway routes that also provide fast shipping 

lanes to the North and South. The on/y mill in this area 

offering you 77 years of specialization in quality flat- 

rolled steel and “next door neighbor” shipping speed, GRANITE city STEER COMPANY 
Granite City Steel is your logical source of sheet steel 

in Middle hibgsitien, Sales ollices in St. Louis, Kansas pi os STEEL PRODUCTS CO. 


City, Minneapolis, Memphis, Dallas, Houston, Tulsa. A subsidiary of Granite City Steel ¢ 





Borbe:-Greene Loaders require less horsepower, less maintenance and less operat- 
ing skill then any other method. They handle coal, aggregate ond other bulk 
meoterial at 3 cubic yards per minute, and snow at 7-11 cubic yards per minute. 


Fastest way to load trucks 
costs the least 


Barber-Greene Loaders provide an 
unmatched method for moving mate- 
rial from stockpile to truck. Designed 
to handle any free-flowing bulk mate- 
rial in one fast-moving stream, these 
loaders virtually eliminate costly 
truck-waiting boulenecks. Simple to 
operate, drivers can load their own 
trucks, or a single operator can keep 
a whole fleet on the move. 

Besides loading from stockpile, 
windrow or bank, Barber-Greene 


Loaders screen and strip topsoil. Eas- 
ily converted to snow-removal opera- 
tion, these versatile machines quickly 
clear streets, prevent traffic jams, 
keep businesses operating as usual — 
all at a new low operating cost. 

Backed by over a billion yards of 
loading experience, Barber-Greene 
Loaders represent the ultimate in low- 
cost, efficient handling of bulk ma- 
terials. For complete information 
without obligation, write... 


Barber-Greene 


Cc 


CONVEYOR DITCHER 
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“a 


economists today 
have two tremendous ad- 
vantages over those of 20 


44 


yeors ago... 
SPECIAL REPORT starts on p. 90 


field theory.” It’s the product of the 
Keynesian revolution (BW-Jan.8'55, 
Ee. Before John M. Keynes wrote 
ris “General Theory of Employment, 
Interest, and Money,” economic theory 
tended to be fragmented into separate 
theories of wages, money, foreign trade, 
and so on. None of these separate 
principles had much relationship to 
each other, Economists may argue how 
much of the Keynesian revolution is 
attributable to Keynes himself. But 
there can be little doubt that general 
comprehension of how all the ay of 
an economy mesh together has ad- 
vanced greatly since the mid-1930s. 

The second advantage is the system 
of national income accounts developed 
since the early 1930s by the Commerce 
Dept. and the National Bureau of Eco- 
nomic Research. These give the econo- 
mist a detailed and comprehensive 
picture of the national economy. 

From unified economic theory and 
national income accounting stem the 
two most important techniques for sys- 
tematic economic forecasting. 

The “lost horse” technique 
is the first. That, anyway, is how it 
was christened by Sidney Alexander, 
Columbia Broadcasting System econo- 
mist. He took the name from the old 
gag about how to find a lost horse. 
You do it by going to where the horse 
was last seen and asking vourself where 
you would go from there if you were 
a horse. 

When you take that theory off the 
farm and put it to work in general 
business forecasting, each component of 
the gross national product (consump- 
tion, expenditures, gross private domes- 
tic investment, net foreign investment, 
government purchases of goods and 
services) plays the part of the lost horse. 
The analyst first finds out where each 
of these was when last reported by the 
Commerce Dept.’s National Income 
Div. 

But how he answers the question of 
where each section of GNP is going 
depends on his skill, patience, insight, 
and information. 

An economist who wants to fake 
impressively can simply guess figures for 
each part of the coming years GNP. 
(Projecting gross private domestic in- 
vestment at $49.6-billion is obviously 
more impressive than projecting it at 
$50-billion.) If there were state licens- 
ing boards for economists, a forecaster 
caught doing this would be convicted 
of malpractice and sentenced to run 
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Hardware Mutuals Multi-Medical 
Plan has been available for over a 
year. Policyholders feel that it has 
met the test and supplied a very 
lefinite need. This plan has been 
accepted with enthusiasm by em- 
ployes as well as employers. 


— 


Extends coverage for both ordinary 
and prolonged medical expenses 


- 


Keeps premiums as low as possible 
by the use of a small deductible 
whereby the employe pays for the 
initial medical expenses 


a 


Allows the employe to be 4 co-in- 
surer and thereby share a nominal 
portion of his medical expenses with 
a resultant premium reduction 


a 


Does away with surgical schedules 


— 


Insures businesses in most states 
with as few as 10 or more employes 


GET THE FULL STORY OF 


Major-Medical Plas 


MAIL THIS COUPON NOW 





Hardware Mutuals. 


STEVENS POINT WISCONSIN 


Now offer their tested Multi-Medical Plan 


Major- 
Medical 
Plus- 


iT MEANS SOUND GROUP 
INSURANCE PROTECTION FOR 
YOU AND YOUR EMPLOVES 
AGAINST COSTLY HOSPITAL 
AND MEDICAL BILLS 


YOUR EMPLOYES WILL LIKE IT, TOO! 


Hardware Mutuals BW95 
200 Strongs Avenue 
Stevens Point, Wisconsin 


Send me Major-Medical Plus Literature 
NAME 


(Please Print) 
FIRM 
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AIR Parcel Post 
speeds arrival! 


# GETS ATTENTIOMI! Delivered 
direct to addressee’s door with- 
out on —and at no extra 
charge. Packages with familiar 

s stripes attract notice —are 


, 
, 
, 
, 
4 
f 
4 
f 


opened first. 


SAVES TIME! Goes coast to 
coast overnight — crosses 
oceans in hours, It's the eco- 
nomical fast way wo ship — 
especially for packages five 
pounds or less. 

SAFE, TOO! No beter way to 
send valuables — can In- 
sured or Registered; C. O. D. 
and Special Belivery. 


for more information and 


é certified letter-mall service 
y applies te Alr Mail tee. 


Advertisemen: by the Scheduled Airlines 
é a1 a public service for the U.S. Pout Office 


gp Lunt ¢ 


‘AIR Parcel Post 
and AIR Mail 


BA VA Ba BVM@ VMN@® VB BV Va BW BBA AWS 
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For angle-working, and figure-faking, and similar crimes obscene— 


to pay for his blooper 
he's put in a super 


and chained to the adding machine. 


a checkout register in a supermarket 
for the rest of his days. 

* Honesty’s Realm—But the honest 
economist will go deeply behind each 
component of GNP when he prepares 
his ieseait: He will study government 
plans and policies, analyze budget esti- 
mates, weigh the likelihood of the 
passage of important legislation and 
attempt to estimate the price tags the 
various bills will bear. 

He will look behind private invest- 
ment at the factors affecting the capital 
goods industries, study ratios of inven- 
tories to sales and of production to 
capacity. He will look at the factors 
that affect building construction, such 
as credit terms, availability of mortgage 
money, vacancy rates, rents, and price 
movements. He will measure his anal- 
ysis against the findings of capital 
spending surveys. 

He will try to gauge the effect of 
government fiscal policies on private 
investment and consumption, estimate 
the relationship between the growth of 
investment and consumption. Then he 
will see how money credit conditions 
may affect people’s spending or saving, 
their liquid assets, their supplies of 
durable goods. And he will measure 
this against the finding of consumer 
intention surveys. 

He must put all these parts together 
to make a whole—but he must also carry 
in his mind an image of how the whole 


will affect the parts. He will also have 
to sense how non-cconomic factors— 
like international relations and national 
elections—will affect the picture. 

¢ Endless Job—Since the task of pre- 
paring a forecast of the national econ 
omy can be almost endless, the econo- 
mist must figure out the point at which 
he has all the information he cas 
handle. But, at best, the time he has 
for these analyses is always pretty short, 
since he must base his forecasts on the 
most current information. If he takes 
too long, his facts grow cold. The 
best course for the forecaster is to stay 
at his task continuously, constantly 
modifying his forecast on the basis of 
new information. 

The only way to judge whether an 
economist has done a thorough sensitive 
forecast—or blooped his way through 
one—is to examine carefully the details 
of his analysis. Of course, a lost horse 
analysis depends a lot on the econo- 
mist’s subjective judgments about the 
data he receives and on his somewhat 
“artistic” perception of relations. So 
all of his analysis may not show on 


paper. 
IV. The Elegant Way 


A more rigorous way of tackling the 
problem of what will ha to the 
millions of factors and relations that 
make up the national economy is to 


BUSINESS WEEK © Sept. 24, 1955 





eco electrified 


concrete joist floors 


cost 19% less than 


cellular steel... 


provide outlets every @ feet along 
ducts ...in rigid structural concrete 


The end objective of any construction project can 
be posed by this simple question; “How can I build 
better at less cost?” There is a way, for business 
buildings—and that’s with R/C Duct Floors pro- 
vided by Ceco-Meyer Reinforced Concrete Joist 
Construction. Extensive use of automatic office ma- 
chines makes conveniently placed electrical outlets 
a necessity today. That's done best with R/C Duct 
Floors. For they provide a network of underfloor 
electrical ducts buried in rigid structural concrete. 
Capped outlets every two feet along the ducts are 
easy to open without drilling into the floor. They 
afford ample connections for all business machines, 
telephones and intercom . . . eliminate tangled ex- 
tension cords, And this is done at a saving, too, 
because studies prove R/C Duct Floors cost approx- 

Catritr Office Butiding, Washington, 0.C., where electrical flexibility is provided by R/C Duct Floors tormed imately 19% less than cellular steel floors, An ex- 

ee dee a Pn ey en a ek ample of this improved, less costly way of building 
is the Cafritz Office Building, Washington, D.C. 
Before building, consult Ceco Engineers in the pre- 
planning stage. They can show you how to save with 
rigid reinforced electrified concrete floors. ( ieee) 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 West 26th Street, Chicago 6, Illinois 


in construction products Ceco Engineering 
makes the big difference 


eeeeerereereer eee eee eee eee ee eee eeeeeeeeere 

. 
To: Coco Steel Products Corporation - 6601 W. 26th St., Chicago 60, |! 
Please send me informative book entitied, ‘Electrical Outlets Wherever 
You Need Them”. 


address 
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distribution ducts are buried in the monolithic structure! concrete. No additional fill of 


——— endintbel state 
Standard electrical 
expensive topping is needed. Electrical th are provided os close a6 every 2 feet slong the ducts, 
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It doesn't take a Sherlock Holmes 
to find out that... 


INSURED 
IN THE 
ATNA LIFE 








Approximately 3,500,000 employees in business and industry 
enjoy the protection of group life insurance issued by the Aitna 
Life Insurance Company. 


More and more of these employees are enjoying, too, the other 
Axna Life group plans which amplify and modernize the basic 
coverages. 


Up-to-date thinking and growing demand emphasize these: 


Paid-U p — which is group life insurance in its most perma- 
nent form. Aitna Life has over a billion in force under this 
plan. It is the promise of full and final ownership. 


Major Medical — which supplements, in a broad and liberal 
way, an existing plan of hospital, surgical, and related benefits. 


NEW: Aitna Life miniature plans, providing various packaged 
plans for companies with as few as ten employees. 


---~afll -.-------2--- 


GROUP DIVISION 


AINA LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


1144 Special Report 





“ _. to see if he has blooped 
his way through his fore- 
cast, examine the econo- 
mist’s analysis . . .” 

SPECIAL REPORT starts on p. 90 


build an econometric model of the 
economy. The method here is related 
to the lost-horse technique, but it’s 
a lot more elegant, for the practice 
of econometrics is one of blending 
economics, mathematics, and _ sta- 
tistics. 

¢ Step by Step—An economist starts to 
build a model by first selecting an 
economic theory, or set of theories, 
that he believes will take into account 
all the significant factors likely 
to affect the general business or par- 
ticular industry situation that he is 
forecasting. 

He translates the theory imto a set 
of mathematical equations (see illustra- 
tion, page 120) that make up his econo- 
metric model. The equations relate 
the factors he wants to discover (the de- 
pendent variables) to the factors he al- 
ready knows, or can estimate easily 
(the independent variables). These in 
dependent variables can be of two 
types: first, those that are historic 
facts, such as last year’s profits or in- 
ventory spending; and second, future 
elements, such as government spend- 
ing, that can be estimated from ad- 
vance information. 

The econometrician bases his fore 
cast on the past relations between the 
dependent and independent variables. 
He assumes that relations that were 
stable in the past will remain stable 
in the future. Of course, the relation 
between large economic aggregates, like 
consumption and income, won't be 
aoneeed stable. So the question the 
orecaster must first answer is: “Will 
they be stable enough, within some 
estimated range of probability, to be 
used for forecasting?” If it turns out 
that they aren’t stable enough for the 
job they're supposed to perform, the 
forecaster can assume that the theory 
behind his equations is not valid. Even 
then he has achieved something—and, 
in this way, econometrics can be a 
useful technique for junking false eco- 
nomic theories. 
¢ Not All Approve—Econometric mod- 
els come in for plenty of criticism from 
forecasters who stick to other tech- 
niques. 

One of the chief complaints against 
them is that they maké complex mathe- 
matical operations on data that is too 
rough to permit such manipulation. 
Stephen M. DuBrul, a General Motors 
economist, says that to apply intricate 
econometric techniques to the rough 
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Grumman Peconic River Plant in Calverton. Architects: Office of Alfred Easton Poor; consulting engineers: Seelye Stevenson 
Value and Knecht and Guy B. Panero; air-conditioning contractors: J. L. Murphy, Inc,—all of New York, N.Y, 


Grumman jets are made in a factory that “breathes” 


New Grumman aircraft plant is completely closed in and soundproofed. American 
Blower equipment is used to create a controlled, comfort-conditioned indoor climate. 


The new Peconic River Plant of the Grumman Air- 
craft Engineering Corporation, in Calverton, L.L., N.Y., 
is one of the first aircraft factories built solely for jet 
assembly and flight operations. 

A major designing problem was: how to eliminate 
the ear-splitting racket of jet engines starting up out- 
doors —highly distracting to employees involved in 
intricate manufacturing processes. 

The solution: soundproofing — including double- 
paned, sealed-shut windows. And this posed an air 
conditioning problem. For the factory, thus sound- 
proofed, was virtually airtight! 

lo circulate fresh, conditioned air in a continuous 
cycle — and to exhaust heat, fumes, and stale air —a 
comfort-conditioning system was installed that, in effect, 
resulted in a factory that “breathes”. . a system 
built around American Blower Supply and Exhaust 


Deadly Grumman Cougar thunders over 
Long Island in test flight. Noise of jet take 


offs dictated soundproof plant construction. American Blower 


Pleasant indoor climate for offices in ad 
ministration building 


Fans, Air Conditioning Units, Sprayed Coil Dehumidi- 
fiers, Heating and Cooling Coils, Vaneaxial Fans, Ven- 
turafin Unit Heaters, and neesessary accessories, ‘This 
gave the Peconic Plant complete humidity and tem- 
perature control, providing maximum working comfort 
and efficiency. 

American Blower engineers are familiar with the 
special air-handling and air-conditioning problems of 
many industries. For assistance or technical data, con 
tact our nearest U.S. or Canadian branch office. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 
Division of American Radiator & Standard Sanitary Corporation 


AMERICAN ® BLOWER 


Sixteen powerful American Blower Supply 


is created by using and Exhaust Pans circulate fresh outdoor 
Air-Conditioning Units. air; exhaust sale air in continuous cycle 





(Advertisement) 


ROOFING and SIDING 


ee i fos 


t 
NO PROTECTIVE PAINT will ever be needed on this 140,000 square foot building of 
The Marley Company at Louisville, Kentucky, because it is roofed and sided with “Century”’® 
Corrugated Asbestos-Cement Sheets, Designed and erected by: Metallic Building Company, 
Houston, Texas, Architects: Joseph & Joseph, Louisville, Kentucky. 


The Most Economical Roofing and Siding Material: 


“Century” Corrugated Asbestos-Cement Sheets 


Men who plan industrial construc- 
tion are fast recognizing the many 
cost-saving advantages of “Century” 
Corrugated Asbestos Sheets. Made 
permanent, highly fire- 
materials—asbestos fiber 
and portland cement—these sheets 
have remarkable strength, toughness, 
and density. They won't burn, rot, 
or corrode. Year after year, they'll 
withstand the ravages of weather, 
vermin, and insects—without ever 
needing protective painting. Rarely 
requiring maintenance, “Century” 
Corrugated Asbestos Sheets hold 
upkeep costs to the barest minimum. 


of two 
resistant 


e Low Application Costs—These sheets 
go on fast, are easily sawed, drilled, 
and fitted right on the job. 
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For additional information about 
“Century” Corrugated Asbestos 
Sheets, fill in the coupon, and 
mail it to: 


KEASBEY & MATTISON COMPANY 
Ambler, Pennsylvania 


in Canada: Atias Asbestos Company, Limited 
Montreal, Toronto, Winnipeg and Vancouver 


| Keesbey & Mattison Company 

| Ambler, Pennsylvania 

| Please send me details about “Century” Cor- 
| rugated Asbestos Sheets. 

















data that’s available is “gold-plating 
crowbars.”” 

Other charges leveled against econo- 
metric models are that they: 

¢ Are based on static, not dynamic, 
theories. 

¢ Deal in large, meaningless, catch- 
all concepts, such as consumption, in- 
stead of dealing with markets for spe- 
cific types of consumer goods and 
services. 

¢Imply an economy based on 
“economic man” and don’t allow for 
the often unpredictable reactions of 
people, which can make for big changes 
in an economy. 

But econometricians keep building 
their models and trying to improve 
them. They try to fit more factors into 
their figuring to overcome the com- 
plaints that their models are mechani- 
cally unsound and insensitive to social 
movements. 
¢ National Picture—There are plenty of 
econometric model-builders at work to 
handle this task of improvement. 

At Michigan University’s Research 
Seminar in Quantitative Economics, 
three econometricians, Lawrence Klein, 
Daniel Suits, and Arthur §. Gold- 
berger, have built a 25-equation model 
of the U.S. economy. They've been 
operating it for three vears and its 
forecasts for 1953 and 1954 came close 
to actuality. 

They don’t look on their model as a 
once-and-for-all job, but are continu- 
ously testing and strengthening it. 
When a forecast turns out to be of the 
mark, the Michigan group probes into 
the machinery of the model to find 
out just where the fault lies, changes 
the model to try to correct the mistake 
next time. And to make the model 
more realistic, the group is also makin 
intensive studies of particular sectors of 
the economy, including the construc- 
tion industry, foreign trade, agriculture, 
and the money market. 

Econometricians at other U.S. uni- 

versities are working on models of 
their own. The nation’s econometric 
capital has just shifted from Chicago 
to Yale University, with the migration 
there of the Cowles Commission for 
Economic Research. Along with the 
commission, the headquarters staff of 
the Econometrics Society shifted to 
Yale, too. 
* Models All Over—Abroad_ there’s 
plenty of research going on with the 
models. The Dutch, Norwegian, and 
Canadian governments are developing 
models of their own economies to 
help them with their econcmic policy- 
cain, 

The Dutch model has been operat- 
ing since 1952. Opinion among econ- 
omists in Holland is that the model 
has forecast the general direction of 
Dutch economic developments fairly 
accurately and that it has contributed 
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Through this f little hub . 


flows } one of humanity’s highest hopes 


A dreaded shadow lifts, and the clear light of 
science once again drives back the outer 
darkness. Such a great event, so close to a 
miracle, is often then beset with technical 
problems. How to bring it to the millions who 
anxiously await it? How to give it to them 
exactly as it should be given, with scientific 
precision, for greatest benefit? 

In this current contingency, one of man- 
kind’s oldest servants meets its opportunity 


to be of greatest service. That is why a 
special-shaped Bristol Brass rod is commonly 
used when forming the precisely dimen- 
sioned, tiny hub that is essential to effective 
administration. 

And in supplying special brass for this 
vital use, all our people here in the Bristol 


Mills are humbly grateful to have a part. 


THE BRISTOL BRASS CORPORATION 
Since 1850 
in Bristol, Connecticut 








ty SAVE MONEY ON FREIGHT 


SHIP BY BARGE 


to and from Gulf 


and Inland Ports 


Economical water transporiation 
may be an effective way for you to 
obtain lower delivered costs on 
shipments going to and from Gulf 
and inland ports. Coyle Lines 
serves ports on the Gulf Intra. 
coastal Waterways, Warrior and 
Tombigbee Rivers, and their con- 
necting waterways in Texas, Louisi- 


nesses and Cumberiend Rivers and 
their tributaries. 


Rate Inquiries are Invited. 
“The South's Most Advanced 
Barge Line” 


GENERAL orr $ 
0. Box ce 


how Ortonse 
aL (INCORPORATED 


Houston 2, Established 1865 


A BUSY MAN DESERVES an efficient, attractive office environment. And you 
will find such an environment in our Executive Office Group designed by 
George Nelson, You needn't give up shoe shines to afford it, either. 


an 


WERMAN bude FURNITURE COMPANY, ZEELAND, MICHIGAN 
At dealers or through architects and decorators at your near- 
by m Miller Showroom. Write Dept. BW-924 for free brochure. 
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“  .. industry's economists 


are getting into the model- 
building field . . .“ 
SPECIAL REPORT starts on p. 90 


to the molding of a more rational 
government economic policy. The 
model was put together by a noted 
Dutch economist, Jan Tinbergen. It 
was he who built the first econometric 
model of the U.S. economy for the 
League of Nations in 1939. 

Chief man working with the Nor- 
wegian model is Ragnar Frisch, to 
whom Harvard University has just 
awarded the first Schumpter Prize for 
“genius and leadership in the use of 
rigorous scientific methods in the social 
sciences.” Three research centers have 
a hand in the Norwegian model—Oslo 
University’s Institute of Economics, 
the Central Bureau of Siatistics, and 
the Finance Ministry's Budgets divi- 
sion. As of now, some 90 variables 
have been built into the model—and 
it’s still being tested. 

Lawrence Klein designed the econo- 
metric model that the Canadian gov- 
ernment is developing. It, too, is still 
in the experimental stage. The Cana- 
dian government plans eventually to 
use it for forecasting but this probably 
will not happen for several years. 
¢ Simpler for Business—Industry’s own 
economists are beginning to get into 
the model-building field. For industry's 
purposes the modeis have been simpli- 
fied. Management has found them use- 
ful for doing one of the principal jobs 
for which business is turning te econo- 
mists: helping guide planning for capi- 
tal spending and expansion programs 
(BY Mar, #°55, p66) by producing 
long-range projections of specific in- 
dustries’ places in the pational capacity, 

Some industry economists like Stand 
ard Oil Co. of New Jersey's Cecil 
Burrell, Allied Chemical & Dye Corp.’s 
Avram Kisselgoff, CBS’s Sidney Alex- 
ander, and Ford’s William Flaherty be- 
lieve econometric models will in time 
prove of great value to business as well 
as government. They say the models 
provide the best technique yet de- 
veloped for organizing massive and 
complex statistical data, for cumulating 
knowledge and profiting from past errors 
and successes, and for systematizing the 
whole forecasting process. 


it's All Your Bet 


Each of the forecasting techniques 
set forth in this report (and the many 
variant methods) has its weaknesses and 
disadvantages for dealing with particular 
problems of economic prediction. So 
it would be foolish for a businessman or 
an economist to bet his future on one 
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These Balinese belles learned the basic principle of materials 
handling years ago . . . they use their heads instead of their hands! 
Industry, too, is using “headwork” instead of “handwork’”’ to 
speed materials through production or processing. They have long 
known that taking the hands out of handling by using conveyors, 
increases plant efficiency and lowers cost. 

And for most effective, profitable results, there’s another brand 
of “headwork”’ at your service . . . the skilled know-how of Chain 
Belt Field Sales Engineers. They’re ready to work with you... 
help you select and apply the right conveyor chain, bucket eleva- 
tor, belt conveyor and components to transform your nonproduc- 
tive handling to profitable productive time. 

Why not have a Chain Belt Field Sales Engineer review vour 
materials handling problems or your power transmission needs? 
You'll find his “headwork” a big help in reducing costs : 
improving efficiency. Write CHAIN Belt Company, 4726 W. 
Greenfield Ave., Milwaukee, 1, Wis. 


<n ~—- as 
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A Rex TableTop® Chain Conveyor efficiently han- 
dles metal parts, 


Industry looks to CHAI “Sel BELT COMPANY 





¢ Bulk Handling Conveyors «¢ Construction 


‘i Drive and Conveyor Chains ¢ Sprockets 
Machinery ¢ Water and Waste Treatment Equipment «+ Self-Aligning Roller Bearings 





method to the exclusion of others. * Quick Selection—If there's neither them ecasily—by working on the prin- 
Each is useful for confirming or the time nor the resources for a busi- ciple that the method that gives him 
refuting the picture that’s revealed by nessman to use all the techniques his answer most simply is the best one. 
ds. simultaneously, he can choose among If his business is to supply whoosies 


other meth« 





The Jynior EConometricial’s Wor, Kit. 


DIRECTIONS: 

1. Make up a theory. You might theorize, for 
instance, that (1) next year’s consumption will de- 
pend on next year's national income; (2) next year's 
investment will depend on this year's profits; (3) tax 
receipts will depend on future Gross National Prod- 

& OH), uct. (4) GNP is the sum of consumption, investment, 
and government expenditures. (5) National income 
Predict the U.S. Economy for 1956. equals GNP minus taxes. 


; : 2. Use symbols for words. Call consumption, 
Build Your Own Forecasting Model. i ceeashicedan’ ebedabiniah bs eanailaniente 


profits, P_,; tax receipts, T; Gross National Product, 
G; government expenditures, E. 

3. Translate your theories into mathe- 
matical equations: 

(1) C= a¥+b 14) G=C+I+E 
(2) |= cP, +d (5) Y=G-T 
(3) T= eG 

This is your forecasting model, The smoll letters, 
a, b, ¢, d, e, are the constants that make things come 
out even. For instance, if horses (H) have four legs 
(L), then L = oH; or L = 4H, This can be important 
in the blacksmith business. 

4. Calculate the constants. Look up past years” 
statistics on consumption, income, and so on. From 
these find valves for a, b, c, d, and e that make your 
equation come out fairly correct. 

5. Now you're ready to forecast. Start by 
forecasting investment from this year's profits. Look 
up the current rate of corporate profits — it’s around 
$42-billion. The model won't tell what federal, state, 
and local governments will spend next year — that's 
politics. But we can estimate it from present budget 
information — it looks like around $75-billion. 

6. Put all available figures into your model. 
(We've put in the constants for you.) 

(1) C=.7¥ + 40 (4) G=C+1+475 
(2) |= .9 x 42 +20 (5) Y=G-T 
(3) T= .2G 

7. Solve the equations. You want values of C, 
1, T, G, Y. Hints: Do them in this order — (2), (1), (4), 
(3), (5). In solving (1), remember that | and E are 
both part of G, Y = G —T, and T = .2G. 

8. Results. (See if yours are the same.) For 1956, 
consumption will be $260.0-billion; investment, 
$57.8-billion; GNP, $392.8-billion; tax receipts, 
$78.6-billion; national income, $314.2-billion. These 
results are guaranteed — provided that the theories 
on which they're based are valid. 
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The day Zenith 


Back in early 1953, Zenith was about to 
market a new and revolutionary hear- 
ing aid which featured transistors in- 
stead of bulky vacuum tubes. These 
tiny transistors —the “powerhouses”’ of 
electronics—slashed battery operating 
costs, required only one battery instead 
of two, and promised a much longer life. 


We ordered ovr transistors from a 
large electronics supplier and installed 
them in a pilot run of our tiny new hear 
ing aids. Then, in line with our policy of 
double testing every Zenith product, both 
civilian and military, we sent the aids to 
our laboratory—“Phase One” in our 
testing procedure. They passed with 
flying colors. 


Then, even though competitive mod- 
els were now being offered for sale, we 
submitted our new hearing aids for field 
and life testing, “Phase Two” of the 
rigorous test series through which all 
new Zenith models must pass. 


This field and life testing was done by 
a selected group of hard-of-hearing phy- 
sicians, scientists and other qualified 
hearing aid users who tested the new 
product in everyday use, under every 
possible condition! Their reaction was 


refused to fill thousands of orders 





so enthusiastic that we tooled up, built 
an inventory, and planned to hit the 
market on April 6, 1953. 


Then it happened. The transistors in 
the new hearing aids began to fail due to 
a complication that could only be dis 
covered by prolonged actual use! 


This, at a moment when production 
lines were running at full speed 
when a gigantic advertising program 
was ready to be launched when 
dealers were shouting for shipments 
when consumers by the thousands were 
begging for new hearing aids! 


In the face of all this, we called the 
whole thing off. 


We refused to fill thousands of orders 
that had already poured in. We refused 
to give our customers a hearing aid that 
might fail when it was needed most. We 
urged people to continue buying the 
reliable vacuum tube model until tran 
sistors were perfected. 


And perfected they finally were. After 
again assembling the new transistor 
hearing aids... after again testing them 
in the laboratory and in the field, Zenith 
finally offered them to the public in 


November, 1953. At long last, here was 
a transistor hearing aid which would not 
fail those who depended upon it... a 
new, quality hearing aid which had 
finally earned the right to bear the 
Zenith insignia. 


This story is just one more example of Zenith's 
insistence upon testing, re-testing, and abso- 
lute perfection. It is one reason why Zenith 
is called upon so frequently by the Govern- 
ment to turn out always-dependable weap- 
ons of defense. Our 36 years of specializa 
tion in radionics has created a Pledge of 
Quality which remains inviolate: always the 
best of everything in everything that 
Zenith makes. 
“ie 
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The royalty of TELEVISION ona RADIO 


ALSO MAKERS OF FINE HEARING AIDS 


Zenith Radio Corporation « Chicago 39, Iilinols 


ZENITH, backed by 36 yeors of specialization in radionics, serves America with a STRONGER DEFENSE AND A BETTER WAY OF LIVING 





- MODERNEASE- 


CHAIRS 





Secretarial 
choirs 


cholve 





Executive 
chairs 


Conterence 
Room 
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Newest addition to America’s fastest 
growing line of quality office furniture 


You'll offer an Invincible Modernease chair to 
any caller with pride... you'll sit in yours in 
matchless new comfort. Modernease chairs are 
handsomely styled to complement famous 
Modernaire desks and Modernette wall units. 
They're comfort-engineered for restful seating 
throughout your business day. See the new 
Modernease chairs at your dealer’s today. 


Set the pace 
for better business living 


INVINCIBLE 


METAL FURNITURE COMPANY 
MANITOWOC, WISCONSIN 


in Coneda, A. &. Davey Compony Utd., Fectory 
Reger ive, 175 Bedford Read, Terente 5, Ontarie 
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“  . . @ businessman is a 


sucker if he doesn’t try to 
get the best odds . . .” 


SPECIAL REPORT starts on p. 90 


for General Motors, and for General 
Motors alone, the obvious way to get 
a forecast is for him to ask General 
Motors how many whoosies it thinks 
it will need. 

If he’s making a product, like color 
television, that’s new and has a market 
that doesn’t correlate well with any 
broad economic movements, it probably 
makes more sense for him to forecast 
his business from what his salesmen or 
his market research outfit can tell him, 
rather than to expect his economist to 
give him a firm answer. 

On the other hand, if a businessman 
has an inventory, production, or long- 
run demand problem, and if the move- 
ments of a dozen or more factors can 
affect his future, the job of forecasting 
may call for some high-class economic 
analysis—either by the company’s own 
economic staff or by an outside con- 
sultant. 
¢Man With the Chips—But ulti- 
mately, every businessman must be his 
own forecaster. He's the one who 
makes the decisions. And his decisions 
must be based on his own final fore- 
casts. His decisions will show the 
extent to which he has accepted or re- 
jected—or ignored or misunderstood— 
the forecasts prepared for him by 
others. 

The ancient folk saying that “busi- 
ness is a gamble” still hasn't lost. its 

rofundity. But a man is a sucker if 
Ke doesn't try to get the best odds in 


that gamble. 

His odds must improve if he acts on 
the basis of full information, knowledge 
of the movements of economic indi- 
cators, and careful analyses of how 
changes in the big economic picture 
may affect his business. 





REPRINTS AVAILABLE 


Single copies of this article will 
be available in about four weeks 
to pusiness week subscribers 
upon request without charge. 
Other copies wili be billed at the 
following rates: | to 10 copies, 
50¢ each; 11-100 copies, 40¢; 101- 
1,000 copies, 30¢; over 1,000, 
20¢. Address orders for reprints 
to Reprint Dept., Business Week, 
330 West 42nd Street, New York 
36, N. Y 
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Working for you everywhere — 


Little biack blocks... called brushes 


You wouldn’t touch an object spinning around at thou- 
sands of revolutions per minute. But just such a contact 
is necessary to transfer electricity between the moving 
and the stationary parts of electric motors that serve 
us all. 


HOW DOES ELECTRICITY bridge the gap? Through 
little blocks of carbon or graphite called brushes. 

Nearly 500 brushes, each the size of a pack of cards, 
are in a diesel-electric locomotive, while a tiny pair of 
brushes, hardly the size of a pencil eraser, do the job 
in your vacuum cleaner, 


WHY BRUSHES OF CARBON or graphite? Because 
they are excellent conductors of electricity and are de- 
pendable and long-lasting, despite constant pressure 


against moving parts. 


NATIONAL Carbons ELeEcTROMET Alloys and Metals 
ACHESON Electrodes LINDE Silicones 
EveReady Flashlights and Batteries 


HAYNES STELLITE Alloys 
Dynel Textile Fibers 
BAKELITE, VINYLITE, and KREeNne Plastics 


NEARLY 60 YEARS AGO, the people of I nion Carbide 
began making carbon brushes. Today, UCC makes mil- 
lions of brushes each year, in thousands of different 
sizes and types. Wherever electricity is generated and 
used — on, above, or beneath the earth and water 
these brushes are at work, your dependable, seldom-seen 
servants. 

pret: Learn how ALLOYS, CARBONS, GASES, CHEMICALS, and 
PLASTICS improve many things that you use. Ask jor “Products 
and Processes” booklet G. 


. ‘ (" 
Unton CARBIDE 
AND CARBON CORPORATION 
30 EAST 42ND STREET UCC) NEW YORK 17, N.Y 


In Canada: UNION CAnBipe CANADA LIMITED 


UCC’s Trade-marked Products include 


PRESTONE Anti-Freeze Linpe Oxygen 
Prest-O-Lite Acetylene 


SYNTHETIC ORGANIC CHEMICALS 


PyYRorax Gas UNION Carbide 








ee 
%. 


Selection of wire for torque bars 
starts with testing for stress-strain 
characteristics. 





% 


Torque bars, made from high quality oil tempered spring wire, must meet Compression springs of .177-inch 

exacting test requirements before they are shipped for installation in auto- diameter oil tempered spring wire are 

mobiles to raise trunk lids. individually load tested on Toledo 
scales for precision accuracy. 


Steel Bars With A 400-Pound Kick 


How Precision Spring Corporation counts on uniform quality in Pittsburgh 
Steel's wire to produce millions of springs that do not fail in service. 


The hottest new development in torque bar is its simplicity. Compared 400 inch-pounds. And it can do 
steel springs these days is the to coil springs, it relies less on design this yvear-in and year-out for 
torque bar. and more heavily on the inherent longer than the useful life of your 


qualities of the steel from which it car. 
Already in widespread use as the ad 
= mace You can easily see, therefore, how 


the choice of steel wire for torque bars 
is an important one. Here’s how Pre- 
cision Spring Corporation of Detroit 
makes its selection 


mechanical storehouse of energy that 
helps lift the lid on your automobile The steel quality required is 
trunk, you can look for it to start indicated by the fact that a fin- 
showing up in an increasing variety ished torque bar, 43-inches long 
of applications—in machinery, appli- and weighing only 1'< pounds, 
ances, and elsewhere can give your trunk lid an up- The bar for an auto trunk lid is 

Key element in the success of the ward flip with a force of nearly made from .343-inch diameter high 








carbon oil tempered spring wire hav- 
ing a tensile strength of approximately 
200,000 psi and a yield strength of 
not less than 150,000 psi. This wire 
arrives from the mills of expert wire 
producers such as Pittsburgh Steel 
Company. 

Selected samples are placed in a 
Tinius-Olsen Super “‘L”’ tensile tester. 
Stress-strain characteristics of the 
wire—its tensile strength, elastic 
limit, and yield strength—are elec- 
tronically charted on a graph. 

The correlation of these character- 
istics shows when the wire begins to 
take a set. Reduction in area of cross 
section measured at the break indi- 
cates that the wire is not too stiff 
and brittle for proper forming. 

These tests assure Precision Spring 
that the wire will meet the require- 
ments for torque bars before produc- 
tion starts. Once the wire is in produc- 
tion, Precision counts on consistent 
uniformity throughout the shipment 
to provide long trouble-free runs. 


In forming the bar, it is given 
a total of 11 bends. Five of these 
are 90 degree bends on a radius 
less than the diameter of the wire. 
So you can see that this wire must 
have formability. At the same 
time, it must retain its springiness. 


Finished bars are tested on special 
equipment. On this particular torque 
bar, a maximum torque load of be- 
tween 720 and 900-inch pounds is sus- 
pended from the bar for 24 hours. 
Then the bar is tested for a working 
torque load of between 320 and 397- 
inch pounds to make certain it will 
not take a set or fail in service. 

If every bar were tested, however, 
costs would be prohibitive. Again, 
Precision must depend on uniformity 
in the wire it receives from Pittsburgh 
Steel. The sample selected must give 
a true indication of the performance 
that can be expected for all torque 
bars produced from the wire shipment. 

This reliance on uniformity is not 
confined to production of torque bars 
alone. Precision Spring specializes in 
the tough jobs for automotive and 
other industrial spring users. It makes 
compression, extension, and torsion 
springs in an almost infinite variety 
of designs and sizes—on high-speed 
equipment geared to turn them out 
by the millions. 

On any production run, variations 
in uniformity of the wire within a coil 
or from coil to coil will cause produc- 


Tension springs produced on this Torrington No. 4 automatic coiler, are 
made from .207-inch diameter oil tempered spring wire. The operator spot 


checks a spring for proper tension. 


tion interruptions. Beyond that, it re- 
sults in costly inspection procedures 
to make sure all springs measure up 
to requirements. 


So Precision expects uniform- 
ity within the specification range 
from one end of a coil of wire to 
the other, and within each ship- 
ment of coils. That’s what it gets 
in the spring wire it receives from 
Pittsburgh Steel Company, as 
proved by the fact that less than 
one spring in a million ever fails 
or breaks in actual field service. 


Why not help lower your costs and 
assure the quality of your wire prod- 
ucts by taking advantage of the know- 
how and modernized wire making fa- 
cilities at Pittsburgh Steel Company? 
Its range includes: bright basic wire; 
low, medium and high carbon wire; 


all types of annealed wire; ACSR core 
wire; cold heading wire; oil tempered 
and MB hard drawn spring wire; and 
shaped wire. 

This is supplemented by the range 
of fine wire specialties produced on 
up-to-date facilities of the subsidiary 
Johnson Steel & Wire Company, in- 
cluding: aircraft cord wire, armature 
binding wire, wire for brushes, metal 
stitching, hose reinforcement, stapling 
wire, bobby pin wire, tire bead wire, 
rope wire, oil tempered and MB hard 
drawn spring wire in smaller sizes, 
and music spring wire right down to 
sizes as fine as a human hair 


Call our closest district office 
today for prompt, personal atten- 
tion that will give you the kind 
of wire you need, when and 
where you want it. 


“Everything New Cut “he Hame” 


Pittsburgh Steel Company 


Grant Building ° 


Pittsburgh 30, Pa. 
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DISTRICT SALES OFFICES: Atlanta « Chicago @¢ Cleveland © Columbus © Dallas 
Dayton © Detroit ¢ Houston @ Los Angeles © New York © Philadelphia © Pittsburgh 


Son Francisco @ Tulsa © Warren, Ohio 


PLANTS: Monessen, Po. © Allenport, Pa 


Akron @ Los Angeles © Unionville, Conn. © Warren, Ohio © Worcester, Moss 








DEPARTURES OF TOMORROW 
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TOMORROW: You dictate! The machine types and hustles your letters to the mail. Electronics does it all. 


Think of dashing through your correspondence with this imaginary scribel 


It converts your voice into electronic impulses which type, micro-record, fold, 





insert, seal, address and stamp letters almost as fast as you can dictate! 





It's just a notion now! But when some foresighted engineer works it out, 
you can bet New Departure will be called in to design the right ball bearings 
to keep these intricate parts working smoothly. New Departure works with 
engineers right from the planning stage to develop the exact bearing for 


even the newest departure in design. 


Whether you're planning a new product or redesigning an old one, call 
on New Departure. You'll benefit from a half-century of experience. 


NEW DEPARTURE v N « ENE MOTORS «© 6ST CONNECTI 


TODAY: im dictating instruments, New Departure 
ball bearings contribute to compactness of design 
and operating efficiency. They hold moving parts in 
alignmert reduce wear require no upkeep. 





In Washington 


ODM Resumes Fast Write-Offs 
But Not for Steel Industry 


The inter-agency Defense Mobilization Board has turned down 
the steel industry's plea for five-year write-offs on proposed plant 
expansion amounting to more than $1.1-billion. 

Steel producers had applied for additional write-offs on more 
than 60 new projects, even though the government's expansion 
goal on steel ingot capacity has been closed for more than a year 

However, the Office of Defense Mobilization has O.K.'d 
resumption of tast write-offs for some 32 industries. ODM made 
up its new list after the whole five-year amortization program 
had been suspended last month. The idea then was to turn off 
amortization for all except those Companies whose products or 
services are directly used by the military. 

Now a dozen or so “defense-related” industries—not directly 
tied to arms or atomic output—are eligible for the coveted certi- 
ficates of necessity. Among them: petroleum refining, electric 
power, glycerin, pipelines, ocean tankers, commercial aircraft 

But there are some restrictions: 

* Deadline for new applications for electric power and freight 
cars is Dec, 31, 1955. 

¢ Amortization will be given petroleum refiners only until 
another 250,000 bbl. per day is added to capacity. 

The hold-down on grants for five-year write-offs is part of the 
Administration's drive to balance the budget. 


Cities Get Federal Money 
To Plan for H-Bomb Attacks 


Fifteen cities are getting federal grants to plan for survival 
in case of an H-bomb attack. 

At the Administration’s request, Congress voted $10-million 
last session to help discover what we are up against, to run 
proposed plans through a test evacuation. Cities in line for grants 
include Washington, Baltimore, New York, Philadelphia, Chicago, 
Boston, Cleveland, Detroit, Milwaukee, St. Louis, Houston, 
Atlanta, Los Angeles, San Francisco-Oakland, and Denver. 

Cities will use the money to hire engineers to study popula- 
tion, communications, transportation, traffic control, coordination 
of public jurisdictions, shelter availability, and like problems. 

Test evacuations are expected by next summer. Idea is to show 
up weaknesses, as in other evacuation tests so far. 


New Security Regulations 
Warn Contractors on Helpful Data 


The ruckus over government censorship of non-secret defense 
information has been stirred up again (BW—Jul.9'55,p68). Last 
week, a 23-page industrial security regulation, which was issued 
orginally by the Defense Dept. in January, was made official by 
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Are you 
Building 2 
Remodeling ? 


e HEATING 
e COOLING 


DOUBLE WINDOW UNITS 
Are of extruded aluminum engineered 
to meet the special of pro- 
tection from heat, dust and noise, 
yet provide any needed amount of 
ventilation by adj of the sash. 
Cees ye c aoe from inside, 

are stori ‘oO painting or 
puttying for a lifetione of use. Avail 
able in double horizontal sliding; 
double, double hung and matching 
picture wi 


Widely used in: 
homes « apartments ¢ hospitals 
¢ office buildings « dormitories 


WRITE TODAY POR FREE 
DESCRIPTIVE LITERATURE ON 


eee 


Government 
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on Western Products heating 
and circulating fuel oi! units 


Because of their dependable. trouble-free operation, Viking Pumps 

were choser as standard equipment on the packaged units of West- 

ern Products Inc. of New Castle. indiana and Chicago, Illinois. With 

positive actioh. they pump 300 gations an hour of Bunker C fuel out 

'emperatures range Irom 125 to 280 degrees F 

When vou, too, want positive dependable pumping, specify Viking. 
To start send today lor bulletin series 55S 


VIKING PUMP COMPANY Cedar Falls, lowa 


in Canada ts ‘ROTO-KING 


THE ORIGINAL “GEAR. WITHIN-A-GEAR' ROTARY PUMP 





this time-study saves you money! 


* 
Actual time studies taken in 
hundreds of businesses show that 
an average of 18 seconds is 


required to make an “inside” 
speech contact through the 
switchboard. With AMPLICALL 
—your own “‘clear line” 
internal communication system 
—you get 2-second speech 
contact within and between 
departments. AMPLICALL frees 
busy switchboards for 
important outside calls —kee 
personnel on the job, keeps talk 
terse—saves hours each day for 
the average business. AMPLICALL 
saves you money—pays for 
itself. There is a system 
to fit your special needs. 
Get the full facts today! 
fLectTRownic 


AIMPLICALL 


INTERCOMMUNICATION 


RAULAND-BORG CORPORATION 
3515-R Addison &., Chicago 18, lilineis 


() Send complete details on AMPLICALL. 


BUSINESSES 
SAVE HOURS 
EACH DAY 
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publication in the Federal Register 

The government warns contractors 
to use “considerable caution” in 
releasing news of defense work, speci- 
fically so-called “strategic” informa- 
tion. ‘That's data not important 
enough to be classified but which 
military officials consider possibly 
useful to a potential enemy. 

Last year, before the regulation was 
originally issued, the Defense Dept. 
told contractors that “official repre- 
sentatives of Sovict-bloc missions in 
the U.S. are active throughout the 
country in attempting to obtain 
various types of unclassified informa- 
tion which have military intelligence 
value.” 

Among the types of information 
cited: industrial brochures and cata 
logs, production charts, blueprints 
and layouts, technical and research 
reports, acrial photographs. 

The regulation is in line with a 
deem Pentagon campaign. To 

/ashington newsmen looking for a 
more liberal policy on dissemination 
of defense news—on the heels of the 
Geneva conference, and the general 
casing of international tensions— 
the regulation’s publication came as 
a disappointing blow. 


Doubt Salk Vaccine Program 
Can Meet Christmas Target 


The U.S. Public Health Service 
is registering some doubts about 
whether all children in the age group 
most susceptible to polio (ages 5 
through 9) can be given Salk vaccine 
before Christmas 

Three of the six vaccine producers 
—Parke, Davis & Co. Sharp & 
Dohme Div. of Merck & Co., Inc., 
Laboratories—have yet 
to get any batches of their vaccine 
cleared under the higher safety stand 
ards that the Public Health Service 
set in May. The Christmas deadline 
could hardly be met without some 
production from these makers. 

Public Health last week allocated 
2.8-million doses for the vaccination 
programs of the National Founda 
tion for Infantile Paralysis and of the 
states and territories. Under the cur- 
rent distribution setup, the Founda- 
tion gets first option on all vaccine 
produced for its program, which 
covers first- and second-grade stu- 
dents. Remainder is allocated to the 
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How this 


INLESS STEEL 
WIRE CONE 


makes the 
cream line vanish 





@ All of the cream that used to rise to the top of a bottle 
of milk is still there. But now you can’t see it. Homogen- 
izing has permanently blended the cream into the milk. 


The heart of a homogenizer is a porous cone formed of 
crimped stainless steel wire through which the milk is 
forced at high pressure. 


Ordinary wire couldn’t take the combination of tight 
crimping and severe forming without fracturing. And 


it was too unstable to avoid matting and distortion 
under the processing pressure. 


National-Standard research teams solved each of these 
problems so that the dairy industry could have better 
homogenizing equipment. And we stand ready at all 
times to work on any problem that will give you better 
and more versatile products made from wire, wire cloth 
or steel strip. Call us and see. 


NATIONAL-STANDARD COMPANY «+ WNILES, MICHIGAN 
Tire Wire, Stainless, Fabricated Braids and Tape 

ATHENIA STEEL DIVISION + CLIFTON, WN. J, 

Fiat, High Carbon, Cold Rolled Spring Stee! 

REYNOLDS WIRE DIVISION + DIXON, ILLINOIS 

industrial Wire Cloth 

WAGNER LITHO MACHINERY DIVISION + JERSEY CITY, WN. J. 
Special Machinery for Metal Decorating 
WORCESTER WIRE WORKS DIVISION «+ 
Round ond Shaped Stee! Wire, Smoll Sizes 


WORCESTER, MASS. 
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BROWNHOIST 


A long series of basic improvements . . . patient 
development of construction techniques . . . priceless 
experience in solving the heavy materials handling 
problems of steel mills, railroads and scrapyards .. . these 
pd are the rich ingredients which have given potency 
to the name *BROWNHOIST”. . . that have established 
Pid, ha Brownhoist Cranes in long-term leadership. 
Each and every BROWNHOIST DIESEL ELECTRIC CRANE 
operates with magnet, hook, or bucket, and 
is equally efficient as a switch engine or a crane. 


These rugged cranes are available in capacities from 
25 to 100 tons. For complete information consult 
your nearest Brownhoist representative, or write us today. 


INDUSTRIAL BROWNHOIST CORPORATION 


BAY CITY, MICHIGAN 


Hyria Foundry Division 
"gra Be sais ot eke / 


DISTRICT OFFICES: New York, Philadelphia, Cleveland, 
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states on the basis of the number of 
unvaccinated 5- to 9-year-olds. Each 
state decides how much of its alloca- 
tion will go to doctors and how 
much will be distributed by public 
agencies. 


Supreme Court Goes 
On Five-Day Week 


The U.S. Supreme Court is going 
on a five-day work schedule. Since 
1898, the nine justices have heard 
oral arguments five days a week, then 
met on Saturdays to discuss and 
decide cases. When the fall term 
of court opens on Oct. 10, arguments 
will be scheduled only four days a 
week, with the conference sessions 
to be held each Friday. 

It promises to be an important ses- 
sion of the court. Among outstand- 
ing cases up for decision will be: 

¢The du Pont-General Motors 
antitrust case, on appeal by the 
government, which lost its split-up 
suit last year. This is probably the 
biggest, most exciting business case 
the court will have to handle. The 
government, in effect, wants the high 
court to reinstate its charges that 
du Pont has working control of GM 

¢A Communist Party challenge to 
the 1950 Subversive Control Act. 
The party has been ordered to dis 
close its membership and to register 
as a foreign-dominated organization 

*Several key ‘Taft-Hartley labor 
issues. Probably the most significant 
is the issue of when workers have a 
right to strike 


Speak Up for Roads, 


Pres. Eisenhower Urges 


Pres. Eisenhower is keeping the 
heat on for his pet idea—a_ nation- 
wide network of superkighways. 

In a message to the American 
Automobile Assn. convention in 
Washington this week, Eisenhower 
told the delegates to “speak up again 
and again for prompt [congressional] 
action.” The message is designed to 
help stir up the public opinion 
that the Administration hopes will 
put the idea across. Lobbyists tor- 
=e new roads legislation in the 

st session. 
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Biggest’ Crop’ of Babies Kver... 


and it’s going to take bigger crops to feed them! 


HOW LION FERTILIZERS ARE HELPING 
SOLVE THE FOOD PROBLEM 


In 1954, births in the United States totaled approxi- 
mately four million—the highest figure ever recorded 
in the nation for a single year. 


America’s population is increasing at an astounding 
rate, but there is a continuing decline in agricultural 
workers and in the amount of new land which might be 
used for agricultural purposes. As these trends 
undoubtedly will continue, the experts foresee the time 
when assuring an adequate food supply for all will be a 
grave and compelling problem. Fortunately, they have 
the answer—the fertility of available farm lands must 
be increased and maintained through the use of enor- 
mous supplies of vital plant foods. 


Y 
KEEP Our EYE ON 


LION OIL 


EL DORADO 


A Leader in the Exciting New Field of Petro-Chemistry . . . 
and Chemical Products for Transportation, Industry and Agriculture. . 


Already, Lion has assumed a leading role in preparing 
for that future. In the past year, the volume of fertilizer 
materials produced by Lion was increased by more than 
50 per cent when the new Barton Chemical Plant was 
put “on stream’ near New Orleans, augmenting the 
large-volume production of Lion’s giant El Dorado, 
Arkansas, petro-chemical plant. 


Today, with two vast chemical plants operating around- 
the-clock, Lion is the world’s largest manufacturer of 
prilled ammonium nitrate. The Company also 
produces sulphate of ammonia, a variety of useful nitro- 
genous solutions, and anhydrous ammonia—providing 
farmers a dependable source for the most popular and 


economical forms of nitrogen fertilizer materials. 
. and Lion is helping 


America’s future is in its soil. . 
make sure that future is bright. 


* 22s COMPANY 


ARKANSAS 


Producer of More Than 70 Petroleum 
.and More To Come. 





EXECUTIVE'S CHOICE! 


“Ne matter how many pencils my 
secretary sharpens at the beginning 
of the day, I always find a use for 
my Premier Portable. Goeod-look- 
ing, too. And that Twenty-O0-Two 
Stapler makes a fine desk-mate 
for itt” 


O} course, he selects — 


APSCO—AMERICA’S CHOICE! 


roducts inc. 
9855 ©. Pico Blvd, 
Los Angeles, California 


The MELANGE $10 


A taste medley of 15 delicacies im- 
ported from 7 countries, packaged 
in a metal rimmed, ceramic bottom 
basket from West Germany that is a 
decorator's find. $10-pestpaid in U.S. 
A thrilling gift or your money back! 
FREE CATALOG ON REQUEST. 
Diner's Club charge accounts, Othera 
invited. Send check or M.O. Save 
C.O.D. charges. 

BONNE CHOSE Dept. Bows 
1199 Broad Street, Newark, N. 
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The Catch in Oil Import 


@ Flemming, prodded by independents, coal indus- 
try, and senators, demands cutback—or else. 


@ But it’s not that simple. No matter how the limits 
are applied, somebody will get hurt. 


@ Even voluntary action might get in trouble. 


Last week Defense Mobilizer Arthur 
S. Flemming issued an ultimatum to 18 
oil importing companies: Cut oil im- 
ports voluntarily, or face government 
action to force a cutback (BW—Sep.17 
"55,p34). The ODM chief gave im- 
porters just one week to come up with 
a workable voluntary solution. 

Independent (non-importing) oil pro- 
ducers are jubilant over Flemming’s ac- 
tion. Their own production has been 
held down by rising imports, and they 
have been trying for yeurs to get some 
sort of limit on inflowing oil. When 
calls for “business statesmanship” failed, 
they turned to the government for help. 
¢ Same Ratio—The first semi-official 
recognition of their stand came last 
February, when the President's Cabi- 
net Committee on Energy Supplies and 
Resources Policy ncumecatal Gat in 
the interest of national security, oil im- 
ports should not “significantly” exceed 
the ratio to domestic production that 
they held in 1954 

Then, when Congress passed its new 
foreign trade bill—the Trade Agree- 
ments Extension Act of 1955—last June, 
it incorporated machinery whereby any 
commodity could appeal for relief if 
imports were endangering the national 
security. As soon as the trade bill was 
passed, the Texas Independent Produc- 
ers & Royalty Owners Assn.—a group 
of independents—pointed to the Cabi- 
net committee yardstick for imports, 
told Flemming that imports oes = ex- 
ceeded this standard, and that the 
new machinery should be put into 
motion. 

There was little doubt that they 
meant business. Political pressure 
mounted as 27 senators from oil and 
coal-producing states demanded that 
Flemming tel what he was doing to 
meet his responsibilities. The senators 
threatened new legislation next year un- 
less imports were cut back. 

So Flemming wrote the 18 importing 
companies on Aug. 5, asking for infor- 
mation on past imports and an outline 
of their plans through June, 1956. Re- 
~ were in Aug. 19; he and his staff 

ave been poring over them since then. 


Last week's letter was the result: Flem- 
ming said that “unless policy changes 
take place, the imports for the next sev- 
eral months will continue to be substan- 
tially in excess of the Advisory Com- 
mittee’s standard. . . . It appears ines- 
capable that in the absence of individ- 
ae ternal action by the importing 
companies, over and above that already 
taken, the government will have to take 
action as provided for in the Trade 
Agreements Extension Act of 1955.” 

¢ How To Do It?—The trouble is that 
it’s one thing to talk in general terms 
about cutting imports, quite another to 
find a workable method—either volun- 
tary or involuntary—for actually doing 
it. A look at where some of the increase 
in imports is coming from will show 
why. 

A large part of the gain in crude oil 
imports this year has been on the West 
Coast and has come from Canada. The 
Pacific Northwest produces no oil of its 
own; until recently, it depended almost 
entirely on California production. But 
California fields generally produce a 
low-gravity crude, which gives a rela- 
tively low yield of gasoline and other 
much-needed light oils; the more de 
sirable high-gravity crude is in short 
supply. With the completion of the 
Trans Mountain Pipeline from Canada, 
two new refineries have gone up in 
Washington to handle Canadian crude; 
General Petroleum Co., a subsidiary of 
Socony Mobil Oi! Co. is already on 
stream; the Shell Oil Co. refinery will 
start operations soon. Imports from 
Canada to feed these new refineries 
have made a bulge in the totals—al 
though there’s considerable question 
whether any U.S. production is being 
shut down to make room for them. 
¢ Lumping—Another difficulty comes 
in trying to treat imports of many dif- 
ferent companies as a total—when it 
might be grounds for antitrust action 
if the presidents of these companies 
were seen talking in the same room. 
When the Cabinet Committee made 
its recommendations, most of the major 
oil importers said they would try to 
keep their imports within the same 
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ratio to domestic production as they 

had held in 1954. Most of them seem 

to be trying to do just that. ageproot 
The Texas Railroad Commission 


gathers figures from nearly all crude oil 
importers on their current imports and 
ies for the future. These forecasts PROBLEMS 
ire now available through the end of 
the year. Totaling annual figures for the 
five major oil importers that have large 
production abroad—Gulf Oil Corp., So 
cony Mobil Oil Co., Standard Oil Co 
‘f California, Standard Oil Co. (N. J.), 
ind The Texas Co.—you get an increase 
in crude oil imports over last year of 
1% on the East Coast alone, 5% on 
East and West Coast combined. The 
increase for all other companies—many 
f which imported only in a very small 
vay before this vyear—comes to 40%. 
These include contractual buyers, as 
well as smaller U.S. producers now 
owning foreign oil, 
¢ Caught in a Vise—Many of these rela 
tively new importers have been caught 
in a squeeze. Crude oil prices in this 
country have stayed pretty much fixed, 
while marketing of refined products is 
highly competitive and prices jump 
round rapidly. So some refiners are 
turning to foreign oil; some of them 
have made investments and long-term 
ommitments. The pressure of the lush 
Middle East reserves is almost irresisti 
ble: At least one company has even 
found it profitable to bring Middle 
Eastern oil to the Gulf Coast for re 
lining 

And that is precisely what the inde 
pendent domestic producers are un 
happy about 

As matters stand, any “voluntary” 
effort to coordinate imports would prob 
ibly stub its toe on the antitrust laws 
At the time of the Cabinet Commit 
tee recommendations, Atty. Gen. Her 


bert Brownell made it clear that this fa i ing tom 


was not to be considered sanction for 


collusion.) But even if the Adminis has you puzzled, let Rhinelander glassine or 
tration decided to waive antitrust con greaseproof paper solve it. These functional papers 
siderations and allow a meeting, some are greaseproof, inexpensive, and can be tailored 


knotty questions would still have to be 


inswered to fit your requirements. They’re used in dozens of 


Do you give the same percentage in ways in the meat packing industry. Let us show you 
crease in imports to everybody—and so, how you can use them ~ and cut 


in effect, put new importers out of , : ts at the time. 


business? Or do vou force the major 
importers to cut back and make room 
for the newcomers? What about com 
panies that aren't importing at all yet, 


but are definitely scheduled to do s0? + Ra DE me (Passine 
What about West Coast imports—do RH he ELA of. prsod 
you cut back elsewhere to make room Paper Company + Rhinelander, Wisconsin feet 


for them? 
¢ Policing—The same questions would 
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compressor in our - 
experience’ 


‘HAT was the report recently made on a Joy WN-112 air com- 
\ pressor by a group of consulting engineers—who, working 
with plant engineers, specify the equipment for some of the country’s 
most important compressor installations. 

What does an engineer's definition of “quietest and best’’ mean to 
management? In the case of Joy Compressors, it simply means an 
investment in airpower that will supply your requirements reliably, 
month in and month out, under the heaviest duty .. . with less down- 
time and maintenance, and at lower cost per thousand cubic feet of 
air over the long pull, than you can buy anywhere else. 

@ Let us show you the reasons why that is so, in terms of the way 
Joy package-type compressors are designed and built—and let us 
quote on your air supply needs. Joy stationary air, oil-free air and 
gas compressors are available in single-stage, two-stage and multi- 
stage units—in capacities ranging from 2 to 3896 CFM, and pres- 
surrs from 30 to 600 psi. Write for descriptive material to Joy 


Manufacturing Company, Oliver Building, Pittsburgh 22, Pa. In Canada: 
Jey Manufacturing Company (Canada) Limited, Galt, Ontario. 


weo |6740 
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have to be answered if the government 
tried to put in quotas. Also there is the 
additional headache of trying to police 
a system and, most of all, coping with 
the outraged feclings of Venezuela and 
Middle Eastern countries that would 
find a ceiling put on their biggest source 
of income. 

The battle over oi] imports has pro- 

duced « numbers game all its own, with 
the independents—and Flemming—cit 
ing one set of figures, the importers an- 
other. In his letter, Flemming said 
that while domestic production in- 
creased by 5% through July of this 
year, crude oi] imports increased nearly 
15%. True, say the importers—but the 
Cabinet Committee recommendations 
were specifically in terms of ratios. Be 
cause imports, in actual quantity, are 
small in relation to production, a fairly 
large percentage increase in imports 
will mean only a very small increase in 
the ratio to production. Figured this 
way, the ratio of crude imports to do 
mestic production in the first seven 
months of 1954 was 10.1%; the same 
ratio this year was 10.9%. These are 
the figures the importers quote—and 
ask whether this is a “significant” in 
crease. 
* Residual Oil—The other big bone of 
contention—besides crude oil—is resi 
dual imports. Residual oil is the low- 
value product on the refiner’s scale—it 
sells for less than crude oil—and with 
the improvement in refining techniques 
over the years, less and less of it is pro 
duced per barrel of crude. Oil men 
aren't much worried about residual im- 
ports; they have no wish to downgrade 
their operations to produce more of 
it. The big fight here comes from 
coal producers—who have to compete 
with residual for sales to industrial 
users. 

As coal men saw their markets go to 
foreign residual, they made common 
cause with independent oi] men—who 
welcomed the he!p—in the push against 
imports. 

esidual imports through July of this 
year increased 23% over last (in ratio 
to-domestic-crude-production terms, last 
year's figure was 5.4%, this year’s, 
6.3%). Still there is a tight supply 
of residual on the East Coast this year, 
prices have gone up, and coal has re 
aptured some of its lost markets. 

To most observers, actual govern 
ment restrictions on imports still seem 
a long way off. Most feel that Flem 
ming’s letter, stern though it sounds, 
is really just another attempt to get 
the industry to police itself. If that 
doesn’t work, he can go directly to the 
President with a recommendation for 
quotas—or he can get involved in 
lengthy hearings. Even if he finally did 
recommend quotas, it’s an open ques 
tion whether Pres. Eisenhower would 
go along. END 
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benitifull Colidion-to ‘wise cottiol problem. 


Johns-Manville Permacoustic tile provides a ceiling 
that lends textured beauty and restful quiet to the 
pleasant atmosphere of this automobile showroom. 





Johns-Manville 


Kiet ae decorative acoustical tile 
' 


J-M Permacoustic® is an acoustical ceiling tile that INFORMATIONAL DATA ON PERMACOUSTIC 
combines maximum acoustical eficiency with unusual 


architectura! beauty and non-combustibility. 





Sizes 12” = 12” 
12” x 24” Thickness 4%4°'* Color white 





Permacoustic is available with either a textured or 
fissured surface. These random-textured finishes 
increase its high sound-absorbing qualities, 
and provide design and decorative interest. 


ACOUSTICAL EFFICIENCY 
Test No. AS5-88 Test No. A55-67 


comented to mounted on special 


plaster beard metal 
(mounting Ne. 1) (mevating Ne. 7) 








Made of baked mineral wool fibres, Permacoustic is 
rated incombustible. It is easy to install on existing 
ceilings or slabs, or by suspension using a spline 
system of erection. 





noise reduction 
coefficient 


— 13 


*Alse eveilable in Ye” thickness 


For a complete survey by a J-M acoustical expert, 
or for a free booklet entitled “Sound Control,” write 
Johns-Maaville, Box 158, Dept. BW, New York 16, 
New York. In Canada, write 565 Lakeshore Road 
East, Port Credit, Ontario. 


4 Johns-Manville 


40 YEARS OF LEADERSHIP IN THE MANUFACTURE OF ACOUSTICAL MATERIALS 


& | S3sxte 
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MANAGEMENT 





This week, McKinsey & Co.’s management 

































































1 Large Timber Company 
* A new system of order Insurance Company 
handling and mill sched- Appraisal of another 
uling. company for possible 
term loan, including 
a look at prospect's 
Pi dy ee: management, market 
Y a *.¢ 
es 7 position, and future. 
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K Eastern Food Distributor 
“4 Running a test market to 
“ad “5 a |] try out a new distribution 
me ES ess wie | system. 
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ws ; ' 
MEN ON THE JOBS: W. Cameron Cas- bie Leading Mining Company iouding Aitine 
well, associate, His specialty: distribution. ae Revised control reports to | Revision of air- 
LOY We : line's own safety 
~&{\ | speed up and clarify inform- atendinhenentel Dak 
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W. GOULD JONES, one of MecKinsey’s Newspaper 
nine principals, sets marketing strategy. N program to up ad- 
vertising revenue, cut op- 
erating costs, improve 
profit position. . @ovsiness wera 
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ARCH PATTON a principal whose chief 


field is executive compensation, 
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Slump or Boom, They 


Around the nation, business is good 
and there are plenty of indications that 
it’s going to stay that way for quite a 
while. But if you take a look at one 
of the byproducts of good business, 
you see that the nation’s management 
men obviously believe business could 
be even better than it is. 

The byproduct is the profession of 
management counseling. Through re- 
cession and boom during the last 15 
years, it has had a 100% growth: 
Where there were around 1,250 


management consulting outfits in the 
U. S. and Canada in 1940, there arc 
at least 2,500 today. You get an idea 
of the size of the business when vou 
find that the profession’s trade as 
sociation—Assn. of Consulting Manage 
ment Engineers, Inc.—reckons today’s 
2,500 outfits have a total income of 
between $400-million and %$500-mil- 
lion. 

¢ On the Doorstep—And now, as the 
profession's fast-growing influence 
shows signs of expanding still more, 
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consultants were working on projects like this: 








Watch Manvufacturer 


Diversification study, 
taking in company's 
knowhow, equipment, 
financial position, and 
appraisal of proposed 
new products. 


| Auto Maker 


Broad eco- 
nomic study of 
company and 
industry to aid 
long-range ex- 
pansion, mar- 
keting, and 
financial plan- 




















ning. 








U. S. Executive Branch 


Study of peacetime im- 
pact of atomic energy. 











Dry Goods Wholesaler 


Study of clerical opera- 
tions to cut office burden. 


| Chemical Manufacturer 
Study of market opera- 
tions to develop a new 


sales incentive compen- 
sation plan. 




















Private Utility 


Review of exec- 
utive pay to (1) 
adjust salary 
levels,(2) advise 
on extra com- 
pensation. 














Insurance Company 


A fresh look at branch 
operations to discover 


* | new profit opportun- 
ities. 


oar 


Pi iocs Public Authority 


~~ Revision of its organiza- 
tion to improve channels 
of responsibility and ac- 
countability. 




















Two Major Manufacturers 
Impartial study of merger 
possibilities of the two com- 
panies. 











Major Distiller 


Study of com- 
pany's most 
effective sales- 
men, as basis 
for retraining 
program for 
sales force. 














Major Airframe Maker 


Better coordination of 
design and manvufactur- 
ing, because of constant- 
ly changing design re- 
quirements and long lead 
time. 











i Keep on Growing 


it’s 
to have to know more about manage 


clear that businessmen are going 
ment counseling outfits. Businessmen 
who have been coughing up for advice 
from the counselors are likely to be 
footing more bills from them in the 
future; businessmen who haven't yet 
met up with the counselors are likely 
to be seeing them on the job 

lo get a close-up view of how these 
advisers-to-management go about theiz 
business, take a look at the inside work 


ings of one of the top firms in th 
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McKinsey & Co., 
that’s been counseling management for 
more than 40 years 


|. A Broad View 


It’s plam, from the map 
showing McKinsey’s activities, that the 
company is busy right now. It has, in 
fact, been busy almost from the 
moment it set up shop in 1910. That 
was when its founder, Jim McKinsey, 
first began advising .management on 


business an outfit 


above 


ws 


: r4 


ROBERT K. STOLTZ, one of the 80 as- 


sociates handles general company surveys. 


who 


ROBERT S. HALL, a principal, 


watches out for management controls. 


J. McLAIN STEWART, an associate, His 


specialty: personnel relations. 
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LET “Buffalo” SUPPLY 
THIS PRODUCTIVE ATMOSPHERE 


Buffalo” Type 
PCB Cabinet for 
centralized zone 
control air 
conditioning. 

W rite for 
Bulletin 
AC.2500 


As the young lady writes, air condizioning does make a world of difference 
in the way you work and feel! In terms of better morale, better work 
output and profits, it's a good investment. Good, of course, provided you 
have quiet, dependable units like “Buffalo” PC Cabinets. 


These husky, efficient units will deliver the exact climate you desire, year 
in and year out, with maximum economy. We know this, because they 
have been doing it for many years in many installations —and because 
they embody the very finest engineering and construction developed in our 
78 years of air leadership. 


We call it the “Q” Factor —~the built-in Quality which provides trouble- 
free satisfaction and long life. Why not have a “Buffalo” Sales Representa- 
tive in to show you bow quickly and easily you could be enjoying this 
productive atmosphere. 


BUFFALO FORGE COMPANY 
458 BROADWAY BUFFALO, N.Y. 
Publishers of “Pan Engineering” Handbook 
Canadian Blower & Forge Co., Led., Kitchener, Ont. 
fSules Representatives in all Principal Cities 


VENTILATING AIR CLEANING AIR TEMPERING INDUCED DRAFT EXHAUSTING 
FORCED DRAFT COOLING HEATING PRESSURE BLOWING 
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”“” 


. .. the basic idea was to 
serve as an adviser to man- 
agement...” 

McKINSEY starts on p. 136 


budgetary controls and cost-cutting 
ideas. At the time he began turning 
out this advice other pioneers of con- 
sulting were also making their first en 
tries. Such people as the CGilbreths, 
with their time and motion studies, 
and Frederick W. Taylor, the father 
of scientific management, with his 
manufacturing and shop practice ideas, 
were evolving specialized techniques 

McKinsey was going after a firm 
that could serve broadly as an adviser 
and critic on the functions of top man 
agement. 

Through the years of the post-World 
War | boom, McKinsey & Co. con 
centrated on the great fads of the period 
—cost-cutting and budget controlling 
With the 1930s, and business’ long 
agonizing slide, there was plenty of 
demand for McKinsey’s cost-cutting 
advice. But the times also forced 
McKinsey to add a batch of new serv- 
ices. Chief of them were corporate 
organization and marketing. Banks and 
boards of directors with bankrupt or 
failing companies on their sate 
turned to McKinsey, and other coun 
selors, for help in reorganizing and 
reorienting the companies. 
¢ Credo for Business—When World 
War II came, McKinsey had pretty 
well laid down the charter under 
which it now operates—“the top 
management approach.” By this, Mc 
Kinsey means that it will go to work 
only with the approval and liaison of 
its client’s chief executive officer; that 
once it’s at work it will want to probe 
deeply the over-all aims and abilities 
of its client. McKinsey has found 
that if it works with the boss there's 

better chance that its final recom- 
mendations will be carried out. 

Some of McKinsey’s competitors 
laugh at the “top management ap 
proach.” One of them says, “While 
they're talking to the president, we've 
moved into the sales promotion man 
ager’s office and gotten the order for 
a new marketing survey.” To this, a 
McKinsey partner says, “That doesn’t 
bother us one bit. We decided long 
ago that in our consulting we would 
take into account more than just one 
piece of the picture. And we haven't 
suffered for it.” 

lo cover the broad range of manage 
ment functions, McKinsey is now set 
up to offer advice in five fields: market 
ing, manufacturing, personnel and in 
dustrial relations, management controls 
(setting up a structure of top-level 
financial control), and general surveys 
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Prevention, they found, involved more than 
medicine ., . more than serums and anti- 
toxins. It called for a revolution in sanita- 
tion. It called for the engineer. 


And the engineer came through . . . with 
ways to end stream pollution . . . with new 
and better sewage systems . . . scientific 
refuse and garbage disposal plants . . . 











, ‘eit as 
How long since you saw this sign: 


Once, typhoid fever was an ever-recurring 
scourge. But the doctors got to work... 
first, on a cure; then, on prevention. 


treatment and control of industrial wastes. 


So the typhoid signs disappeared. Simul- 
taneously, old-time swimming holes and 
recreation spots were revived. Trout fishing 
came back to areas where it had long been 
impossible. Cities were able to attract new 
salnauies and continue to grow. The far- 
mer got a new source of organic fertilizers 
to help him grow more and better crops. 
And the worry lines were erased from the 
foreheads of millions of perennially terror- 
ized parents. 


Gannett Fleming Corddry and Carpenter, Inc. 


HARRISBURG - 


PENNSYLVANIA 


PITTSBURGH, PHILADELPHIA, DAYTONA BEACH 


af ngineers 








Aluminum, Anodes, Babbitts, Brass, Bronze, Die Casting Metals, Lead, Lead Products, Magnesium, Solders, Type Metals, Zinc Dust 
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A few Federated magnesium anodes protect ship hulls against 
corrosion. Installed in ballast tanks, they descale tank interiors 
and prevent further scale formation. Tank cleaning time is re- 
duced. Cargo contamination is cut to a minimum. The useful life 
of old or new ships is extended by control of galvanic corrosion 
which destroys many tons of metal every year. 


Federated’s Corrosion Advisory Service, available to ship- 
builders and ship owners who wish to install protective zinc or 
magnesium anode systems, is typical of the research, development 
and service facilities by which Federated guides users to most 
effective use of non-ferrous metals. 


Cathodic protection is also valuable for underground pipe- 
lines or wherever underground or marine conditions contribute 
to the destruction of valuable metal structures. Consult with 
Federated engineers at “Headquarters for Non-Ferrous Metals.” 


WWledle( om 
wt the 


DIVISION OF AMERICAN SMELTING AND REFINING COMPANY |< ng 
120 BROADWAY, NEW YORK 5, N.Y it ED 
in Canada: Federated Metels Canada, tid., Tersnte ond Montreal 
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“... McKinsey knows what 
to look for in picking its 
young men...” 


McKINSEY starts on p. 136 


(studying a client’s entire operations). 
* Doing the Job—To handle its busi- 
ness in these fields, McKinsey keeps 
a staff of 103 men. Fourteen are the 
firm's partners, nine are principals, 
men who through 10 or 12 years “ 
shown unusual promise and who are 
likely candidates to become partners 
when there’s an opening. The remain- 
ing 80 are associates, the firm’s rank- 
and-file. Among the associates you find 
the specialists, but since McKinsey 
constantly trains its men to broader 
and broader management knowledge 
you do not find specialists in the higher 
levels. 


The Pattern of Success 


Over the years, McKinsey’s top men 
have learned what to look for when 
they're out to pick a new man for 
their staff. Managing partner Marvin 
Bower has a list of four basic character- 
istics common to the most productive 
consultants on his staff. 

e An analytical bent of mind. 
McKinsey looks for this in the psycho- 
logical tests it gives to applicants. Most 
of those already on the staff say they 
prefer a “thinking” job to one that 
demands action 

¢ A vivid imagination. Bower 
savs this is vital because consultants 
must be able to produce a great volume 
of ideas in a short time. 

¢ First-class judgment. Stressing 
this, Bower explains, “Management 1s 
a social science and therefore it’s in- 
exact. So good judgment is a basic 
necessity—we sell judgment as a prod- 
uct.” 

e Ability to work well with 
people This requirement is Casy 
enough to understand, since con 
sultants (1) often meet a SUSPICIOUS, 
even hostile, attitude in plants, (2) 
must get most of their data from in 
terviews, and (3) must be persuasive 
if thev’re to see their recommendations 
accepted and carried out 
¢ Magnet of Cash—To get and hold 
men of the caliber it requires, Me- 
Kinsey has this policy: “We pay them 
more than they would get in compar- 
able jobs in industry—not just to at- 
tract them, but so that they can mect 
our clients as equals.” McKinsey’s 
actual payroll figures remain a matter 
for speculation for outsiders. A fair 
estimate, however, puts a McKinscy 
associate’s income at between $15,000 
and $20,000. For a principal, it’s 
between $25,000 and $40,000. And for 


BUSINESS WEEK © Sept. 24, 1955 








R/M Poly-V, THE NEW CONCEPT OF BELT DRIVES 


NO BELT “MATCHING” PROBLEMS —no downtime 
to replace individual belts... greater dependa- 
bility and longer drive life! 


LOWER BELT AND SHEAVE INVENTORIES — (wo 
Poly-V Belt cross-sections meet every heavy duty 
power transmission drive requirement! 


When you hold these cross-section samples of the new 
patented R/M Poly-V Belt and Sheave, you hold the 
key to your plant’s toughest belt drive problems. The 
two sizes replace 5 sizes of multiple V-Belts. And the 
R/M Poly-V Drive will deliver up to 50% more power 
than a multiple V-belt drive of equal width — or the 
same power in less space. 


R/M Poly-V Drive employs a single, endless, parallel 
V-ribbed belt running on sheaves with grooves made to 
mate precisely with the belt ribs. A totally new concept 
in design gives R/M Poly-V Drive the strength and 
simplicity of flat transmission belts .. . plus the high 
V-groove grip and positive tracking of V-belts. Here 
are just three of many important advantages that will 
lower your costs and save money for you! 


GREATER DRIVE CAPACITY —no other belt drive de- 
livers as much power in the same space as Poly-V! 


MANHATTAN 





RUBBER 


BESTOS-MANHATTAN, 


And, because of its unique design, Poly-V Drive main- 
tains constant speed ratio under all loads. . . assures less 
wear, longer life for both belt and sheaves! 


Be sure that your men get all the facts from an R/M 
representative. Investigate the revolutionary advan- 
tages of Poly-V Drive that can set new standards of 
performance for the machinery in your plant ...or the 
power driven equipment you manufacture and sell. 
Write for your copy of the Poly-V Drive Bulletin #6638, 


® Poly-V is a registered Raybestos Manhattan trade mork 
numoese 


JERSEY 
INC. 


DIVISION— PASSAIC, NEW 
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Due to the unusual deep socket in the above 


Adjusting Screw it could not be formed from 
regular annealed and processed cold heading 
wire. 


Keystone’s metallurgist recommended Keystone 
“Special Processed” wire. The manufacturer has 
now standardized on “Special Processed” wire 
for this and other difficult cold headed parts. His 
results have been improved quality, increased 
production and lower cost per unit. 


The superior grain flow characteristics of Key- 
stone “Special Processed” wire provide the nec- 
essary upsetting and die forming qualities to 
withstand the terrific metal displacement in 
your most difficult cold heading jobs. Your in- 
quiry is welcomed. 
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the partners, who have their own 
money in the firm, income estimates 
range from $40,000 up to $200,000 for 
the highest few in a good year. 

The money comes partly from a 
minimal salary (a drawing account for 
the partners), and partly from a dis- 
tribution of profits. What ha s is 
this: All costs are deducted and what 
remains is split in half. One half goes 
to the 80 associates; the other half to 
the nine principals and 14 partners. 
Each group then sets up a committee 
whose members wrestle a while with an 
intricate formula, finally come up with 
a tally allotting to each man a share of 
the profit pool that depends on the size 
and type of contribution he has made 
to the company through his service to 
its clients. 
¢ Hard Drivers—In the consulting 
trade McKinsey has been picking up a 
reputation as a hard place to work. Top 
brass, the word goes, drives its young 
men too hard. And the fact that a 
numbe; of people have quit lately has 
produced talk about low morale. 

McKinsey partners themselves don’t 
take this talk seriously. Says one 
“Everybody we have is a hot shot 
Sometimes when we get an opening 
higher up, a guy who thinks it’s his turn 
to move up gets mad when we pass 
him over. fo he quits. If this happens 
a couple of times, everybody says we're 
having personnel trouble.” 

There’s no denying that McKinsey 
is successful. Its clients include: Gen- 
eral Foods Corp., General Electric Co., 
American Airlines, Inc., Corning Glass 
Works, H. J. Heinz & Co., and a host 
of others. 
© New Aspect—The list reflects the 
new trend of the management counsel 
ing business. The trade has moved 
far toward shucking off the “business 
doctor” stigma, just as it threw off the 
“efficiency expert” tag years ago. 

What has happened is that boom- 
ing business has made new troubles 
for companies. These troubles come 
from business’ growth and complexity 
The problems may not be fatal, but 
they do result in lost opportunities for 
profit. Moreover, because of the 
pressure of work, many top executives 
just can’t get to all their problems. 

It’s at this point that McKinsey & 
Co. thinks it fits into the picture 
handling major, nonrecurring, man 
agement problems. 
¢ Its Own Problems—McKinsey, like 
many other firms in the field, claims 
to be ultra-conservative and says it’s 
upset about the tendency of some late- 
comers to the field to hard-sell their 
services. Nevertheless, McKinsey does 
sell-cven if not “hard”—by keeping a 
public relations firm on the job and 
maintaining a policy that its mem- 
bers should be “joiners.” 

Most of McKinsey’s business just 
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OLD EQUIPMENT MAY COST A COMPANY NOTHING—NOTHING BUT ITS FUTURE 


/ 


Is it hanging over 
the sales manager? 


How big a threat /y obsolete equipment? Ask the sales 
manager, His selling price mirrors manufacturing 
osts. And when that price or product quality isn't 
in line, he can’t win 
Let competition get a little stiff, and super- 
innuated equipment won't support the selling 
iob. Trying to make do with outmoded 
production units may seem like smart economy 
but lost sales can soon make such 
equipment the costliest you own 
Before you are faced with such a situation, 
why not call in qualified equipment builders 
ind find out what you can do now to help avoid 
it? They are specialists, understand your needs, 
ind will offer your engineers and consultants a 
wide background of useful knowledge and 
resources, Careful investigations can show where 
new capital investment will yield an attractive rate of 


turn and profitable increased sales, 





Lukens Steel Company, Coatesville, Pennsylvania 
WORLD'S LEADING PRODUCER OF SPECIALTY STEEL PLATE - CARBON, ALLOY & 
CLAD STEELS + HEADS + PLATE SHAPES + FOR QUALIFIED EQUIPMENT BUILDERS 














LUKENS HELPS YOU 
GET OUT FROM UNDER 


Lukens backs up qualified builders 
to help you get economical, effi- 
cient equipment. We make it a 
point to work closely and indi- 
vidually with builders, whether the 
problem is materials selection or 
special considerations of fabrica- 
tion and design. We believe our 
position as the world’s leading 
producer of specialty steel plate 
and plate products enables us to 
make a valuable contribution in 
this way. 

if heads are needed, Lukens pio- 
neered in head-forming techniques 
and today furnishes the widest 
range of styles and sizes available. 
We work with builders in selecting 
the most efficient head styles for 
your special needs. This might 
mean heavy heads to withstand 
high pressure service; extra-large 
heads to help effect production 
economies. 

Builders look to us for other 
plate specialties, too. We furnish 
economical clad steels, special car- 
bon and ailoy steels, the widest 
and heaviest plates available and 
money-saving steel plate shapes 
components. By working in close 
cooperation with qualified equip- 
ment builders, we help in applying 
any or all of these to give you 
increased production efficiency. 

if you would like to know more 
about cost cutting through equip- 
ment modernization, outline your 
problem to Manager, Marketing 
Service, 747 Lukens Building. 


LUKENS 
STEEL COMPANY 


COATESVILLE, PENNSYLVANIA 


ae 
| 
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McKINSEY’S PARTNERS, five of the 14, meet at New York headquarters. Around 
the table, from left: Horace G. Crockett, Phillip S. Babb, Marvin Bower, Ewing W. 


Reilly, and E. Everett Smith. 


walks in the door. So much of it has 
been walking in over the last few years 
that McKinsey has been refusing jobs 
because of the limits on its manpower 
To increase staff is a problem, for the 
company says it has enough trouble 
getting the people it wants for normal 
replacement 


iil. On the Job 


When McKinsey decides it can 
handle a new “engagement” it puts 
the proposed job before a screening 
committee of partners and principals. 
They decide whether their firm has 
the ability to do the job—and whether 
the job presents sufficient “challenge.” 
If the engagement passes the commit- 
tee, a partner or principal meets the 
prospective client, works out the scope 
of McKinsey’s investigation, estimates 
costs, and suggests how the client's 
own staff may help. 

Then a team gets to work—always 
under an “engagement director” who 
is a partner or principal. Sometimes 
the teams are of only two men; other 
times, for major jobs, they're likely 
to be six-man groups 

McKinsey partner Everett Smit!) ex 
plains the steps: “We aim first at a 
diagnosis. Then we try to develop an 
individual solution, in terms of the 
company’s net profit results. We 
tailor our recommendations to cach 
client.” 
¢ Wider Fields—McKinsey partners 
are looking for new ventures now 
They're trying to settle the problem 
of where to place branch offices-—and 
how to man them. ‘They're consider- 
ing Cleveland, Pittsburgh, Detroit, and 
Atlanta as likely sites. Headquarters 
is in New York City, and we are 
in Washington, Chicago, Los Angeles, 
and San Francisco. 

The Washington office, established 


some five years ago, specializes in pub- 
lic administration, It has helped the 
government in sharpening management 
operations. One of its early jobs was to 
figure out which of the many appointive 
posts in the federal government were 
the key control spots. Republican 
leaders worked from this blueprint 
when filling many government posts 
in carly 1953. 


iV. Constant Growth 


For the future, McKinsey and most 

other consultants guess they have a 
pretty good hedge against troubles. 
While business is good, they'll pro 
ceed as they are now; if a down-turn 
comes, their services will be in hot 
demand. Marvin Bower says that 
as business becomes more complex, 
management problems increase, and 
so consultants are needed more than 
ever. “Good managements now teal 
ize that consultants are a major source 
of help in solving large problems 
quickly, without using up a chief ex- 
ecutive’s time.” 
* Long View—McKinsey’s people look 
to the long-term future, too. To help 
build the future for themselves, the 
partners three years ago set up the 
McKinsey Foundation for Management 
Research. Thev gave it about $) 50,- 
000, Its task: to get scientific answers 
for some of the questions corporation 
managers are asking. ‘The foundation, 
working with Columbia University and 
a group of top men from business and 
the professions, has published two 
books: “What Makes an Executive” 
and “Management of Expanding Enter- 
prises.” A third study—on how to ef- 
fect changes in large organizations—is 
under discussion now. And a fourth 
—on organization and administration of 
research and development—is contem- 
plated. ano 
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In Management 


ACF-Brill Adds Wholesaler 
To Its New Grocery Chain 


\CI-Brill Motors Co., Philadelphia bus maker 
turned grocer, is moving deeper into the food business 
BW —Aug.27'55,p68). 

Within three months it has taken on a chain of 31 
markets in Oklahoma and the Wrigley and Big Bear 
chains, totaling 94 markets, in the Detroit area, These 
acquisitions account for $250-million in annual sales. 

Last week ACF-Brill moved to integrate its Detroit 
operation by offering to merge with A. A. Wolf, Inc., 
a privately held wholesale grocery house that racked 
up sales of $75-million last year. The merger, which is 
expected to involve an exchange of stock, is subject to 
approval by Brill stockholders next month. 

Wolf already supplies all the Wrigley’s chain's dry 
grocery volume, which amounts to 47% of Wolf's 
business (the rest is a weekly catalog service to in 
dependents). Addition of Big Bear business will 
increase Wolf's volume and thus spread overhead costs. 


Insurgents Upset Old Guard 
At Minneapolis-Moline Co. 


Ihe battle for control of Minneapolis-Moline Co., 
manufacturer of farm machinery (BW—Sep.3'55,p142). 
has ended with Edward §, Reddig’s insurgent stock 
holder group firmly in the saddle, 

Reddig, a vice-president of White Motor Co., be- 
comes Bebe of M-M’s board. He and his asso- 
ciates control seven of the board's 10 seats. 

Warren C, MacFarlane, a principal stockholder and 
chief adversary of Reddig and his friends, remains 
as president under the new setup. This is an outward 
indication, at least, that the old and new manage 
ment have established some rapport. 

The battle began last July when Reddig and others 
started campaigning for a change in management, to 
cut the company’s losses and to explore possibilities 
of selling out to a larger company. Now, talk of 
merger with a bigger concern seems to be muted in 
favor of talk about new products and possible acquisi- 
tion of smaller companies. 


Sale of Computers to Business 
Hits a New Stride, Makers Say 


Management's increasing interest in computers has 


given a new look to recent conferences on the subject. . 


‘Two weeks ago, Harvard Business School drew some 
130 executives to a two-day conference on electronic 
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data processing. Last week, the Assn. of Computing 
Machinery held a three-day conference in Philadelphia 
on computer applications in business. What used to 
be a gathering of technicians was this year dominated 
by businessmen; some 80% of the delegates represented 
companies that are thinking of using computers. 

Next Thursday and Friday, in New York, the Society 
for the Advancement of Management will hold a con- 
ference on Operations Research (BW—Aug,27'55,p64) 
and the related field of electronic data processors. 
The 150 conferees attending will be top business 
executives. 

Sales of computers are reported setting a record pace. 
Remington Rand Div. of Sperry Rand Corp. reports 
sales orders for $15.5-million worth of giant UNIVACs 
in the last 90 days, along with rental contracts for 
another eight UNTVACs and 50 medium-size computers. 
International Business Machines Corp., which only rents 
its computers, says it has orders for 34 large and 170 
medium-sized machines. 

Buyers are concentrating on the medium-sized com- 

ers, Both IBM and Sperry Rand offer these as being 
est suited to most business applications. Not only arc 
they a good dit less expensive than their big brothers, 
(a medium-sized IBM 650 model rents for $3,500 a 
month, as compared with $30,000 a month for the IBM 
700 series). but for many businesses the medium-sized 
machines can actually do the job more efficiently. The 
giants are overly complex for standard business uses. 


Management Briefs 


The Railway Express Agency, which has been con- 
sidering new services and rate reductions, is acting 
now on buying equipment. It is earmarking $60-million 
for materials-handling equipment and new trucks. 
Plans call for replacement of all 13,500 trucks during 
the next six years. This alone will cost about $45-million. 
Some of the present fleet are old chain-drive models. 


Stockholders overwhelmingly approved the merger 
of Whirlpool Corp. and Seeger Refrigerator Co. (BW- 
Aug.27'55,p88). The new Whirlpool-Seeger Corp. also 
takes over RCA’s Delaware Appliance Corp. It will 
market a broad line of appliances under the trade name 
of RCA-Whirlpool. 


Kaiser Aluminum & Chemical Corp. last week bought 
a government aluminum-extrusion plant at Halethorpe, 
Md. Kaiser paid $3.8-million for the plant, which it 
had been operating under a government lease, in co- 
ordination with the Air Force’s heavy press program. 
The plant's annual capacity of 24million Ib. will be 
nearly doubled—to 46.2-million tb—in order to meet 
demand. 


Warner & Swasey Co., well-known Cleveland machine 
tool builder, is negotiating for purchase of Duplex Truck 
Co. of Lansing, Mich. Apparently, Warner & Swasey 
wants to integrate in its supply area and to diversify. 
Duplex supplies the undercarriages of Swasey’s Gradall 
earthmoving and maintenance machines, and also makes 
engine generator sets and custom-design truck bodies. 
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his cornfield once looked 
hopelessly over-grown with 
weeds, 


Now the weeds are under control. Yet 
not a single hoe ever touched the soil. 


Give the credit to 2,4-D, an amaz- 
ing chemical discovery. It destroys only 
broad-leaved weeds. And gives food 
plants like corn, wheat, rice, oats and 
barley a new lease on life! 


Unlike older weed killers, 2.4-D is 
not a poison in the accepted sense. It's 
practically humans or 
animals. But it disrupts the normal 
growth cycle of broad-leaved weeds. 
In three or four weeks, they're dead. 


What's 2,4-D? Actually. 2.4-di- 
chlorophenoxyacetic acid. And there 
were tough problems to overcome at 


harmless to 





nearly every stage of its development. 


Corrosion, for example, was a con- 
stant threat to the life of equipment - 
and to the purity of the final product. 
So nickel and the nickel alloy, Monel®, 
are specified for pipes and fittings, 
steam coils, reactors, centrifuges, dry- 
ers, tanks and other equipment used in 
the making and handling of 2,4-D. 


Nickel and Monel protect prod- 
uct purity. And they resist corrosion as 
few metals do! 


Inco 


Te 4Ot mate 


If you have a problem in which cor- 
rosion, high or low temperatures, 
stresses, fatigue, or the maintenance of 
product purity are troublesome factors, 
let’s talk it over. Two minds are always 
better than one, and we may be able to 
help you find out how nickel — or one 
of the more than fifty Inco Nickel 
Alloys now available — can solve your 
probem. Write The International 
Nickel Company, Inc., 67 Wall Street, 
New York o N. — 


INTERNATIONAL NICKEL 


67 Wall Street 


Nickel Alloys Perform Better Longer 


New York 5, N. Y. 
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Made-in- Japan: A New Record 


are boom 
months of 


Japanese seies to the U.S 
ing. During the first six 
vear they were more than 25% 
1954. The total volume for 1955 
vill probably top $350-million, 
the prewar record (chart) 
yutlook this week as Japanese ex 
porters and U.S. importers rush to take 
idvantage of the Christmas season 
mad the tariff reductions on some 
Japanese goods that went into effect 
Sept. 10 
More 
in the East and on the 
re Carrying 


this 
bove 
above 


That's the 


new 


ind more U.S, stores, especially 
West Coast 
goods—tovs, 
machines 
cashmere 
ornaments 
items to heavy im 
tuna, and cotton 
loth and you have a real movement 
into the U.S. market. By next year 
japan will be pushing Britain for first 
place among the industrialized nations 
clling to the U.S 

¢ Fillip—There is no doubt that the 
new tariff concessions will give an added 
fillip to rising Japanese sales—perhaps 
boost them by as much as 10% to 20% 
over the long run. The concessions in 
clude substantial tariff cuts on 
chinaware kinds of 
ind optics, and leave 
frozen tuna duty-free 

But Japan would have had a banner 
vear even without 
Japanese traders 


Japanese 


cameras chinaw ive scwing 


ladies’ blouses 
silks, Christmas 


Add thes 


worts of plywood 


furniture 
weaters 
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importers, have shown a remark 
able ability to find a whole new gamut 
of products for the U.S. market. On 
top of that they have had official U.S 
help in reestablishing Japan's tradi- 
tional markets in this country. This 
has been part of our Pacific strategy 
aimed at hanging on to our principal 
ally in the area and helping it become 
economically strong again 
¢ Worry—Some U.S. industries 
that the tariff carry 
help beyond reasonable bounds. They 
recall that in the 1930s some U.S. in 
dustries were pushed to the wall by cut 
throat Japanese competition based on 
‘starvation” wages and “dumping.” 
ven if these practices are not revived, 
Japanese success in the U.S. market has 
already given quite businessmen 
for worry 
¢ Fever—In Japan, interest in the U.S 
market has reached fever pitch. Fred 
H. Schoeman, vice-president for the 
Far East of Metasco, Inc., importing 
subsidiary of Allied Stores Corp 
hardly a week goes by that a Japanese 
manufacturer doesn't drop by his New 
York office asking for advice about 
tackling the U.S. market. Other 
importers tell of receiving direct-mail 
udvertising from Japan. And the Japa 
nese government's trade and informa 
tion center on Fifth Avenue in New 
York is sparking all kinds of promo- 
tional gimmicks (picture, page 150) 
¢ Pavoff—This enthusiasm for making 


feel 
this 


concessions 


i few 
Cause 


Says 


a big pitch at the U.S. market is pay 
ing off. Metasco, for example, has ce 
veloped a whole line of modern design 
dinnerware manufactured from 
Japanese patterns. The quality of th 
article does not recall cheap japanese 
imports of the past. Metasco is using 
snob-appeal to sell the merchandise, 
including with Shirley 
Yamaguchi, Japanese movie star now in 
U.S. films 

Japan's blossoming postwar optical 
industry with its 
binoculars, 


basi 


promotions 


35-mm. cameras 
and microscopes is another: 
example of products in th 
U.S. market. Japan is selling cash 
mere sweater in direct competi 
tion with Britain; they have almost 
become a staple in many West Coast 
department stores and are seen in 
creasingly in the East. Some scientific 
instruments of high quality and low 
price—a voltameter, for example—ar 
now entering the U.S. market. Most 
retailers report that the high quality 
of these new Japanese products is over 
coming whatever sales resistance there 
aire, he been in the past to Japanese 
imports 

¢ Policy—The Japanese, in fact, arc 
moving into higher priced goods as a 
planned policy. And it isn’t just a 
tactic to defeat U.S. protectionist in 
terests. They recognize that merely 
copying U.S. and Eurepean products 
and selling them for a lower price won't 
gain the ends of the Japanese export 


ncw 
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INDUSTRY 
POWER 


Depends on the 
Reliability of 
Motors Like This 


Allis-Chalmers 
motors have the 
most of everything 
you want or need 


ALLIS-CHALMERS é&) 


NEMA standards set size and mounting dimen- 
sions for motors but detailed examination re- 
veals important differences. These differences 
may result in substantial savings to you on 
maintenance, expensive downtime and long- 
range operating costs: 


*@ WEIGHT OF MATERIALS — More iron, more 


copper in a motor provide margins of advantage 
in strength, rigidity and electrical characteristics. 


@ BEARINGS — Larger, double-shielded bear- 
ings make for longer motor life, less maintenance, 
less chance of failing under load. 


@ COOLING — Fan-cooled motors of ribbed 
design (illustrated) have 40% more radiating 
surface than ribless frames to dispel the motor 
heat that can fry insulation, cut operating life. 


If your company is a user of industrial motors, 
it will pay you to find out why Allis-Chalmers 
motors rate tops in ALL of these vital factors, 
Ask any Allis-Chalmers motor distributor, dis- 
trict office, or write for details to Allis-Chalmers, 


General Products Division, Milwaukee 1, Wis. 
A-4693 





photographic 


copying equipment 

You'll find this splendid equipment 
serving faithfully in insurance, commer- 
cial and industrial concerns everywhere, 
from the smallest to the largest . . . and 
also in federal, state, county and munic- 
ipal offices, coast to coast. It sets the stand- 
ard for economical, dependable photo- 
copying the nation and the world over! 

If your requirements are small or 
moderate, it will serve you well. The 
PHOTOSTAT Instant Copier and Mod- 
el Junior machines save time and money 
in any office, anywhere. Or, if need be, 
our larger automatic models a provide 


the answer to problems. 

Together with MIC OtaDNICSS 
Micro-film equipment . . . now manu- 
factured by PHOTOSTAT CORPORA- 
TION . . . we provide the greatest variety 
of fine equipment available for copying 
and preserving records of all kinds on 
both paper and film. 

Let our trained sales-service repre- 
sentatives, coast to coast, advise and aid 
you. Your inquiries will receive our 
prompt and interested attention. Feel 
free to write us . . . no obligation! 


PHOTOSTAT CORPORATION 
205 STATE STREET, ROCHESTER 14, NEW YORK 
Service offices in most principal cities 
end in Toronto, Conede 

PHOTOSTAT is the registered trade-mark 
of PHOTOSTAT CORPORATION 
150 Busine SS 
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GIMMICKS, such as Japanese rug-making at Macy's, help boost Japan’s sales in U.S. 


program. Japan must put as much labor 
as possible into the exports it makes 
from raw material imports. The Japa- 
nese feel that’s the only way their indus 
try can support the country’s growing 
population. 

Most U.S. importers agree with this 
policy. “The only way we can help 
ourselves and the Japanese is to raise 
the level of the quality of Japanese im- 
2»orts into this country,” Schoeman of 

letasco says. He also acknowledges 
that higher quality and prices for an 
imported article mean larger profits for 
the importer. Schoeman believes a 
whole new group of Japanese products, 
based on Japan's great artistic tradi- 
tions, can change U.S. homes as much 
as the Scandinavian-modern designs did 
in the 1930s and the 1940s 

* Blowups—But not all U.S. importers 
are willing to go along with this appeal 
to higher quality and higher priced mer- 
chandise. ‘That's why there have been 
several powerful, if little publicized, 
blowups in Japanese imports during 
the last few months 

One of them is still being threshed 
out: the case of the bamboo china. This 
product was produced in Japan by a 
couple of small mills for distribution 
through food chains in the U.S. It 
consisted of five-piece dinnerware set 
tings, of relatively poor quality but 
attractive appearance, sold at $1.50, or 
with other merchandise for as low as 


98¢. These sales so enraged U.S 
domestic chinaware producers that 
eb were made to Japan and 

Vashington through trade associations 
here. 

At the moment, all exports of the 
bambooware to the U.S. have been 
halted by the Japanese government. A 
semi-official trade mission is arriving 
later this month to try to work out a 
settlement in Washington. A further 
complication is the U.S. government 
suggestion that Tokyo may be violating 
its trade treaties with Washington by 
export ban on the article to the U.S 
alone. 
¢ Price Floor—In cotton textiles, the 
Japanese are trying a similar policing 
system. The Japanese Cotton, Yarn, 
& Cloth Export Assn. late last month 
provisionally decided to curtail all ex 
ports to the U.S. and Canada, and 
made plans to set up minimum quality 
standards for U.S. shipments. 

A part of this story is the “notorious 
dollar blouse,” as one Japanese consular 
oficial in New York calls it. Two 
Japanese companies, after three years 
of study in the U.S. market, began 
turning out a blouse that could be sold 
here for $1 or even for 89¢. So far 
more than |-million have been ordered 
in Japan. Now the Japanese govern 
ment has moved in and put a floor 
under blouse prices. Last year a simi 
lar situation occurred with sewing 
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Could millions of photography fans 
make a market for a portable dark room sink? 


LOW-COST PRODUCTION OF SUCH AN ITEM 
'S PRACTICAL WITH REINFORCED PLASTICS! 


The need for a dark room sink is keenly felt by 

millions of men and women whose hobby is photography. 
They now lack proper facilities for doing their own 
printing and developing 

Their problem could be solved by a portable unit 

which sets up quickly in basement, kitchen or bathroom— 
and stores out of sight in a closet. 

The ideal material for such a sink is at hand. By using 
fibrous glass, bonded with polyester resins, the sink could 
be molded in one piece. Its weight would be negligible. 
Its strength would be great. And its cost could be low. 
Rounded corners would assure easy, thorough cleaning. 
There would be no worries about corrosive chemicals 


damaging the sink — no rust to contaminate prints. 
The use of reinforced plastic materials grows every 
year. They are already widely applied to sports 

car bodies, boats, corrugated building panels, 

modern furniture. 

Monsanto supplies the basic ingredients for polyester 
resins. These include Monsanto styrene monomer and 
phthalic and maleic anhydrides. 

If you would like a glimpse of other possible new uses 
for reinforced plastics, you are invited to request 

“A Sketchbook of Profitable Products.” Write on your 
letterhead to Monsanto Chemical 
Company, Plastics Division, 
Dept. B-24, Springfield 2, Mass. 


MONSANTO 


SERVING INDUSTRY. ..WHICH SERVES MANKIND 





Business executives 

appreciate the prestige 

associated with this smart 

Central Park hotel... 

conveniently located to business 

and entertainment centers. 

All rooms with television, many 

/ are air-conditioned. 


Single from $10 Double from $13 

Suites with complete serving pantry from $20 
Chicago Office—C entral 6-6846 
Teletype~N. Y. 1-3076 


IESSIEX 
2, LIOUSIE 


on.the.park 


Vincent J], Coyle, Vice President & Managing Dir, 
160 CENTRAL PARK SOUTH + NEW YoRK 


“ 
. Rest-All 
: Straight Chair 


Ne. 500! J 
; 


Hotels and other volume users like to be 
able to move chairs quickly and easily. So 
agile is the No. 5001 in this respect that it 
is one of only two known designs (both are 
Rest-All) that wili stack eight-high on a one- 
man hand truck! Stacks conventionally, too. 
You ccm count on such extra advantages in 
any Rest-All Chair. Write for literature. 


a HE FINE CHAIR 
4. AiR 19 SPECIALISTS 


410 N. MERIDIAN RO. YOUNGSTOWN, O, 
EXPORT DEPT: 25 BEAVER ST. NEW YORK 4, W. Y. 
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” .. Japanese imports from the U.S. last year were about 


three times Japan's sales here. . .” 


machine heads (BW-—Oct.2'54,p156). 
* Reactions—The present Japanese gov- 
ernment has been quick, in most cases, 
to act in response to American indus- 
tries’ demands, It knows that sharp 
tactics by Japanese traders could under- 
mine the whole U.S.-Japanese alliance. 

So far, by working with U.S. import- 
ers and trade associations, this policing 
has been successful. It remains to be 
seen whether it will be equally effective 
as the volume of Japanese imports rises. 
If it is not, outeries from U.S. industry 
and protectionist forces in Congress are 
likely to bring quotas on Japanese im- 
ports. 

The reduction of some tariffs this 
year has sharpened the demands of some 
U.S. manufacturing firms for such 

uotas. Thomas N. Ingram, head of 
the Charlotte (N. C.) branch of the 
American Cotton Manufacturers In- 
stitute, asserts that quotas will be neces 
sary in his industry. 

But the cotton textile problem is not 
simply one of undercutting domestic 
production by Japanese cheap labor~ 
receiving sometimes as little as a tenth 
of U.S. wages. Japan’s textiles were 
almost completely destroyed by the war. 
Facilities have now been rebuilt in the 
most modern fashion, and as a result 
productivity is up 15% to 20%. That's 
why, in spite of substantial wage in- 
creases, Japanese textiles are cheap. 
¢ Fears—This agitation by the textile 
industry has been intensified by the 
tariff concessions. There’s a feeling that 
the concessions will make the greatest 
difference in the U.S. textile industry. 

The sharpest tariff cut in cotton 
fabrics is in damask, which has been cut 
to 17.5% for all grades. Formerly the 
tariff was as much as 30% for some 
kinds of the cloth. 
¢ Other Cuts—Other important tariff 
concessions were made on chinaware— 
again involving an American industry in 
difficult straits. Japan has supplied the 
principal part of the cheap chinaware 
market in this country since the early 
1930s. That's in spite of the fact that 
Japanese imports = carried an ad 
valorem duty plus a 10¢-a-doz. levy to 
prevent cheap Japanese goods from un- 
dercutting the a market. The new 
tariff drops the duty from 10¢-a-doz. 
plus 70% ad valorem to 10¢-a-doz. plus 
45% ad valorem. On slightly more 
expensive chinaware, the reduction is 
from 70% to 60%. U.S. negotiators 
mint out that of the types of chinaware 
ffected by these tariffs reductions, only 
half are made in the U.S. 

Tovs, one of Japan's traditionai ex- 


JAPANESE IMPORTS starts on p. 148 


ports to the U.S., have received a 50% 
cut. Here, Japanese sources maintain 
it will be European manufacturers and 
not domestic producers who will feel 
the pinch. German toy manufacturers, 
for example, are known to be studying 
the Japanese industry with an eye to 
making the German product more com- 
petitive. 

Electric light bulbs—mostly for 
Christmas decorations—received a re- 
duction from 20% to 10%. It is re 
ported that some U.S. manufacturers 
were primed to take advantage of this 
drop—with stockpiles of Japanese bulbs 
waiting in free-port areas to be shipped 
in. At least one large manufacturer of 
Christmas tree lights is using Japanese 
bulbs this year. But at present, the 
whole strand including the wiring can- 
not be made in Japan because no under- 
writers’ seal is available there. 

One of the most important conces- 
sions in the negotiations was U.S. 
agreement not to put a duty on fresh 
and frozen tuna. California fishing 
fleets have been loudly demanding such 
a tariff. Altogether Japanese fresh, 
frozen, and canned tuna is now taking 
about 45% of the U.S. market. 
¢ Tough Spot—More important than 
any of the actual reductions in tariff, 
most U.S. observers believe, is the 
psychological effect on Japanese traders. 
The U.S. concessions are being taken 
in Japan as proof that the Administra- 
tion means to back up the pledges to 
help Japan’s comeback in world trade, 
which it made at last summer's Geneva 
meetings on the General Agreement on 
Trade & Tariffs (BW—Jun.18'55,p 
160), 

Japan’s situation is more difficult than 
rewar, with a population increase of 
6.5-million, the loss of 45% of its 
land area (former colonies and For- 
mosa), and the Communist conquest 
of China, one of Japan's principal 
prewar markets and raw materials 
sources. 

Shikichi Minami, director of Daiichi 
Bussan Kaisha, Ltd., in New York, 
Japan's largest trading company, puts 
Japan’s argument in a nutshell: “I 
hope the U.S. public appreciates that 
we must sell if we are to buy here.” 
Japanese imports from the U.S. were 
$725-million last year—about three 
times Japan’s sales in the U.S. Further- 
more, Japan bought $185-million worth 
of fibers, the largest single customer 
abroad for American cotton. Minami 
points out that a relatively small part of 
that came back as Japanese textiles— 
only 14% of U.S. consumption. to 
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Good for growing 


Good for growing blossoms: sunshine. 
Good for growing business: telegrams. 


Everybody likes flowers-by-wire service. The out-of- 
town order is sent by telegram, in writing, to avoid all 
chance of error. That makes the customer happy. The 
florist does business by wire all over the country. 
That makes the florist happy. The telegram is fast and 
inexpensive. And that makes everybody happy. 


We think there’s an idea here for every business man. 
Because those same qualities of telegraph service that 


WESTERN UNION 


are profitable for florists—speed, accuracy, efficiency, 
economy —are vital to the growth of any business. 


Have you examined your communications habits 
lately? Compare costs, in time and money, and chances 
are you'll choose telegrams every time. 


Wouldn't someone like to re- 
ceive flowers by wire from 
you .. . today? Easy to send 
local florist. 




















Dcn’t let “Jungle Jangle” sap 
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Tests show work output rises as much as 30% 
with installation of VMP MOBILWALLS 


Don’t let noise, confusion, and unchan- 
neled traffic take their toll in the pro- 
ductivity of your plant or office. Don’t 
let “Jungle Gym” distractions cause 
repeated errors, delays, lost motion— 
low work output. 


Smartly styled, easily installed vamp 
MOBILWALLS are the logical solution. 
They partition your plant or office into 
livable working areas, give your 
employees productive privacy. They 
can increase work output and bring 
you important savings, as proved by 
ratio-delay studies* made before and 
after installation of YMP MOBILWALLS. 


Recent studies of firms who installed 
VMP MOBILWALLS show— 


¢ Productivity increased as much 
as 30% 

« Delays and lost motion reduced as 
much as 58° 


« Time devoted to distractions and 
correcticn of resulting errors reduced 
as much as 55% 


* VMP MOBILWALLS added as much to 
the work output as could have been 
added by a 30% increase in employ- 
ees and pas roll! 


*Ratio-delay studies accurately rate operating efficiency. Typical studies 
showing how VMP MOBIL WALLS increase productivity are available on request. 


PRODUCTIVE PRIVACY is provided by VMP 
MOBILWALLS in your office or plant. You 
can easily move MOBILWALLS anywhere, 
any time, to suit floor plan changes. Sur- 
faces never chip, warp, or crack—wash 
clean with soap and water. Colors are sci- 
entifically selected to produce a pleasant 
working atmosphere. 
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SPEEDY INSTALLATION, without interrup- 
tion in working routine, is made in a few 
hours by trained local crews. Modern 
MOBILWALLS, designed by specialists in 
metal partitioning, are a tasteful biend of 
function and good looks. They make a 
major contribution to efficiency and attrac- 
tiveness wherever instalied. 


Better check into VMP MOBILWALLS today. Write 
to Dept. BW-9 for complete, illustrated literature. 
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Subsidiary of Chesapecke Industries, Inc. 











Sulfur Deal Is Cooking 


Three U. S.-owned companies in Mexico talk merger 
secretly. They’re a long way from agreement, and hefty 


difficulties are in the way. 


This week three U. S.cowned com 
panies, pioneers of the rich sulfur domes 
of southern Mexico, are talking secretly 
ibout pooling some of their operations 

ind perhaps one day merging. The 
result could become a new ywer 
among the world’s raw material pro 
duc crs 

The Mexican sulfur companies are 
1 long way from getting poe wy They 
ill have had—and probably will have- 
trouble in moving toward full produc 
Yet all three have sulfur, at least 
}0-million tons of proven reserves. And 
between them they have already shipped 
upwards of 200,000 tons 

Indeed, the Mexican sulfur industry— 
ifter a somewhat dubious and specula- 
tive start—is now in business. A number 
of other outside companies have caught 
the scent of brimstone. Mexico City, 
Houston, New York crawl with rumors 
ibout big sulfur producers, chemical 
ind mining outfits, promoters of all 
sizes and shapes, each supposed to be 
niffing around the Isthmus of Tehu 
antepec where the domes are located. 

The latest compliment to Tehuante 
pec reserves is a report that Texas 
Gulf Sulphur Co., world’s leading pro 
ducer of sulfur, has finally decided to 
vo ahead on the isthmus. 

You can't tell the players in the 
Mexican sulfur game without a score 
card, Here is one 

Mexican Gulf Sulphur Co., founded 
in 1946, was the first to get into opera 
in March, 1954. Its $5.5-million 
plant was the first Frasch process mine 
ever to operate outside the U.S 
In March, 1955, Mexican Gulf made 
the first export of Mexican sulfur—to a 
British buyer. The company is said 
to be having some technical growing- 
pains—and production is lagging. 

Pan American Sulphur Co. got into 
production a year ago, and is the larger. 
ind perhaps more efficient producer so 
far. Pan Am claims to have produced 
225,000 tons so far this year, and ex- 
pects to have shipped 175,000 tons 
before the year is out. Reserves are 
‘round 30-million tons 

Gulf Sulphur Corp.'s $2.7-million 
plant is nearly finished; full production 
should be under way early in 1956 
Gulf claims reserves of 14-million to 16- 
million tons, and is said to have the 
richest sulfur so far found in Mexico. 

Texas Gulf Sulphur Co. isn’t talking 
much, but has been quietly explorin 
a concession. This week, Texas Gu 
would neither confirm nor deny reports 


hon 
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that it planned to set up an operation 

A newcomer called Azufres de Mex- 
ico has a concession, but hasn't begun 
work. Ostensibly 100% Mexican, Azu- 
fres is rumored to be hooked up with 
some Houston businessmen. Texas In- 
ternational Sulphur Co., another come- 
lately from Houston, has been mired 
in legal difficulty. 

In addition to these, rumors—many 
false—have linked Freeport Sulphur, 
Olin Mathieson Chemical Co., National 
Lead, International Nickel with possible 
deals with the Mexican sulfur industry. 

For the three—Gulf, Mexican Gulf, 
and Pan American—that are thinking 
of cooperation, a merger might make 
sense. If, instead of duplicating facili 
ties and competing with each other, 
they set up joint sales forces and 
other sealed operations they would be 
in a stronger position to convince world 
customers to buy Mexican, and buck 


the competition of Texas Gulf and 
Freeport. 

The three are already kissing cousins. 
The Brady interests of Houston got 
the Mexican sulfur industry going and 
through their American Sulphur Co. 
own 10% of Pan American, 58% of 
Gulf, and 15% of Mexican Gulf. But 
putting the three together may be a 
dificult and time-consuming jigsaw. 
Each has different financing arrange- 
ments, different personnel; and in the 
words of one New Yorker, “there is a 
lot of different stock flapping around.” 

There are some other caveats in the 
Mexican sulfur scene. Sulfur domes 
are notoriously treacherous—and geo- 
logical problems could make mining 
uneconomic. Marketing is not easy in 
a world where Texas Gulf and Freeport, 
both expanding vigorously, have long- 
standing customer relationships. And, 
finally, there is the possibility that a 
highly nationalistic Sedum govern- 
ment might want to modify drastically 
agreements with foreign producers. 

That chance is remote, given the 
present Mexican government's hospi- 
tality to foreign investment. If, in the 
end, the three get together, the off- 
spring could rank with the world’s fore- 
most producers. 





Buying Power in Britain 


Billions of £ (total after tox income in each range) 
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Putting the Drive in Britain’s Boom 


This chart shows simply, and dra- 
matically, the growth of a new mass 
market-an “upper middle workin 
class’”—in Britain (BW-—Jan.29'55, 
p108). In 1949 only 2-million Britons 
enjoyed incomes in the £500 to £759 
bracket, and they commanded a rela- 
tively small part of the national in- 
come. Last year, some 5.5-million tax- 

vers fell into that category, with 
£3.5-billion at their disposal. These 


Britons have been in a buying mood, 
running up installment credit for con- 
sumer goods and, indirectly, they have 
contributed to Britain’s present infla- 
tionary embarrassment. Embarrassment 
or no, it is a sign of strength for the 
future and, according to the London 
Economist, “the most important social 
development, market phenomenon, and 
political influence in the past five 


years.” 
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Yours- 


the Land of Plenty 


MEARNESS TO 
MARKETS 


_PLENTY OF 


~ LIMESTONE 


THE WORLDS FINEST 


BITUMINOUS 
COAL 


anal SENTY OF 
POWER AND WATER 


DEPENDABLE 


TRANSPORTATION 


pe 


La wm land of STares Ly 


SERVED BY THe 
HORFOLE AND WESTE®, 


Here, in the productive six-state area served 
by the Norfolk and Western, are the basic 
elements of good plant location. 

Four essentials for successful chemical plant 
operation are here in sufficient quantities for 
hundreds of years of continuous operation: 

e The world’s finest ali-purpose Bitumi- 

nous Coal. 

e The largest known reserves of high- 

calcium limestone — over 98% pure. 

e Dolomitic limestone attaining almost 

theoretical maximum magnesium content. 

e An outstanding native-born population 

with high educational and intelligence 
level, 

Dependable transportation, another essen- 
tial chemical plant requirement, is provided by 
the Norfolk and Western Railway — and the 
territory it serves is laced by a network of power 
lines from generating installations having a 
capacity of over 15,000,000 kilowatts — with 
additional coal-fueled generators under con- 
struction or planned. 

Tell the NGW’s plant location specialists your 
specific requirements for chemicals manufactured. 

You will be promptly furnished with factual 
and engineering data that is necessary for 
a plant site selection. There's no obligation, 
and all industrial inquiries are handled 
confidentially. 


Write, Wire or Call— 


INDUST@IAL AND AGRICULTURAL DEPT. 
Drewer 8 -676 (Telephone 4-1451, Ext. 474) 
NORFOLK AND WESTERN RAILWAY 

Roanoke, Virginia 


Norfotk... Westove. 


RAILWAY 





Ever try eating a 
pound of parsley? 


Nature has put more vitamin A in pars- 
ley than in any other domesticated veg- 
etable; but even so, the 135,000 units in 
a pound of it would cost four times as 
much as the same amount in capsule 
form at the drugstore. And the chances 
are excellent that the drug manufacturer 
would have bought the vitamin A from 
us 

Firms thinking of using this vitamin 
in pharmaceutical preparations or proc- 
essed foods can always count on a proper 
introduction to the subject from Diéstil- 
lation Products Industries, Rochester 


3, N.Y 
1} 7) 


Distillation Products Industries 
ie « divides of Eastman Kodak Company 
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In Business Abroad 


Big Brazilian Question Marks: 


New President, New Exchange 


Who's to be the next president, and how much will the cur- 
rency be worth, are the big issues in Brazil this week. 

here's a trace of apathy about the Oct. 3 presidential poll. 
Indeed, Brazilians—and many Americans—figure it’s a choice 
between evils. ‘Two men appear in the lead. Juscelino Kubitschek 
represents socialist-labor elements; the army and businessmen, at 
home and abroad, don't like him because of his ties with the 
old Vargas regime. Adhemar de Barros, freewheeling former 
governor of Sao Paulo, is preferred by business. For all his shad 
dealings, businessmen say Adhemar “gets things done” and ex- 
pect him to encourage industrial expansion, including foreign 
investment, A tossup now—with perhaps an edge for Juscelino 

Meanwhile, the International Monetary Fund has reportedly 
O.K.’d a devaluation plan for the cruzeiro. It may be cut to about 
60 to the dollar—soon. Stiff import taxes will modify the present 
unwieldy exchange auction system. Some experts believe devaiu- 
ation will spur Brazil's sales abroad. At any rate, clearing up 
the uncertainty now stalling Brazilian business will be the biggest 
benefit. 

* ¢ @ 


Ferguson, of Tractor Fame, 


Cooking Up Radical Autos 


Harry Ferguson, retired tractor magnate, has been tinkering 
secretly in his Coventry (England) labs since he sold out his 
$14-million interest in Massey-Harris-Ferguson Ltd., the Toronto 
farm machinery combine (BW—Jul.17°54,p125). Now the inven- 
tive Irishman, hardy and energetic at 71, has formed a new moto: 
company—Harry Ferguson Ltd., nominal capital $280 

Ferguson's security is tighter than that of the Central Intell:- 
gence Agency. This much can be deduced: Ferguson is testing 
a series of vehicle prototypes, and trying to interest British auto 
makers in a revolutionary line. But they're happy, it appears, with 
conventional cars and so far are not too interested. The only 
outsider known to have driven a Ferguson creation is the Duke 
of Edinburgh. He is not talking 

Ferguson's plans are reported to involve big or small vehicles, 
on or off the road, with entirely new structural and transmission 
concepts. Ferguson seems to be thinking now of building one 
model himself—probably a Ferguson equivalent of the German 
Volkswagen. And if no one in Britain bites at Ferguson designs, 
the inventor is expected to do what he did in the case of his 
famous tractors—look abroad for manufacturing deals. 


Worldwide “Yellow Pages” 
Hunts U.S. Subscribers 


The International Telephone Directory, a sort of global 
“Yellow Pages,” is preparing its 1956 edition in Paris—and looking 
for U.S. subscribers. It's a brainchild of French businessman 
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Every essential typing feature 
is engineered into the 


Smith-Corona “EIGHTY-EIGHT” SECRETARIAL 


The Smith-Corona “Eighty-Eight” office typewriter 

gives effortless speed, smooth responsive action 

and a feather-light touch. 

Its advanced engineering and design give you JOB- PROVED 
SMITH-CORONA 
ELECTRIC with the 
most efficient keyboard 
ever designed. 


many invaluable typing features... the 
88-character Color-speed Keyboard, 


Instant-Set Margins and amazing Page Gage 

that takes the guesswork out of page-end typing. 
The “Eighty-Eight” is the finest office typewriter 
in our fifty year history. Wherever you find 

this beautiful Smith-Corona at work you find happy 
secretaries and satisfied employers. Phone today 


for a revealing ten minute demonstration 


eeeeee eee eee eeeee 
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SMITH-CORONA INC SYRACUSE 1 N Y BRANCH OFFICES OR PULL LINE ORALERS IN ALL PRINCIPAL CITIES 
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WANT LOWER COSTS? 
THEN USE THIS HOIST! 


Step up load handling speed in your plant and save 
money doing it. Put the Series “700” ‘Load Lifter’ Elec- 
tric Hoist to work. It shortens hoisting time—lifts a 1-ton 
load a foot in only 2 seconds! You get more lifts per hour. 


The Series “700” ‘Load Lifter’ is a push-button work- 
saver, safety-engineered to protect man, load and hoist. 
Only 24 volts at the pendant control! The powerful load 
and motor brakes are synchronized; each alone can pul! 
the full load, Steel suspension and overcapacity load 
hook, plus preformed nonrotating wire rope, provide 
super-strength. 


The Series “700” ‘Load Lifter’ has few parts—trouble- 
free performance assured! There's extra durability in 
the heat-treated helical gearing; extra-smooth operation 
because ball bearings are used throughout. Capacities 
from “% ton up. Single and two-speed control and all 
types of suspension available. 


Let the nearby “Shaw-Box” Distributor show how this 
rugged hoist can cut your load handling costs. Or write 
direct for Bulletin 410. 





MANNING, MAXWELL & MOORE, IN 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box” and ‘Loed Lifter’ Cranes, ‘budgit’ 
Lifter’ Hoists and other lifting speciaities. Makers of ‘Ashcroft’ Gauges 
"Hancoct’ Valves bay dated’ Safety anc Relief Valves, ‘American’ 
and ‘American-Micr industriel instruments, and Air 
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Rene-Jean Mollard, who brought out 
a pioneer world phone book in 
Europe last year. ‘The upcoming 
ITD is supposed to list 400,000 com 
panies, in 4,200 categories of busi 
ness, covering 110 nations and tern 
tories. 

ITD contains knowhow on using 
the phone internationally, mailing 
and cable addresses, postal rates, and 
the like. But the meat is in the 
numbers: Browsing through the 
1955 edition, a casual reader can 
learn, for example, that Shell 
Petroleum’s Londor number is 
Avenue 4321; or that on the French 
Caribbean isle of Guadeloupe, the 
“Tout pour |’Auto” service station 
answers to Pointe-a-Pitre 0-38 

ITD sells in the U.S. for $20 pre 
publication, $25 after Jan. 1. Com 
panies doing business abroad can 
list themselves for $35—or buy up 
to a full page ad ($1,000). Inter 
national ‘Telephone Directory, 10 
East 49th St., New York 17 


Business Abroad Briefs 


Britain’s Monopolies Commission 
has finished another investigation— 
this one into the supply of certain 
fabricated forms of copper. Find 
ings: group price agreements, loyalty 
discounts, other restrictive practices 
at home and abroad, keeping prices 
up and “against the public interest.” 
That makes 11 trade reports so far; 
10 more in the works (among them 
linoleum, electrical machinery); 
several on the future docket (tea, 
fertilizer). Meanwhile London con 
tinues to study possible antitrust 
legislation (BW—Jul.9°55,p110). 

Three more Sears stores opened in 
Latin America in the past week—in 
Lima, Mexico City, and Sao Paulo 
That makes 31 in six Latin lands. 

Bankers abroad: First National 
City Bank of New York has eyes for 
Africa, and its subsidiary, Interna 
tional Banking Corp., has bought the 
Bank of Monrovia, in Liberia. ‘The 
business is promising; among other 
things, Liberia is a favored tax haven 
for a growing number of U.S. firms 
in business abroad, and the Yankec 
dollar is legal tender. . . . Lehman 
Bros. and Lazard Freres & Co. are 
buying a 10% interest in Milan's 
Banca di Credito Finanziario, a huge 
Italian business and industrial under 
writing organization. 
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PROGRESS THROUGH ANACONDA METALS 


Bronze hose that jitters 


‘ TAWAY VIEW OF VIBRATION ELIMINATOR 


The Probiem: We take air conditioning 
for granted today. We accept its quiet, 
and relax, Only 
20 years ago, however, things weren't so 


dep ndable comfort 


rosy, Often nerve-jangling noise was 
carried from the compressor through 
the rigid piping connections. Vibration 
caused piping to fail, leaving people to 
swelter, Back in the early 30's a division 
of Anaconda’s American Brass Company 


was asked if it could help lick this prob- 
lem — not only for air conditioning but 
also for commercial refrigeration sys- 
tems, which are similar 

The Solution: The American Metal 
Hose Division had behind it years of 
experience in making flexible metal tub 
ing, plus the background of Anaconda’s 
metallurgical know-how. It developed a 
line of Vibration Eliminators specially 
for air conditioning and refrigeration — 
seamless tubing corrugated to flex, of a 
tough tin-bronze which can soak up the 
vibration of a refrigeration compressor 
year after year. These Vibration Elimi- 
nators, along with manufacturers’ de- 
sign improvements isolated vibration. 
Noise died down Pipe failures due to 
vibration became a minor problem. Now 
it's the hose that jitters you can relax, 


so you can relax 


The Future: For any piping system in 
which connections must flex, move, or 
vibrate, Anaconda has standard units— 
or can quickly design special units — of 
the proper construction and alloy to do 
the job. From copper and aluminum wire 
and cable . . . to a full range of products 
in copper and its alloys for industry . . . 
Anaconda and its manufacturing sub- 
sidiaries constantly seek new and better 
ways of doing things with the most ex- 
tensive line ot nonte Trous metals and 
products in the world. Call the Man 
from Anaconda for help in your specific 
problems. The Anaconda Company, 25 


Broadway, New York 4, N. Y. 55235 


ANACONDA 
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The genial mood of the Geneva conference is showing signs of hard 
wear. 


The Kremlin is acting as if it could shape the future of Germany with- 
out bothering about the West—and still develop better East-West relations. 


If the Russians stick to this game at the upcoming meeting of foreign 
ministers, that confab won't end in smiles as the summit meeting did. 
The U.S. regards progress toward German unification, based on free elec- 
tions, as the real test of Soviet intentions. 


From Moscow’s latest moves you would never know that the future of 
Germany was to be at the top of the foreign ministers’ agenda. 


This week Moscow is masquerading East Germany as a sovereign state. 
The Kremlin's East German stooges have been given the exclusive right to 
negotiate with Bonn on unity. 


If this is a hard policy decision and not merely a pre-Geneva bargaining 
maneuver the foreign ministers’ conference might even blow up. 


Secy. of State Dulles and Foreign Secy. MacMillan won't let this happen 
if they can help it. 


They are now putting the finishing touches on a Western proposal 
for a European security system. This would provide the Soviet Union with 
a NATO guarantee against any aggression from a rearmed and reunited 
Germany. 


If Moscow refuses this offer, it will be clear to the world that Soviet 
talk about needing security against Germany is strictly phoney, that the 
aim is to maintain the status quo in Centr2l Europe. 


Moscow may believe, of course, that it can maintain its present position 
in Europe and still get the West to agree to a “nuclear peace treaty” and 
to better trade and cultural relations. 


In that case you'll get a stalemate at Geneva on Germany and probably 
on East-West “contacts.” But there might still be some progress in the 
United Nations toward agreement on the Eisenhower aerial inspection plan. 
We wouldn't want to be the ones to stall that. 


U.S. policy on trade and cultural contacts is getting a pre-Geneva over- 
hauling. 


Two high-powered interdepartmental committees—one for the trade 
and the other for cultural relations—now are at work on the problem. They 
will report to the National Security Council within the next two weeks. 


The East-West trade study is in the hands of a special committee set 
up by Joseph Dodge’s Council on Foreign Economic Policy. State, Com- 
merce, Defense, and Treasury are all represented. 


Seey. of State Dulles this week appointed William H. Jackson as his 
special assistant to head the other interdepartmental study. Jackson is a 
partner in J. H. Whitney & Co., New York investment firm, and a former 
deputy chief of the Central Intelligence Agency. 


It’s too early to predict the outcome of these policy reviews, Conflicting 
opinions within the Administration still need to be ironed out. The Pentagon 
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tends to oppose any relaxation on trade or other exchanges with the U.S.S.R. 
Some officials in State and the White House think the U.S. stands to gain 
from some relaxation. 


The basic policy line is pretty well set. Dulles will kold back on 
concessions until there is some settlement of the big cold war issues. But he 
may not give a flat no to Molotov at Geneva if it looks as if we stand to gain 
by offering to swap concessions. 


The two committees are trying, therefore, to decide how far the U.S. 
ean safely go in scrapping present restrictions and what price—ia kind—it 
can ask the Russians to pay for U.S. concessions. 

One sort of swap the trade committee is studying is this: 


The U.S. might offer to (1) encourage trade in non-strategic goods; 
(2) restore most-favored-nation tariff treatment to Soviet bloc countries; and 
(3) examine the sale of U.S. farm surpluses. 


In return the U.S. would ask the Russians to (1) give American business- 
men free access to Russia; (2) offer assurances that U.S. patents and trade- 
marks would be respected; and (3) agree to joint machinery for adjudication 
of legal disputes and claims arising from trade. 


—e— 


Tariff negotiations at Geneva next January may be the most important 
since the first postwar tariff cutting conference at Geneva in 1947. The 
products on which the U.S. is considering concessions show why. 


The list of some 900 products, released this week, covers imports 
valued at $1.8-billion in 1954—17% of total U.S. imports that year and 
31% of dutiable imports. That's more commodities, comprising a higher 
percentage of imports by value, than have been put on the tariff bloc since 
the first Geneva tariff conference. What's more, negotiations will be 
carried on simultaneously with at least twenty-five countries—the largest 
number yet. 

The new 15% tariff cutting authority granted the President under 
this year’s extension of the Trade Agreements Act is much less than the 
50% authority the U.S had to use in 1947. But it is probably more, on 
balance, than the authority available at intervening conferences at Annecy, 
Torquay, and Geneva. 


Politically sensitive items have been pretty well screened out in 
advance. An effort was made to leave out products wherever there was rea- 
son to suspect that tariff cuts would impair national security, injure domestic 
industry, or conflict with price support programs or with minimum wage 
laws. Potentially controversial items not listed include the most sensitive 
textiles, most coal tar products, most earthenware and chinaware, sugars, 
watches, bikes, many égricultural products. 

Another large group of products was excluded because tariffs on them 
already had been reduced 15% or more during the Japanese tariff negotia- 
tions earlier this year. 

A few politically controversial products may be up for bargaining, 
though. They include olive oil, magnesite, decorated bone china, orna- 
mental earthenware, some chocolate products, carpets, sheet glass products. 

There’s a cumbersome administrative procedure before final decisions 
can be taken on actual concessions that will be offered. 


Contents copyrighted ender the general copyright on the Gept. 24, 1965, eene—Business Week, 550 W. 42nd Bt. New York, M. Y. 








more time-saving, work-saving features 


than any other 10-key machine 
COMP TOGRAPH 


The All-New, All-Electric Calculating-Adding Machine 


figures faster than you think. Unusually quiet in 
operation, yet fully one-third faster than most 10-key ma- 
chines. You get clear, accurate answers to every business 
problem involving addition, subtraction, multiplication and 
even division. Get a demonstration on your own figure 
work—simply mail the coupon below. 
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BS ™~ SUPER-FAST—Operates at startling 
1 weit, speed of 202 printings per minute — 
‘ figures faster than you think. 
UNUSUALLY QUIET—Rotary action, 
combined with exclusive Segment 


printing, eliminates annoying clatter 
usually found in ordinary machines. 


COMPACT KEYBOARD — Scientifically 
grouped to minimize lateral move- 
ments of fingers. It eliminates lost 
motion of arm and hand. 


TWO-COLOR PRINTING—Comptograph® 
automatically prints all debits in 
black, all credits in red. 


FELT & TARRANT mawuractuainc company 


1733 N. Pauline St., Chicago 22, It. 
Gertiemen: Without cost or obligat:on — 


| want more information about the new COMPTOGRAPH “202” 


Piease arrange an office demonst: ation 
) Please arrange for a tree office trint 


Name 


Company 


VISI-BALANCE WINDOW — Automat 
ically registers and continually 
shows true debit or credit balance 
at all times. 
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ERASE TAB-BACKSPACER —A touch 
of the tab wipes out unintentional 
mistakes. Saves correcting of 
printed tape; permits division by 
subtraction method. 


Address 
‘ City Zone 
Other products of Felt & Tarrant Mfg. Co.: the COMPTOMETER® DICTATION MACHINE and the COMPTOMETER@ 
ADDING-CALCULATING MACHINE. Offices in principal cities and throughout the worid 
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In Politics, Labor Bets on COPE 


@ Those are the initials of AFL-CiO’s new Commit- 


tee on Political Education. 


@ Once merger is complete, it will start campaign- 
ing with plenty of money and talent. 


@ Question is, can it effectively meld the conflicting 


aims of the two parent groups. 


Once the American Federation of 
Labor and the Congress of Industrial 
Organizations merge this fall, you'll 
hear a lot about the initials COPE, 
They stand for the Committee on 
Political Education—a new, potentially 
powerful body on which the AFL-CIO 
will rely in a campaign to restore the 
Democrats to full power in Washing- 
ton in 1956, 

COPE is due to replace AFL's La- 
bor’s League for Political Education 
and CIO's much-publicized Political 
Action Committee. As the one politi- 
cal arm for the united federations, it 
will claim to represent some 15-million 
union workers, It will be strongly fi- 
nanced and—because George Meany of 
AFL and Walter Reuther of CIO are 
personally interested in it—one of the 
new federation’s busiest, and, there- 
fore, most watched agencies. 

But will it be effective? That ques- 
tion is being debated in Re ublican 
and Democratic offices in Washington, 
and elsewhere. Merger proponents say 
it will be; they expect the erst tangible 
result of AFL-CIO amalgamation to be 
a quick, powerful surge of labor effec- 
tiveness in the field of politics. Politi- 
cal realists are skeptical. 

Che first real test will come in the 
Presidential race, when the new AFL- 
CIO will concentrate—through COPE 
—on defeating the Eisenhower Admin- 
istration. Although not yet unified, 
the labor bodies have already begun a 
coordinated attack on the Administra- 
tion, its policies, and many of its ap- 
pointees. The dominant theme of re- 
cent Labor Day addresses was political: 
criticism of the Republicans 

The attack will be broadened and 
intensified. But, at this point, it is 
unlikely that the combined AFL-CIO 
can produce more results next vear than 
they did independently in 1952. 


|. Differences of Ideas 


Meany and Reuther and other (but 
by no means all) top leaders of AFL 
and CIO are in harmony on the role 


'66 Labor 


labor should play in politics. They want 
no third party, nor, according to 
Meany, “even a [political] dictatorship 
by labor or 2 domination by labor.’ 
What they do want, they say, is a 
solidarity of labor voting, strong sup- 
port for those committed to the pas- 
sage of “liberal” legislation. 

This is no new objective. The only 

real difference in 1956 will be that 
there will be one large federation, not 
two. There will no longer be two 
political agencies—the League and PAC 
—loosely coordinating their work to get 
out labor votes and direct them toward 
“friendly” candidates; COPE will .be 
the single union political arm, probably 
with James McDevitt who has headed 
LLPE and Jack Kroll of PAC as its 
joint spokesmen, co-ordinators working 
respectively with former AFL unions 
and those merged from CIO. 
* Inherent—But, despite the best in- 
tentions, AFL and CIO political wings 
may not be merged into one without 
some problems carrying over into 1956, 
There hcve been inherent differences in 
the two federations through the years, 
where politics have been concerned. 
Some are important: 

¢ AFL and CIO have had different 
fund collecting systems. Both have 
sought threugh the years to collect $1 
annually from each member, but CIO's 
individual unions have handled its col- 
lections while in AFL the League has 
undertaken the collection of funds. 

¢ CIO political chiefs have oper- 
ated more or less independently of the 
governing body of the parent organiza- 
tion, while AFL political leaders have 
always in the past been guided by the 
Federation's top-level policy-makers. 
Because of this, PAC has tended to be 
outspoken, LLPE conservative. 

* Political activities and goals of 
PAC and the League have been differ- 
ent. The former, representing CIO's 
industrial unions, has been far more 
interested. 

e¢ On the state level, AFL and 
CIO political arms have frequently sup- 
ported opposing candidates, even im 


the current period of close friendship 
and collaboration. AFL and CIO split 
widely apart recently in the Kentucky 
primary for the governorship, won by 
A. B. (Happy) Chandler, backed by 
AFL but bitterly opposed by CIO. 
These are important differences, but 
they can in time be reconciled. Not 
easily, perhaps, because many tradition- 
minded AFL unions will not quickly 
agree to the degree of political action 
advocated by CIO unions—and the 
latter will strenuously object to any 
less. Meanwhile, to avoid unsettlin 
rows tor the next year, McDevitt cn 
Kroll are expected to serve as co-di- 
rectors of COPE—the only AFL-CIO 
agency to be jointly led. The AFL-CIO 
merger agreement also provides that 
state and local labor bodies do not have 
to combine for two years, and it is 
through these units that the most ac- 
tive labor politicking gets carried on. 


ll. What Labor Is Doing 


It’s still too carly for talk about indi- 
vidual candidates at union headquarters, 
but this much is certain: The League 
and PAC, the bodies from which 
COPE will be formed, are solidly for 
the Democrats to a point where they 
have little contact, and less influence, 
with the Administration. 

Union support for the Democratic 
ticket will be just as unreserved whether 
it’s headed by Adlai Stevenson or Aver- 
cll Harriman. But before the Presiden- 
tial nominee is picked, you'll see labor 
leaders active in both aspirants’ camps. 
Stevenson has kept his relations good 
with Reuther and Meany and counts on 
them to lead his labor supporters. 
Harriman, on the other hand, may be 
leaning heavily on Mike Quill, head of 
CIO's Transport Workers Union. 
¢ De Sapio Role—Carmine De Sapio, 
Tammany Hall boss and the chief engi- 
neer of Harriman’s Presidential drive, 
has just taken care of Quill’s problems 
ou New York City subways by having 
his Transit Authority grant TWU a 
very satisfactory wage increase. Quill 
has already distinguished himself as the 
most outspoken critic within CIO of 
the AFL-CIO merger. He continues in 
that role and it is figured that he will 
use his identity as chief dissenter to 
mobilize as large a group of unions as 
he can muster against the pro-Stevenson 
majority bloc. De Sapio counts him 
an important part of the Harriman 
drive. 

The complete disaffection for the 
Administration was emphasized in re- 
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cent Labor Day ceremonies. No Ad- 
ministration official addressed ah 
organized labor gathering, although in 
other years White House ecmissaries 
have usually made such appearances. 
Labor Secy. James P. Mitchel! noted in 
Washington that he wasn’t invited to 
address any union group this year. Pres. 
Eisenhower and Mitchell merely made 
Labor Day statements detailing the 
workingman’s gains in employment and 
wages to new high levels over the past 
few years of Republican government. 

This is widely interpreted as a cluc 
to White House policy in the coming 
tug of war for labor's important votes: 
Administration political efforts will be 
directed to the workers themselves, by- 
passing their leaders. 

This is a far cry from Eisenhower's 
first dealings with organized labor, when 
he chose an AFL official, Martin P. 
Durkin, as his first Labor Secretary. It 
was a short-lived and not too successful 
liaison 
¢ Bias Charge—While the President 
and Labor Secretary will campaign for 
workers’ support on the basis of the Re- 
publican record to date, labor’s leaders 
attack the record as inadequate and 
largely biased against unions. 

Union publications, directed at in- 
dividual members, are charging (1) 


that gains by workers in recent years 
have been won despite the 


Admin- 
istration, not because of it; and (2) 
that although the Administration has 
backed some labor-sought legislation, 
notably for revisions in unemploy- 
ment compensation laws in the states 
and the increase in the federal min 
imum wage in Congress, the White 
House wasn’t in labor's camp when a 
major part of the unions’ program was 
pushed on Capitol Hill. 


¢ Political Spending—Furthermore, |a- 


bor’s leaders are placing the blame on 
the Administration for the indictment 
of the United Auto Workers (CIO) for 
political activities in Michigan last 
year (BW—Jul.23'55,p34). ‘Phey say 
that federal charges that UAW spent 
money to support Democratic candi- 
dates in violation of the Corrupt Prac 
tices Act would not have been pressed 
by the Justice Dept. without an O.K. 
from the White House. 

The growing labor attack on the Ad- 
ministration isn’t so unusual for this 
time—a year ahead of the climax of the 
1956 Presidential campaign. But politi 
cal activities on local and _ precinct 
levels are running significantly ahead of 
past schedules, and are directed more at 
the workers’ wives and families. 

Unionists point out that one poll 
showed women “made up 52% of the 
1952 Eisenhower vote,” from which 
they conclude that labor undoubtedly 
lost many women’s votes to Republi- 
cans even though their husbands may 
have voted Democratic. to 
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inside story of Chrysler's 


fabulous “Paimbow Roow’ 


At the Los Angeles Plant of the 
Chrysler Corporation, they call this 
paint supply department the “Rain- 
bow Room”! 

Rightly so, too, for this ingenious 
paint supply room with its 104 
Graco Powerflo Pumps feeds 52 
different colors to the paint supply 
lines. 

This mile-long paint circulating 
system is large, yet surprisingly 
simple in installation and operation. 
It's a two-pumps-per-color setup, 
with one Powerflo Pump supplying 
a color directly from original drum 
while a second Powerflo agitates the 
next drum for instantaneous change- 
over. 

Whether many colors or few, effi- 
cient Graco Powerflo circulating 
systems are setting new standards 

simplifying installation, reduc- 
ing handling, saving labor and im- 
proving housekeeping. Paint supply 
departments stay clean and quiet. 

Engineers and manufacturers of 
paint supply equipment, Graco 
makes Powerflo Pumps for use in 
containers from 5-gallon pails to full 


@ Grace products are sold and serviced 
principal US 


Paint pressure and viscosity Is uniform at all spray 


booths, near or far, automatic or manual. 


drums. No messy transferring .. . paint 
goes “DIRECT-FROM-DRUM” to 
spray gun. The new Powerflo catalog 
tells the complete story — write for it 
today. 
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authorized distributors in all 
in 63 foreign counties Your 


and Canadian wey bn UE 
distributer can give you helpful per- 


nearby 


Graco ——— 
ent ol PUMPS 


GRAY COMPANY, INC. 9¢ 


FACTORY BRANCHES: NEW YORK + PHILADELPHIA «+ DETROIT « CHICAGO « ATLANTA « SAN FRANCISCO 


Engineers and Manutacturers of air powered paint circulating systems and heavy 


material pumps, drum pumps, lubricating end automotive service equipment 
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Avio Workers & 
|, General Motors, 


CIO Steelworkers & 
U, 5. Steel Corp., etc. 


CIO & Radio Corp. of 
America 


United Electrical Work- 
ers lind.) & Servel, inc. 


CIO Rubber Workers & 
Firestone Tire & Rubber 
Co. 


CIO Gloss Workers & 
euto and window glass 
mokers 


ClO Steelworkers & can 
companies 


CIO Steelworkers & 
Timken Roller Bearing 
Co. 


* ¥ ne >| ip- 

building Workers & 
Bethlehem Steel, Todd 
Shipyards, Maryland 
Shipbuilding & Drydock 
Co. 
AFL Metal Trades & 
Electric Boot Div. of 
General Dynamics 
Corp. 


° o Workers 
Auto Specialties, Mfg. 
Co., Kelsey-Hayes 
Wheel Co., Thompson 
Products, inc., etc. 
CIO Auto Workers & 
Auto Tool & Die Mfrs. 
Assn. 


CiO, AFL Aluminum 
Workers & Aluminum 
Co. of America ond 
Reynolds Aluminum 


CIO Auto Workers & 
Coterpiliaer Tractor Co, 


~ 


6.2¢ improvement-fac- 
tor raise plus 1.3¢ for 
wage inequities; odded 
raises for skilled work- 
ers; 6¢ raises, 1956 6 
1957, and cost-of-liv- 
ing increases 


rate adjustments, over- 
oge 15¢ on hour 


$1.20 a day now, 80¢ 
@ day more next April 


5 ur 
on hour now and in 
1956 and 1957; S¢ 
minimum raise in 1958, 
1959; c-of-i adjust- 
ments 


Sie 


3¢ plus 3¢ in Novem- 
ber, 1955, and 6¢ in 
June, 1956 


12¢ with added raise 
for some skilled work- 
ers 


«rp up to «more 
for some skilled work. 
ers; 5¢ more in 1956 
and 1957; c-of- raise 
in 1957 


11 %¢ hourly raise plus 
job rate increases; av- 
erage 13¢ 


7% % or from 11%¢ to 
30¢ an hour; average 
15e¢ 


11%4¢ ;additional raise 
for some skilled work- 
ers for average 15¢ 
an hour 


12¢ with woge re- 
opener 


or pius or 
some skilled workers; 
2%% of 6¢ in 1956 
and 1957, c-of-4 adjust- 
ments 


8¢ to 15¢ in 1955; 6¢ 
or 7¢ in 1956, 1957 


11 to 18¢ an hour, 
for average 15¢ 


more 
for higher skills; 6¢ oF 
7¢ in 1956 and in 
1957; c-of-! adjust- 
ments 





Higher pension with 
vesting; insuronce in- 
creases 


Additional pension ben- 
efits costing 3¢ an hour; 
other fringes, 2¢ 


No major changes 


Insurance for retirees; 
additional paid holiday, 
other increases totaling 
4¢. Earlier, 6¢ in pen - 
sion-insurance deal 


Vested SUP plan cost- 
ing 5¢; pensions and 


insurance increases 


weal +, wr 


ment plen costing 5¢ 
on hour; pension in- 
creases. Total fringes, 
8% 


Pension increases 


Pension increases and 
minor fringe changes 


Pension increases, oth- 
er fringes costing esti- 
mated 8\4¢ 


Auto-type SUP; pension 
increases, etc. 


Vested SUP funds, etc. 


Klcoa paid additiona 
3¢ an hour back to 
Aug. 1, 1954, in lump 
sum to CIO workers; 
AFL already was get- 
ting this 


Auto-type SUP costing 
5¢ an hour, plus pen- 
sion, insurance, and 


other fringe geins 


every Ses Tens i i4EaFT FT rw 


1955 CONTRACT TERMS: 


2 years 
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- There’s a Pattern but... 


NOUSTRY 


Farm 
Equipment 


Communications 


Aircraft 


Censtruction 


Textile 


. 
Meat Packing 


CONTRACT TERMS THIS YEAR have now 
firmed enough to give a clear picture 
of the 1955 round of wage and fringe 
increases. First indications that they 
would be modest proved wrong. The 
wide range of raises (table) were higher 
than expected. For instance: 
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common in 


CIO Auto Workers & 
Allis-Chaimers Mfg. Co. 


ClO Oil, Chemical and 
Atomic Workers & ma- 
jor refiners 


CIO Communications 
Workers & Western 
Electric Co. 


CIO Auto Workers and 
AFL Machinists & major 
plane manufacturers 


Mine, Mill & Smelter 
Workers (ind.) & cop- 
per industry 

CIO Steelworkers & 
Kennecott Copper Corp 
and American Smelting 
& Refining 


AFL Teamsters & truck 
ing employers through 
Grea oF city associations 


AFL Building Trades & 
contractors 


AFL unions & major 
companies 


ClO Textile Workers & 
American Viscose Corp 
AFL Textile Workers & 
Dan River and Ameri. 
can Enka 

ClO Textile Workers in 
northern mills 


ClO, AFL and independ- 
ent unions & major com- 
ponies 


ClO Maritime Union & 
Atlantic and Gulf ship- 
pers 


CIO Oil, Chemical and 
Atomic Workers & mo- 
jor employers 


United Mine Workers 
Dist. 50 & Diamond Al 
kali Co. 

AFL & Dow Chemical 
Co, 


¢ During the past three months, 
there were only half as many small and 
no-raise settlements as before June. 

¢ Raises of from 4¢ to 7¢ an hour, 


the first few 
1955, dropped off after the United 
Steelworkers (CIO) won its average 15¢ 


2%% or minimum 6¢ 
in 1955, 1956, and 
1957, plus additional 
3¢ this yeor only 


4% with minimum 10¢ 


7¢ to 12¢, with aver- 
age 9'4¢ 


4%4¢ to B8¢ on hour, 
varying by company; 
additional raises for 
skilled 


11%e to 17K raises, 
with average 13'%¢ 


11%¢ with job rate in 
creases for average 
15¢-16¢ an hour 


Generally 10¢ to 15¢ 
in 1955 and totals rang 
ing from 16¢ over two 
years to 80'4¢ in two 
yeors in one southern 
pact; from 31¢ to 50¢ 
over three years 


Predominantly (lover 
60 ¥.) increases of from 
10¢ to 20¢ 


Generally 4% or 5%, 
or from 5¢ to 8¢ an 
hour 


5¢ in 1955; wage re- 
opening 


5¢ in 1955; wage re 
opening 


No raise; c-of-i odjust 
ments discontinued 


14¢ an hour 


No wage increase but 
rates may be reviewed 
twice on 60-day notice 


B¢ to 14¢; in longer 
contracts, 6¢ to B¢ in 
1955 and 5¢ in 1956 
ond 1957 

8¢ with 6¢ in 1956 and 
1957 and cost-of-living 
raises 

10¢ with wage re- 
opener 


months of 


raise 
12¢ an hour, or more, predominated 


industry. 


Increased SUP plan (full 
65% of take-home pay, 
if worker is eligible for 
it, for up to 26 weeks); 
pension, insurance, hol- 
iday ond vacation in- 
creases, and union shop 


Minor fringe changes 


No major changes 


Upward revisions in 
pension programs 


Pension increases 


Pension increases 


Varied fringes includ- 
ing in New England a 
cut in the work week 
from 48 to 40 hours by 
1958, overtime for Sat- 
urday driving, and, gen- 
erally, pension and in- 
surance increases 


Few negotiations have 
dealt with fringes 


Little stress on fringes 


No major 
changes 


fringe 


Improvements in insur- 
once 


Minor concessions 


Only wages were open 
for bargaining 


25¢ @ day per man for 
SUP -type security fund; 
254 a day more for 
pension-welfare fund 


Minor fringes only 


Pension increases, etc. 


Minor changes 


3 years 


Varied 


Varied 


2 years 


3 years 


2 years 


1 yeor 


3 yeors 


3 years 


1% years 


Since June, pay hikes of 7¢ to 


* As in recent years, settlements 


La hor 


do not shape into one pattern for all 
Instead, patterns have been 
for a single industry or a large union 
sprawled over loosely allied industries. 
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Improves, Speeds Up Parts 
Finishing! 


If your product involves metal, plastics, 
rubber, glass — you'll profit by Vapor 
Blast Liquid Honing! You can be sure 
of better finishing, cleaning, descaling, 
plating, painting — and lower costs. 
"Vapor Blast Liquid Honing, the original Wet 
Blast Process, is making amazing surface-finish- 
ing records in industries like yours. May we 
prove it? Write for details, and the name of the 
VB representative nearest you. 


Vepor Bios Is @ Trade Mork 
Liquid Honing is a Trade Mork 


a, VAPOR BLAST 
5 MFG. CO. 


3043 West Atkinson Ave. 
Milwevkee 16, Wis. 





\ former Governer once called wa the 
Metropolie on the Merrimack.’ We ain't 

We're Just « big, emall town set in «a clue 

ter of New England villages with elm 

shaded grassy commons and Civil Was 

monuments Consider 

1. Unuaually attractive wage scale 

2. Five year tax write-offs allowed by U. & 
Internal Kevenue! Why not make your 
Federal income Tax pay for a one-story 
modern factory building? 


Lowest gaa rate in Maseachusetta 


Lowest housing costs in 4 t 
surveyor 


a. cities 


> Lowest hospital costs of any comparable 
ouy 

The only community in the North Baat 
having @ Vast non-profit Industrial Park 
ready for new industries! Hulldings 
financed 160% locally by N.LP. Pounda- 
tion In Lowell, A New Industrial Frontier! 
Why have three national and five sematior 
ompanica recently selected Lowell’? For 
the faeta, address 


BO-7608, Husinesa Week 


550 W. 42 @t., New York 36, N.Y 











help wanted 


every business man needs help and 
@ needs lt badly——at some time or other. 
If you have a business service that 
will help America’s business execu- 
tives — the readers of BUSINESS 
WEEK—then tell them through the 
Business Services Section. 


Just write Classified Division, 
BUSINESS WEEK, 330 W. 42nd St, NY 36 
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Big Decision on Welfare Funds 


Bakery union is first to issue policy statement declar- 
ing money in fund will not be invested in securities of com- 
panies under the union’s jurisdiction. 


Noting the vast financial growth of 

pension and welfare funds over which 
unions exercise a joint trusteeship and 
the increasing amount of the money 
in these funds being invested in equity 
stocks, more than one management has 
pondered this disturbing question: Will 
the day ever come when the unions will 
control the companies they deal with 
by becoming majority stockholders? 
* Unequivocal Answer— That same 
— has occurred to the unions. 
But up until last week, not one of them 
vouchsafed an unequivocal answer. 
Now, however, one of AFL's biggest 
affiliates, the 172,000-member Bakery 
& Confectionery Workers Union, has 
gone a long way to quict employer 
fears. According to James Cross, 
B&CWU president and chairman of 
the Baking Industry National Welfare 
l’und’s joint board of trustees, the fund 
will put no money in stocks or bonds of 
companies under contract with the 
union or within its jurisdiction. The 
fund, covering 150,000 emplovees and 
dependents, has a $500,000 reserve to 
invest and is administered by top off- 
cers of the union and industry repre- 
sentatives. 

Cross said the position was arrived at 

and formalized by resolution to avoid 
any “conflict of interest” that might 
arise. “We do not feel that we want to 
be prejudiced or influenced by owning 
stocks in companies coming under the 
jurisdiction of our union, regardless of 
whether we are the bargaining agent 
for the employees or the plant is non- 
union,” he declared. At the same time 
Cross pointed out that the trustees be- 
lieve the earning power and future 
prospects of the baking industry are 
excellent. For that reason he indicated 
that other welfare and pension funds 
would be wise to invest in securities of 
this industry. 
* Setti a Precedent—The bakery 
union official's point of view, expressed 
so strongly and carrying added weight 
because it is the first such salies 
declaration, undoubtedly will have a 
precedent-setting effect for labor repre- 
sentatives on other funds. It seems safe 
to say that it will become the prevailing 
labor philosophy; but this will not mean 
that all unions will follow suit. 

Last winter, for example, at the 
height of the battle for management 
control of Montgomery Ward & Co., 
Inc., James Hoffa, regional vice-presi- 
dent of the Brotherhood of Teamsters, 
announced Montgomery Ward stock 


owned by a welfare fund for which 
Hofta was a trustee would be voted for 
the Sewell Avery slate. Hoffa claimed 
a quid pro quo as the Avery manage- 
ment agreed to a favorable contract 
with the Tcamsters after a tense period 
during which a strike was threatened. 

Union officials like Hoffa probably 
will continue such tactics. But to a large 
extent they can be limited by employer 
refusal to cooperate, And the likelihood 
is that such uses of union-controlled 
funds will be the exception rather than 
the rule. 


Improving SUP 
Allis-Chalmers plan is 
now model for UAW de- 
mands. Union still plans to 
seek new gains elsewhere. 


When the United Auto Workers 
(CIO) signed its first supplementary 
unemployment pay contract with the 
Ford Motor Co. m June, it appeared 
that UAW had got far less than the 
guaranteed annual wage it had de- 
manded, But UAW seemed well satis- 
fied, saying it had scored a_ break- 
through that it could exploit. 

Since then, UAW has been so suc 
cessful in building on the original SUP 
plan that employers who haven't nego 
tiated on SUP yet—or those who have 
signed for plans patterned after Ford's 
~—should look at developments: 

¢ In Automotive Tool & Die 
Manufacturers Assn. pacts, UAW es- 
tablished a plan for individual SUP 
accounts in which workers have at 
least a partial vested interest. Half of 
the money that is deposited for them, 
at 5¢ an hour, is payable to them in 
a lump sum on permanent severance 
or retirement. In the flat glass industry, 
individual accounts are fully vested 
(BW —Sep.17°55,p166). 

¢ In the Allis-Chalmers Mfg. Co. 
contract, which UAW calls a “model” 
SUP contract, other modifications of 
the original Ford plan (BW-—Sep.10 
"55,p165) set bargaining goals that 
UAW is certain to press for elsewhere. 
¢ Reopening Ahead?—UAW’s strong 
interest in what it terms “improved” 
SUP plans is disquicting for many em- 
ployers who signed for Ford-type plans. 
They fear that even before the three- 
vear pacts expire UAW may be back 
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FALLACIES AND FACTS FOR CARBIDE BUYERS 


“Equivalent Grade” charts 
can mislead carbide users 


Another blunt — but necessary — clarification by the 


manufacturer of Carboloy cemented carbides shows 


how these charts fail to disclose important facts. 


Charts purporting to be “Equivalent Grade” or “In- 
dustry Standard” carbide comparison tables are now 
being liberally distributed in the metalworking industry. 
Both titles are misnomers. 

Those who advocate their use claim or imply that; 
1. These charts prove that a purchaser can safely 
interchange grades made by a number of manufac- 
turers and get equal results on a given job. 

2. These charts were compiled as a joint effort by 
all carbide manufacturers. 
Neither statement is entirely factual. 


THE FACTS ABOUT CLAIM NO. 1 


The so-called “Equivalent Grade” charts are an attempt 
to convince carbide purchasers that any of the grades 
listed for a particular job will perform equally well. 
This is not in accord with the facts. 

No two carbides are exactly alike in over all per- 
formance. Their production abilities vary tremendously 
because of differences in composition, metallurgical 
structure, manufacturing techniques, and quality control. 
For example, Carboloy Grades 883 and 44A have iden- 
tical chemical composition. Yet because they are com- 
pletely different structurally, they cannot be used as 
“equivalents.” 

Because no two carbides are exactly alike in per- 
formance, attempts to force them into arbitrary cubby- 
holes on the charts lead, inevitably, to poor machining 
results. The weakness of using the charts to select 
“equivalent” grades is easily demonstrated by two 
examples: 

1. Carboloy manufactures four different cast-iron cut- 
ting grades to handle various conditions. Several other 
manufacturers have one or two grades to cover the same 
range. Now it is quite possible that competitive grades 
might work out in general, but in the specific areas 
covered by our four grades, they would not provide 
optimum performance. Yet all the grades are in the 
same classification on the charts . . . with no attempt 
made to distinguish their particular advantages. 

2. Carboloy’s new steelcutting Grades 350 and 370 do 
not fall under any of the general chart classifications. 
If included at all, Grade 370, for example, is usually 


placed under the designations “C-5” and “C-6.” Yet we 
know from experience that Grade 370 will give far 
longer tool life than our Grade 78B, which has the same 
classification numbers. Obviously, the two grades are 
not in the same category in terms of production ability. 
Yet the charts would lead purchasers to believe that 
they are “equivalent.” 


THE FACTS ABOUT CLAIM NO. 2 


Despite anything to the contrary, these charts were not 
compiled as a jeint effort by all carbide manufacturers. 

Obviously, every carbide manufacturer should recom- 
mend the types of cutting applications each of his 
grades is designed tc handle. This is part of his respon- 
sibility to the customer. 

However, as far as the Carboloy organization is con- 
cerned, our recommendations stop with giving data 
about our own grades. We have compiled test and case- 
history information on them, We know exactly how they 
will perform. But we are not in the position to give 
similar data on other manufacturers’ grades —nor is 
anyone else better qualified than ourselves to give data 
on our grades. 

But several other carbide manufacturers have decided, 
apparently, to assume this responsibility. Their com- 
pilations — under the title of “Equivalent Grade” or “In- 
dustry Standard” charts — are now being widely circu- 
lated in the trade. The use of these titles may lead the 
carbide buyer to believe that the chart has been agreed 
to by all manufacturers. This emphatically is not the case. 


AND, THE GREATEST FALLACY 


Unlike steel, which can be changed somewhat by heat- 
treating or other operations after it is delivered, the 
properties of carbides cannot be altered. 

This means the purchaser should know exactly what 
he is buying .. . and that he should insist on a carbide 
with consistent production ability. 

The important factor of consistent operation is not 
covered in any way by the so-called “equivalent charts.” 
And this, we feel, is perhaps the most important fact 
not brought to the attention of the carbide user who 
relies on the charts when specifying grades for his job. 


"“Carboloy” is the trademark for products of the Carboloy Department of General Electric Company 


CARBOLOY 


OEPARTMENT OF GENERAL ELECTRIC COMPANY 
11183 E. 8 Mile Bivd., Detroit 32, Michigan 


Carboloy Created-Metais for industrial Progress 
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DO YOU BUY 
DIMENSIONAL GAGES? 


© If so, don’t you believe you should get 


the most unbiased recommendation from a 


manufacturer who makes ALL KINDS of 


modern gages? 


When a manufacturer makes only certain 
types of gages, he naturally recommends 
these for all applications. For instance, a 
manufacturer who specializes only in Dial 
Indicating Gages obviously cannot meet every 
modern gaging requirement. Neither can an 
Air Gage manufacturer honestly recommend 
his type of gage for every measuring job. 
Those who buy the wrong gage can't be 
blamed if they don’t know the facts. 


Where, then, can you get an unbiased rec- 
ommendation? Federal not only makes Dial 
Indicating Gages and an Air Gage — the 
Dimensionair, unequalled for jobs when an 
air gage is required — BUT Federal makes a 
complete line of ALL modern gages including 
Dial Indicating Gages and Air Gages as well 
as combinations of various gaging and sorting 
systems for in-process gaging, machine con- 
trol, and general automation. Before you 
decide what gages you need, bring your prob- 
lems to Federal. Our engineers, without bias, 
will suggest the best solution . . . and may 
save you considerable money. Write or call 
us today. 


FEDERAL PRODUCTS CORPORATION 
Dept. 18) + Providence 1, Rhode Island 


AIR-ELECTRIC GACES 


AIR GAGES 

All Attachments 
Automation 
Continuous 
Multiple 
Special 


AUTOMATION GAGES 
Employing ali gaging 
systems 
Continuous 
inprocess 
Machine Controt 
Sorting 


DIAL GAGES 
Caliper 
Comparators 
Depth 
Groove 
Hole 
Snap 
Thickness 
Thread 
Special 


DIAL INDICATORS 

The only complete line 
Long Range 
Perpendicular 
Super-sensitive 
Test Indicators 
Test Sets 


ELECTRIC-O1AL 
INDICATOR GAGES 


ELECTRONIC GAGES 
Automation 
Continuous 
Multiple 
Special 
Super Master Comparator 


GRINDING GAGES 
(Continuous) 


INDICATING MICROMETERS 
MULTIPLE DIMENSION 
GAGES 

THOUSANDS OF SPECIAL 


DESIGNS FOR THOUSANDS 
OF SPECIAL WEEDS 


Ak I EDERAL {,,, 


FOR RECOMMENDATIONS IN MODERN GAGES . 


esndiliitintiells. iiss te kehodei nee tatne G beaut 
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with a demand that SUP plans be 
“modernized.” 

You won't get even a tacit admission 
that this is possible in UAW'’s Soli- 
darity House in Detroit. Officials there 
say that they don’t believe in reopening 
contracts except in times of “grave 
changes in the economy. They also 
point out that Ford, Generai Motors 
Corp., and other contracts provide that 
SUP terms cannot be reopened. 

However, this isn’t enough to still 
the fears of employers. They are well 
aware of UAW’s “living document” 
theory of contracts—which provides that 
a long-term agreement should be open 
to revisions if unforeseen developments 
warrant them. 
¢ “Living Document”—John S. Bugas, 
Ford vice-president for industrial rela- 
tions, brought this “living document” 
theory up at the et, table when 
face to face with UAW’s president 
Walter Reuther, leading advocate of 
the theory. 

Bugas made clear that he considers 
the living-document theory “dishonest 
if the union insists on its application 
to the point of a strike or work dis- 
ruption in anything except extreme 
changes in the economy—such as exist 
in a state of war or conditions in which 
a state of war is imminent.” To him, 
the situation in 1953, when UAW 
“insisted upon reopening our five-year 
contract in the middle of its term,” 
was an unwarranted application of the 
theory. 

Bugas asked for—and got—assurances 
from UAW that the living-document 
theory wouldn't be invoked to change 
the SUP contract. According to Bugas, 
Reuther offered to put it in writing. 
So, at least in the case of Ford, the 
management door seems to be slammed 
tight against any reopening of the. 
original SUP plan to “improvements” 
negotiated by the union clsewhere. 
¢ Troublemakers—Still, as labor-man- 
agement people study the Allis-Chal 
mers and flat glass contracts, they won- 
der how UAW is going to be able to 
keep its auto company people happy 
18 months or two years from now if: 

¢ Changed economic conditions 
force substantial SUP payments, with 
UAW ’'s farm cquipment workers faring 
better than its auto workers. 

¢ There are so few beneficiaries of 
SUP in auto plents that dissatisfaction 
spreads, because—unlike flat glass work- 
ers—auto workers get nothing tangible 
from the 5¢ an hour paid into reserves 
in their behalf. 
¢ New Model—Regardless of whether 
the new plans lead to an eventual re- 
opening of existing contracts, they have 
an importance to all who deal with 
UAW and who haven't signed new 
contracts yet. According to Nat Wein- 
berg, auto union research directer and 
@ principal architect of its guaranteed 
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keeps cranes “rolling” 


The Morgan Engineering Company 
manutactures overhead electric 
traveting cranes, gantry cranes, 
charging machines, plate mitis, 
biooming mitis, structural mitis, 
shears, saws, and auxiliary equipment. 


Morgan cranes are built with 
roller bearings throughout. 
Friction-free cranes increase 
service life, speed up response, 
require less power. 


i a 


@ MORGAN “‘Anti-Friction Engineering’’ 
keeps cranes rolling by providing precisely 
correct bearings and mountings for each 
specific application . . . your assurance of 
longer trouble-free operation, lower main- 
tenance costs. 


“Anti-Friction Engineering” is another 
vital link in the chain of features that 
makes Morgan cranes best in the business. 


Performance records prove that ad- 
vanced design and heavy-duty construc- 
tion of Morgan cranes make then less 
costly to operate and maintain, Let our 
representative show you how to save the 
most by buying the best... Morgan! 





Male PTT oy, 














ENGINEERING Co. Mau, 








“WHY. . . why does it cost us 
so much to make this?” 


How many times have you asked this question? 
A simple part, an assembly or a finished product— 
why should it cost so much to make? Why? Maybe 
one answer is so obvious it’s being overlooked. 


This may be an answer: 


@ Invisible cracks devel- 
oping in parts during manufac- 
ture are too often the cause of 
these high costs. It isn’t the 
cost of the rough parts them- 
selves. It’s the time and labor 
that go into them... 
setting up, machining, finish- 
ing ... all to be scrapped at 
final inspection. 


You don’t have to accept this 
loss as “fixed.” Inspection with 
Magnaflux during manufacture 


Detroit 11 
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MAGNAPLUX 
7306 West Lowrence Avenwe * Chicage 31, Illinois 


New York 36 


finds all cracks when they first 
occur — suggests the cause and 
how it can be corrected— before 
parts are run in quantity. Before 
the bad ones raise your prod- 
uct costs to the point where 
you ask “Why?” 


Ask to have one of our engi- 
neers show you how inspection 
with Magraflux can save you 
money — or write for new book- 
let on LOWER MANUFAC. 
TURING COST. 


CORPORATION 


. Pittsburgh 3642 2* «=©6Clevelend 15 
. Dalles 19 . Los Angeles 58 


MAGNAFLU X 








wage plan, the AllisChalmers SUP 
program is “the new model that will 
form the basis for negotiations in the 
immediate future—until an even more 
advanced model emerges.” 

Point by point, the Allis-Chalmers 
plan is better for the union than Ford's. 
For instance, it provides 65% of 
normal take-home pay for the full 26- 
week period over which benefits may 
be paid; the Ford plan provides 65% 
tor four weeks, then 60% for the re- 
maining weeks 

e When a worker exhausts his 
state unemployment benehts (im some 
states they run only 16 weeks), he will 
still receive 65% of his take-home pay 
for the remaining period of his layoff, 
up to 26 weeks. Under the Ford plan, 
he will receive only the difference be- 
tween cither 65% or 60% of take 
home pay and the weekly UC benefit 
he has been receiving before state UC 
payments are exhausted. 

e SUP benefits in the Allis-Chal- 
mers plan have a dependency rider like 
those in many state unemployment 
compensation plans; the laid-off worker 
is assured 65% of normal take-hom« 
pay plus $2 additional for each depend- 
ent up to four, 

¢ If an Allis-Chalmers employee 
works less than full time, he gets a 
one-eighth point credit for each day 
worked, up to a maximum one-half 
credit toward the points on which 
SUP payments and their duration to 
workers are based. Under earlier plans, 
a worker gets no credits if employed 
fewer than 32 hours in a week. More- 
over, the A-C worker who is employed 
for a short week is assured enough 
supplementary pay to bring his total 
carnings up to 65% of weekly take- 
home pay. 

¢ The A-C plan is also more gen- 
crous in regard to (1) the rate at which 
point credits can be accumulated, and 
(2) the benefits payable for any given 
number of credits. 
¢ One Failure—In all, UAW claims 
15 “advances” in the Allis-Chalmers 
contract. However, the union did not 
win one of its major objectives: inde- 
pendent eligibility rules under SUP 
plans. All contracts signed so far pro 
vide that if a worker isn’t eligible for 
state unemployment compensation, he 
isn’t eligible for private supplementary 
yay. The auto union wants SUP eligi 
bility to be completely independent of 
state unemployment compensation laws 
and rules. 

UAW would like to use the inde- 
pendent cligibility demand as a club 
to persuade employers that they can 
reduce their potential UC costs if they 
(1) press states to climinate severe 
eligibility requirements, and (2) stop 
protesting a worker's right to unem- 
ployment compensation if he refuses an 
“unreasonable” job referral. exo 
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KEEP YOUR CARGO DRY 


Waterproof tarpaulins of coated Du Pont nylon give better 
all-around protection... last two to three times as long 


A growing number of truckers are discovering 
that neoprene-coated nylon tarps give their car- 
go better all-around protection. Most important 
is the fact that they are waterproof, not simply 
water-repellent. They keep the cargo dry! 
Truckers report that these coated nylon tarps 
last two to three times as long as the regular 
kind . . . really stand up under hard use in all 
kinds of weather. And they are lighter, easier 


to handle and rot-resistant. Upkeep costs come 
down, too, with coated nylon on the job... 
neoprene-coated nylon tarps can be repaired 
right in your own shop, or even on the road. 
Find out how coated tarps of Du Pont nylon 
can save you time and money . . . help improve 
the efficiency of your operation. To get the facts, 
ask your regular supplier for complete informa- 
tion or write: Du Pont Company (B-9), 11506 
Nemours Building, Wilmington 98, Delaware. 


For longer life and easier handling — 


®£8. u. 5. pat. OFF 


BETTER THINGS FOR SETTER Living 
«+- THROUGH CHE MISTRY 


Coated Tarpaulins of DU PONT NYLON 











the tale of two cities 
— one city did... 
one city did not! 


The city fathers of “the city that did” 
blueprinted the future. With the help 
of “the man from Layne” they pro- 
jected industrial and population 
growth into the years ahead and kept 
water supply ahead of demand, The 
result? . . . continued progress... . 
accelerated prosperity. 

On any question that relates to 
water, civic planners, as well as indus- 
try and agriculture, know that it is 
wise to “ask the man from Layne.” 


LAYNE & BOWLER, INC. 
Memphis 8, Tennessee 





Layne Associate Companies 
Throughout the World 
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936.” 
Up to mid-May, the 
industrials stood at 
1a 2anvary levels, were 
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Buils Throw Away the Book 


Market analysts are marveling at the 
stamina of the six-year-old bull market 
as it rolls along toward levels that once 
seemed unattainable. The mythical 
“S00 on the Dow-Jones” isn’t mythical 
any nore—it isn’t even remote. It may 
be as close as next week, or even to- 
morrow, 

While the analysts marvel, they puz- 
zle, too. How high can it go; how so 
can it last? One market letter writer 
says, “This is not only a bull market, 
but also a bull-headed market.” An- 
other old-time Streeter notes, “This 
market is like a bad ball hitter in base- 
ball—he does everything wrong, but his 
average stays up there.” 

The market just isn’t acting accord- 
ing to the book. 
¢ Rail Rise—Last week, for instance, 
the rail stocks finally rose above their 
June high, thus confirming the earlier 
high of the industrials. Was there a 
vigorous upward surge after this criti- 
ca BP was breached? Not at all. The 
market vacillated, sidled, and finally 
oozed a few tenths of a percentage 
pest upward, and then proceeded to 
have the blind staggers for four days, 
during which time the industrial aver- 
age made no appreciable gains. 

Commenting on the strange be- 
havior of the rails in piercing their 


previous high on the strength of a few 
issues, A. J. Cortese of Cortese, Kup- 
senel & Co., said what others had 
only whispered: ‘“The thought has been 
expressed that the rises in the aver- 
ages, especially the — breakout in 
the rail average, are being deliberately 
manuevered in order to give the ap 
pearance of strength and for the pur- 
pose of broad liquidation.” 

The selectivity that worries many 
analysts has become one of the bull 
market's outstanding characteristics. 
The statistics that confirm this feelin 
are turning up more frequently. Stand: 
ard & Poor's index of 50 industrials 
has been bouncing along at a record clip 
on the strength of less than 15 issues 
(BW—Jul.23'55,p131). Wall Street's 
Francis 1, duPont & Co. recently 
showed that while the Dow-Jones aver- 
age had gained 125% since its 1946 
high, only 16 of the 30 stocks in the 
average were 100% or more above that 
mark, and five issues were actually be- 
low their 1946 highs. But six blue 
chips were up over 250%, and they 
have provided the power. 
¢ Caution—For the market as z whole, 
the pattern of cautious selection by in- 
vestment trusts and individuals is even 
more striking than it is within the av- 
erages. Harold Clayton, of Hemphill, 
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NOW...YOU CAN BE IN 40 DIFFERENT PLACES AT 


’:20 A.M 


STARTS MOTORS 
COMPRESSORS 
TO BUILD UP 
PRESSURE 


15 A.M 
SWITCHES ON HEAT-TREATING 
OVENS AND PRE-HEAT FOR 
PLATING BATHS 


700 A.M 
TURNS UP HEAT OF 


AIR CONDITIONING 


NEW I 


gives you an 
“electronic supervisor” 

for everything 

electricity does for you 





TIME 
EQUIPMENT 











SOUNDS STARTING 
SIGNAL 


Up to 40 remote operations —lights, 
motors, heating and air conditioning sys- 
tems, as well as clocks, time recorders and 
signals—can be automatically controlled 
by IBM’s new Central Control System. 
Before your plant opens . . . during the 
working day .. . after close-down, the IBM 
Central Control System will maintain auto- 
matic and efficient 24-hour supervision. 
You will realize substantial savings in elec- 


40 A.M 
TURNS ON LIGHTS 
IN MAIN PLANT 


ry 
*) 
a 
He 


’ 


CENTRAL CONTROL SYSTEM 


tricity, fuel, water, and wear and tear on 
machinery and equipment. And installation 
is simple and economical, Only existing 
AC electrical circuits are used, Special wir- 
ing is unnecessary ! 

For details on this revolutionary IBM 
method of electronic control, write to: 
Time Equipment Division, International 
Business Machines Corp., 590 Madison 
Avenue, New York 22, N. Y, 


im 


Electronic and Electric Clock and Signaling Systems + Time Recorders + Time Stomps + Tower and Ovidoor 


Clocks + Athletic Scoreboards + Nurses’ Call Systems + Fire Alarm ond Intercomm 


ating Telaph Systems 














_ INDUSTRIAL 
COLORADO 


.- where labor produces 
5. 2% greater profit mergin 
than national 
average! 











R&S Punched card records will do this: 


@ Give monthly and year-4o-date costs 
of repairs and maintenance for 
each piece of equipment 

@ Provide basis for accurate studies 
on obsolescence and replacement 

@ Prevent pilferage losses in ports 
and supplies 

COST OF R&S SERVICE? Pays for itself 

in better control, greater economy 


RECORDING & STATISTICAL CORPORATION 


100 Sixth Ave., Mew York 13, N. Y. 
WOrth 6-2700 
Beston * Chicage * Montreal * Teronte 

















| RECORDING & STATISTICAL CORP, ' 
: Dept. W-9, 100 6th Ave. N.Y. 13, N.Y. ! 
’ itaunitees er ‘Equip- ; 
| ment Mointenance Record” : 
: Nome —_ : 
; Co ie : 
; Address ' 
; ' 
5 City Zone__Stote ' 
—titiirrrtrrrreTtt eee eee. 
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Noyes & Co., has shown that of 1,031 
common issues on the Big Board, 74% 
have gained less than 20% since year- 
end, 1954, and 25% of the issues listed 
are actually below their yearend close. 
And even 50% of all issues listed are 
cither below their yearend close, or have 
gained only 10% or less in the past 
cight and a half months. By contrast, 
Standard & Poor's combined average 
of 90 stocks (including rails and utili 
tics) is up 25% since yearend. This 
average is dominated by blue chips, 
and the buying in those issues has 
given the appearance of a hefty gain, 
while actual 75% of all Big Board 
issues remain well back of the aver- 
age. 

This picture of a strong bull market, 
as reflected in the averages, plus spotty 
showings by a majority of all stocks is 
a prime source of worry to Streeters, 
especially when there is talk that insti- 
tutions and individuals are sharpshoot- 


Shakeup in the 


The last six months of the booming 

with an occasional shudder—bul) mar- 
ket have wrought some substantial 
changes in the holdings of investment 
trusts. This became evident last week 
when Wall Street's Vickers Bros. re- 
leased its latest listing of the Favorite 
lifty stocks held by the trusts. 

Ihe biggest switch in the list hits you 
right away: For the first time in more 
than four years, the funds don’t have 
more dollars invested in Amerada Petro- 
leum than in any other stock. A vear 
ago, they held $118.9-million worth of 
Amerada; last June 30, they held only 
§$102.4-million. 

Replacing Amerada, mainly a crude 
oil producer, at the top of the list is an- 
other oil company, but one of an en- 
tirely different nature. The new leader 
is Standard Oil of New Jersev, which 
stood second on the list six months ago 
and has almost always been in the top 
five. The trusts have $116.6-million in 
this company. Breathing on Standard 
Oil's neck is another corporate colossus, 
General Motors Corp., which the trusts 
hold to the tune of $113-million. Six 
months ago, GM stood in sixth place, 
a vear ago it was 10th. 
¢In Blue Chips—From the latest 
rankings, it’s easy to see how the 
trusts ow been playing the blue chip 
stocks for the last six months. Metals 
and oils show up especially strong in 
the listing. One eye-popper is Alu 
minum, Ltd., which stood 25th six 
months ago, with 47 trusts owning 
$38-million worth of the stock. At the 
end of June, Aluminum had jumped to 
16th, with 55 trusts holding $62.5 
million. 


Other metals’ shares of blue-chips 


ing at issues that weigh heavily in 
averages to make the market look 
stronger than it is. “Actually the mar- 
ket is in pretty good shape, with little 
speculation and fair volume,” says one 
Streeter, “but priming the averages this 
way won't inspire confidence in it at 
these levels.”’ 

¢ Yield Gap—Adding to Wall Street 
er's gray hairs is the ever narrowing 
gap between bond yields and stock 
yields, which crept another couple of 
notches closer together last week. Some 
of the firming of prices in municipal 
bonds is reported by market observers 
to have resulted when some institu 
tional investors and wealthy individuals 
shifted from stocks to tax-exempts, 
where a high tax bracket investor can 
often find yields better than on high 
grade equities. Yields on the 50 indus 
trials index have shrunk to 3. 55%, just 
slightly better than the year’s low of 
3.49%. 


Favorite Fifty 


caliber fared nearly as well. Kennecott 
Copper edged up two notches to 16th, 
as dollar holdings increased from 
$44.6-million in December, 1954, to 
$53.1-million last June. U.S. Steel, 
which was 23th a year ago and 11th 
last December, ranked seventh in Junc. 
Its dollar holdings by trusts jumped 
from a yearend total of $57.8-million 
to $87-million in June. 

* Losing Ground—While metals and 
oils were drawing favorable glances 
from the professional investors, utili- 
ties and a smattering of industnals 
dropped sharply in the standings 

Westinghouse, having trouble 
through the first part of the year, 
dropped from 12th place in December 
to 26th in June; trusts sold around 
$13-million of its shares in those six 
months. 

Middle South Utilities, a long-time 

favorite, disappeared from the list com- 
pletely. United Gas dropped from 29th 
to 49th, as the trusts diminished their 
holdings of that stock by some $4-mil- 
hon. 
e New Faces—There were even new 
taces in the list as of June 30. The most 
spectacular showing by a newcomer was 
a jump from nowhere to 3}st by Rey- 
nolds Metals, which recently announced 
a stock split. Reynolds’ showing threat- 
ens to eclipse that of Sinclair Oil, which 
jumped to 40th place in its first appear- 
ance on the list last December and rose 
to 23 in June. Other newcomers were: 
Radio Corp. of America, Southern Ry., 
Alaminum Co. of Amernca, Crown 
Zellerbach, Allied Chemical, and Cities 
Service. The last two have been in the 
list previously but were not on it at 
yearend. 
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Modern tractors with new concept in cab design 
... use Fuller heavy-duty transmissions 


Yellow Transit puts fleet of 200 new design tractors on 8,435 
miles of mid-western routing 


Yellow Transit Freight Lines, Inc., 
of Kansas City, Missouri, has just re- 
placed 200 of its 900 units with these 
revolutionary Kenworth cab-beside- 
engine tractors. 

These, new lightweight, functional 
high-visibility cab-beside-engine trac- 
tors feature a high horsepower to 
weight ratio ideally suited for mid- 
west restrictions . . . and provide the 
performance, stability and long life 
associated with West Coast type 
vehicles. 

The new 138” tractors, powered by 
175 hp turbo-supercharged diesel en- 


gines, pull 35’ van type semi-trailers 
... a combination gross-train-weight 
rating of 60,000 pounds, They utilize 
the best components available. That's 
why the Fuller 5-A-65 Heavy-Duty 
Transmissions were chosen. 

Says Yellow Transit’s Superin- 
tendent of Maintenance, William R. 
Riley: “We have used Fuller Trans- 
missions for a number of years. Our 
complete satisfaction guided us in the 
selection of these transmissions for 
the new Kenworths.” 

In Yellow Transit's fleet . . . and in 
fleet after fleet on all the nation’s 


highways... you'll find Fuller Trans- 
missions — transmissions that let the 
driver select the ratio he needs at the 
right time to meet every varying con- 
dition of time, traffic and terrain. 

Wherever you see truly modern 
truck transportation, look for Fuller 
Transmissions ... and whenever you 
see your truck dealer, ask him for full 
details on the most efficient, easiest- 
shifting Fuller Transmission to meet 
your trucking requirements, 


ip 


FULLER MANUFACTURING COMPANY 
TRANSMISSION DIVISION, KALAMAZOO, MICHIGAN 


Unit Drop Forge Div., Milwaukee |, Wis. * Shuler Ante Co., Lovisville, Ky. (Subsidiory) * Seles & Service, All Products, West. Dist. Branch, Ooklend 6. Cal. and Lewthwest Dist. Office. Tulse 3, Obie. 








SAR EDAALU LL Ge. CULAR ne) 


uses DIAMOND 





At the Pennsylvania Railroad 
terminal building in Pittsburgh, 

Diamond ITV watches the movement of mail cars in and out 
of the Post Office. The image is transmitted to the train 
director in a control tower 2000 feet away and on the 
other side of the terminal. 


You, too, probably can use Diamond ITV 
to substantial advantage. For case histories 
and suggestions, get in touch with your 
7259 Graybar Distributor or use the coupon beiow. 


DIAMOND POWER SPECIALTY CORP. 

“FIRST IN INDUSTRIAL TELEVISION” 

ELECTRONICS DEPT., P.O. BOX 415Y 

LANCASTER, OHIO 

Please send me without obligotion a copy of new bulletin 
showing how Diamond Industrial (Wired) Television will help 
reduce costs, improve quality, increase sales and aid safety. 
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Wall St. Talks . . . 


. . . about Brainard’s 
Aetna and McGinnis’ New 
Haven . . . liquidity . . . un- 
derwriters’ woes abroad. 


Patrick B. McGinnis, president of the 
New York, New Haven & Hartford 
RR, last week felt a repercussion of the 
fierce 1954 proxy fight in which he 
unseated Frederic C. Dumaine, Jr. The 
New Haven, hard hit by flood damage 
from Hurricane Diane, is seeking a 
$10-million loan from a group of insur 
ance companies. One company, Aetna 
Life, isn’t participating in the group, 
and gave no reason tor bowing out 
after preliminary negotiations. Streeters 
were quick to note, however, that 
Actna’s president, Morgan B. Brainard, 
resigned from the New Haven’s board 
last January, stating that he had “no 
confidence in the present manage- 
ment.” 


Liquidity preferred: “In this time of 
prosperity, it behooves us to make sure 
that we have adequate liquidity. . . .” 
This was the advice of the new Massa- 
chusetts State Commissioner of Bank- 
ing, George P. Howard, to the states’ 
savings bankers. Liquidity today means, 
says Howard, “short term governments, 
for you can always sell them at pretty 
near what you paid for them.” 


Underwriters are having a tough 
time on both sides of the Atlantic. At 
the same time that syndicates in Wall 
Street have been struggling with a 
sticky bond market, British wunder- 
writers have found themselves saddled 
with huge chunks of offerings that 
couldn't be sold to the public, even at 
heavy discounts. One notable example 
was a debenture issue of Allied Bakeries, 
which was offered to stockholders. The 
underwriters were stuck with 97% of 
the issue. 


Everything's booming—including em 
bezzlements: The American Banker re- 
ce? 
ports that a survey of 53 banks shows 
record embezzlement losses—$1.3-mil 
lion for the first half of this year. 


Reports that the Fulbright Commit- 
tee will have another tilt at the stock 
market are unfounded—at least so far. 
Staff director Robert Wallace says the 
committee is currently studying phases 
of market activity such as insider trad 
ing, proxy fights, and over-the-counter 
securities. Wallace says, however, that 
the committee is always interested in 
dramatic stock price moverents, and 
doesn’t rule out more hearings after the 
first of next year. 
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modern design specifies stainless steel 


The new 42-story Socony Mobil Building, world’s 
largest metal-clad building now under construction 

in New York City, will have a “skin” of 7,000 stainless 
steel panels. The architects and builders specified 
stainless for its enduring beauty, resistance to 


corrosion and ease of maintenance. 





NicLouth 


STAINLESS 


Steel 


for buildings 


in fixtures, trim, curtain walls and hundreds 


of other applications you will profit by 
using MelLouth Stainless Steel 


For the product you make today and the product 
you plan for tomorrow specify McLouth 
high quality sheet and strip Stainless Steel. 


re, 


McLoutyw Stee. Corporation 


Detroit, Michigan 


MANUFACTURERS OF STAINLESS AND CARBON STEELS 




















Modern Gaylord containers reflect the excellence of 


the product they carry. As they travel they create a 


quality impression throughout your channels of 


distribution. This builds selling and buying confidence. 


For full facts on the merchandising possibilities of 


handsome, new Gaylord containers call your nearby 


Gaylord of fice. 


CORRUGATED AND SOLID FIBRE BOXES+ FOLDING CARTONS + KRAFT PAPER AND SPECIALTIES + KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION -* 


SALES OFFICES FROM COAST TO COAST *# CONSULT YOUR LOCAL PHONE BOOK 





PERSONAL BUSINESS 


BUSINESS WEEK The long waterfowl hunting season opens in some areas Oct. 1. From 
SEPT. 24, 1955 that date all the way through next Jan. 15, sportsmen will be able to hunt 

’ . wild ducks, geese, coots, jacksnipe, and the like in one or another of the 
four flyways. 


The shortest straight season is 70 days—in states in the Atlantic and 
Mississippi flyways. In the Central Flyway states, it’s a 75-day season. And 
the Pacific Flyway will have 80 straight days. (Exception: California, which 
will have two seasons totaling 70 days.) Actual dates vary with individual 
states. 
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But even a long season leaves many waterfowl hunters without the 
SERVICE Big Prize—a bag of geese. 


To the man in the blind, geese usually present the same kind of chal- 
lenge that uranium presents to the prospector. More wary, more sagacious, 
and more difficult to outwit than any other waterfowl, they pose a real test 
of the sportsman’s skill and ingenuity. 


So if you’re planning to try your luck this fall, it’s a good idea to brush 
up on some of the basic points that help increase your chances. 


The fouler the weather, the better the goose hunting. Normally, in 
good weather, migrating geese fly so high that they are far out of range. 
On cloudy, windy, cold days, they tend to fly fairly close to the ground. 


Regardless of the weather, best shooting hours of the day are around 
sunrise or sunset. These are the favorite times of day for feeding—and 
geese are very regular in their feeding habits; if not disturbed, they will 
return day after day to the same areas. 


When you allow for the speed of flight, remember that geese fly only 
between 40 and 50 mph.—much slower than smaller birds. 


Accuracy is a lot more important in shooting geese than ducks. Geese 
are so tough and strong that the only really sure kill is a head shot; you 
can fill their bodies with lead and still not bring them down. 


Experts recommend a full choke, 12-gauge shotgun, with a heavy load 
of No. 4 or No. 6 shot (some prefer No. 2 shot). Heavy loads like this mean 
a heavier recoil; so be prepared for it. 


Decoys you may have out for other waterfowl won’t normally attract 
geese; put goose decoys out as well. They are now available in wood, hollow 
plastic, and cork. (The use of live decoys has been illegal for about 20 years.) 


Concealment, of course, is highly important. The type you use depends 
largely on what flyway you hunt in. In the East, for example, it’s most 
common to use a shore blind—the better hunting areas are generally along 
water. 


In the Middle West, “pit” or field shooting is more common. This is 
simply a hole dug in the ground in a natural feeding area, such as a grain 
field. And if you’re hunting in the snow-clad western mountains—along 
the Snake River, for example—use a white sheet to disguise yourself. 


Not all species of geese are legal game in all flyways—for example, both 
PAGE 183 the snow goose and the blue goose are illegal along the Atiantic Flyway. 
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But the Canada Goose, the biggest and most sought after, is legal game in all 
flyways. Be sure you can identify him when you see him. 


There’s more satisfaction to successful goose hunting than the triumph 
of being able to bag a bird in the first place. Once you have shot a goose, 
you have a lot to show for it. Young geese weigh between seven and 10 
pounds (a 12-lb. bird is a big one; but they have run to as much as 23 Ib). 
And he will have a wingspread of between five and six-und-a-half feet. 


Finally, goose is such good eating that it is a gourmet’s delight. To 
many, this alone makes the effort involved worth while. 


—eo— 


You run the risk of having the face amount of a check raised if you fail 
to write it properly—and carefully. Make sure you are following this pro- 
cedure, which banks recommend as a preventive: 


In the space where you write the amount of the check in figures, use a 
fraction rather than a decimal! point to show the number of cents. Thus 
instead of “$168.55,” write “$168” followed by the fraction 55 over 100. 
If there are no cents, write the fraction 00 over 100. 


Do the same thing on the line where the amount is spelled out—thus 
“One hundred sixty-eight,” followed by the fraction 55 over 100. Also, be 
sure you start writing the amount as close as possible to the left-hand 
margin. Fill the empty space up to the word “dollars” with a line. 


In some states, a check dated on a Sunday may not be negotiable or 
legal. To avoid any question, it’s best to date it either Saturday or Monday. 
(You can write a check with no date. But someone must put in a date before 
it is negotiated.) 


Don’t endorse a check with just your name when sending it through 
the mails. Instead, use a “restrictive endorsement”—for example, if you are 
mailing it for deposit to your account, write, “for deposit only,” then sign 
your name. 


You can write any identification information on either the front or back 


of a check. Sometimes it’s wise—it can help you prove that you have made 
a specific transaction. 


Note for sports fans: Columbia’s new record album, The Greatest 
Moments in Sports, contains a good number of highlights from sports events 
over the past 30 years. Featured are baseball, football (a Rockne pep talk 


is the highlight), racing, tennis. 


euaQeus 


Clorpactin, a new drug still under test, looks hopeful as an improved 
treatment of ear, nose, and throat infections. Studies show that it may 
be superior to antibiotics in effectiveness and lack of side-effects. 


—e— 


Manners and modes: Greater distance on drives and truer putting 
qualities are claimed for the new Colt golf ball, because it’s made of one 
continuous strand of rubber. But its makers hasten to add that it won't 
correct your slice... . The “hero” sandwich, made from a whole loaf of 
Italian bread, is perfect food for resisting tooth decay, say two Columbia 
University dentists. . . . Electronic metal detectors have brought renewed 
popularity to the sport of hunting sunken treasure. 
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oul can expect the same fine results 


—when you use coatings based 
on BAKELITE Brand Vinyl Resins 


Extensive facias, flashing, coping and 
caulking have been completely elimi- 
nated in many cases by sprayed-on 
“sheeting” coatings based on BAKELITE 
Brand Vinyl Resins. Unsightly cracks 
and scars in masonry become com- 
pletely covered over. Porous surfaces 
are fully sealed. And, the durability 
and wear of these “skin-like” coatings 
promise years of service well beyond 
those expected from ordinary paints. 
This technique has been extremely 


rewarding in economy... for office 
buildings, factories, hotels, homes, pub- 
lic buildings . . . for interiors, exteriors, 
ducts, hoods, tanks, and equipment . . . 
for any masonry surfaces . . . for resist- 
ance to acids, alkalis, salt spray, indus- 
trial gases ...for concrete flooring, 
pool linings and a host of other main- 
tenance and industrial uses. For com- 
plete information and a list of suppliers 
of coatings based on Baxe.ite Vinyl 
Resins write Dept. KY-14. 





if 

See how completely the eoncrete work 
of the new Carlton Hotel, Tyler, Texas, 
has been weat fed and beauti- 
fully decorated with a “Plastispray” 
sheeting based on Baxexrre Viny! Res- 
ins. Data courtesy of Liquid Plastics 
Corporation, (Progressive Industries, 
Inc.) Long Island City, N. Y. 


BAKELITE 


BRANO 


Vinyl Resins 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation (133 90 East 42nd Street, New York 17, N. ¥ 
The term Baxe.ite and the Trefoil Symbol are registered trade-marks of UCC 








Church Yard 


Junk Yard 


186 Regions 


Corsicana was the scene of the first 
oil boom in Texas. Now, 60 years 
later, the city is in the frenzied 
grip of a new boom. Oil wells 
have been drilled just about every- 
where—from a church yard (left) to 
the back yard of the town’s home 
for old people (extreme right). 
But this is no ordinary Texas boom. 
The oil isn’t gushing; it’s trickling. 


Front Yard 
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New Kind of Oil Boom in Texas 


The oil boom days have come back 
to Corsicana, Tex., where they started. 
Judging by the frenzied activity in this 
unpretentious town, you might expect 
to find a few gushers—but you won't. 


The oil is coming up in trickles. And 


the boom won't produce any new oil 
tycoons—net even a few pint-sized ones. 

But these facts haven't stopped the 
oil fever from spreading through the 


of 20,000, which lies about 


little city 
5 It’s claimed 


7 miles south of Dallas. 


ay 
|| 
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that the eastern half of the town now 
has more oil wells per square foot than 
any place in America. Even Texas’ first 
oil boom, in Corsicana, in 1895, or the 
more phenomenal Spindletop boom 
200 miles away a decade later, didn't 
match the intensity of the present drill 


ing. 
- Oil Wells Everywhere—All you have 
to do is stroll through the eastern sec 
tion of Corsicana to see how deeply the 
townspeople are seized with the oul 
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craze. You'll find wells in back yards, 
front yards—or just about any place. 
One grocer didn’t have anywhere else 
to dig, so he had a well drilled right 
through the sidewalk in front of his 
store. Owners of a tourist court tore 
down one of their cabins to get space 
to sink a well. 

In one short city block there are oil 
wells in front of three modest frame 
houses in a row. 

lhere’s a well 10 ft. from the main 
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America’s First Wire Fence + Since 1883 


¢ As defense against loss or damage 
hazards and as protection against un- 
authorized entry, provide Page Fence 
security. Whether you choose heavily 
galvanized Copper-Bearing Steel, cor- 
rosion-resisting Aluminum, or long- 
lasting Stainless Steel, PAGE Fence is 
quality controlled from raw metal to 
rugged fence erected on metal posts 
deep-set in concrete. Available are 8 
basic styles, varied by heights, types 
of gates, top rails, and barbed wire 
strands for added security. Finally, 
your PAGE Fence will be expertly 
erected by a reliable, technically 
trained firm. For important fence data 
and name of nearest PAGE firm, write 
PAGE FENCE ASSOCIATION + Monessen, Pa. 
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DRILLING GOES ON in Corsicana de- 
spite the low production from the wells. 


entrance of a church and less than 4 ft. 
from the building. Another is in the 
backyard of a home for old people. And 
the hottest well in town is located amid 
the debris of a junk yard. 

¢ No Letup—Within a five-month 
period some 350 wells have been drilled. 
And the drilling continues without 
letup. It’s estimated that before the 
year is over the figure will reach 500. 

But the fantastic thing about the 

boom is not so much the number of 
wells that have been drilled in such a 
short time as the low yield from each 
well. Right now average production of 
all the new wells is less than 9 bbl. of 
crude oil a day each. The “good” wells 
are producing about 30 bbl. a day, But 
many are averaging only 6 or 7 bbl. 
Monthly production from all the wells 
runs about 40,000 bbl. 
* The First Boom—Corsicana’s first 
boom 60 years ago came about by acci- 
dent. Somebody was drilling for water 
and hit oil, The field reached its peak 
by 1900, with 373 wells producing 
829,560 bbl. that year. After that pio- 
duction gradually tapered off. Many of 
the wells were = Ba ent today a very 
few still are trickling. 

Today's bocm in Corsicana is no ac- 
cident. It’s the result of modern know- 
how in squeezing oil from sandstone 
formations with low porosity. The tech- 
nique, called sand fracturing, consists 
of forcing a mixture of crude oil and 
sand into a “tight oil formation” under 
high pressure to permit trapped oil to 
flow out more casily—15 to 30 times 
more easily. 

But there’s a catch, and it doesn’t 
seem to have registered too well in Cor- 
sicana. A well that’s been sand fractured 
will be depleted 15 to 30 times as fast 
as one where the oil flows out of its 
own accord, 
¢ Diminishing Returns—Any of the 350 


wells that have been drilled in the past 
four or five months could have Ysa’ 
duced 1 to 14 bbl. a day by standard 
methods. Sand fracturing has pushed 
the yield way up. But after a month or 
so it begins to fall off. Take the produc- 
tion records of these wells chosen at 
random: Well A produced nothing in 
April, 293 bbl. in May, 128 bbl. in 
June, and 62 bbl. in July. Well B 
umped 664 bbl. in April, 440 bbl. in 
May, and 207 bbl. in July. 

Fewer than 10 wells during the whole 
boom have had to cut back production 
to comply with the Texas conservation 
law. The state sets no limits on wells 
producing 27 bbl. a day or less, but 
does regulate the flow of oil from wells 
yielding more than 27 bbl. And of the 
wells subject to production limits, none 
has pumped the total allowable for three 
months in succession. 

Facts like these have convinced a 
few experts that an awful lot of people 
are going to get hurt by the boom. 
¢ Prophets of Gloom—W. S. Guthrie, 
partner in the firm of Coffield & Guth- 
rie, which gathers up crude oil from the 
different wells, and a part owner of 545 
wells just outside of Corsicana proper, 
makes this comment on the boom: “I 
don’t want any part of it. I am con- 
vinced that 90% of the people who 
have put money into this boom will 
never get their investments back. It’s 
crazy.” He describes tke oil craze that 
has come over the townspeople as 
“something like playing a slot machine, 
they can’t stop.” 

And Carleton D. Speed, Jr., promi- 
nent consulting geologist of Houston 
and son of one of the pioneers of the 
first Corsicana boom, summed it up this 
way: “There are so many straws in the 
Corsicana lemonade, what they get 
won't even pay for all the straws.” 
¢ Too Many Wells—The profusion of 
oil wells already is taking its toll. One 
early driller was doing very well for 
himself—his well was pumping 32 bbl. 
a day. But his next door neighbor de- 
cided to get into the act, too. So he 
sank a well about 25 ft. away. The re- 
sult: two wells producing 16 bbl. each. 

In another case, the “guy who was 
there first” fared even worse. The mgn 
next door decided to drill a well and 
sand fractured it when he got to pay 
sand. But the pressure was so great 
that it not only interfered with his 
neighbor's production, but blew sand 
out of his hole 200 ft. mto the air and 
ruined the well. 

But if the production of the wells is 
low, so is the cost of getting into the 
oil business in Corsicana. And this, no 
doubt, accounts for much of the inten- 
sity of the boom. It costs about $6,000 
to $7,000 to get a well pumping. All 
of the wells are being found at depths 
ranging from 1,000 to 1,150 ft. The 
charge for drilling runs about $1.00 to 
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How one P&H Welding Positioner doubled production 


; years ago, Allis-Chalmers in- 
stalled a P&H Welding Positioner 
at its Springfield, Illinois Works, to 
position 3000-lb. tractor drive-hous- 
ings for welding. Without adding 
any other labor-saving equipment, 
production of welded housings has 
been doubled. Here’s what A-C 
engineers say: 


“Quality has been improved and 
manufacturing costs reduced. Pro- 


duction of welded housings has been 
increased approximately 100% over 
previously-used methods. Daily 
labor and overhead savings of $87.30 
have been realized.” 


A P&H Welding Positioner can 
cut your welding costs up to 60%, 
because it reduces fatigue and waste 
motion. A pushbuttor: rotates, tilts, 
or moves the piece vertically, for 
economical downhand welding. And 


weldors, always working in a down- 
hand position, deposit metal up to 
twice as fast. 


P&H Welding Positioners have 
many exclusive features, and there’s 
a size and model that can save you 
money. Ask your P&H representa- 
tive or distributor about them, Or 
write to the Welding Division, 
Harnischfeger Corporation, 4468 W. 
National Ave., Milwaukee 46, Wis. 


HARNISCHFEGER 
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How to keep your business alive 


in case of the death of a partner! 


The personal wounds that a partner’s death causes— 
the anguish, the emptiness, the aloneness—can be 
healed by time. But not the business wounds that all too 
often follow. 

For if your partner’s holdings are inherited by 
disinterested relatives who insist on selling out—or, 
even worse, by relatives who want to run things them- 
selves—all that you built over the years can quickly 
be torn down. 

What can you do about it? First, ask your attorney 
to draw up a Buy and Sell Agreement for the purchase 








Please send me further information about Travelers 
Partnership- Life insurance. 








of a deceased partner’s shares. Then call in The 
Travelers man for Partnership-Life insurance which 
will provide the money to make the purchase. 

You'll find that Partnership-Life costs less than the 
interest alone on what you would have to borrow 
(if you could borrow it!) to make the purchase yourself. 

There are no simpler, more sensible precautions to 
take than these. 

Why not see your lawyer—then The Travelers man 
—this week? (Or for additional information, attach 
the coupon to your letterhead, and mail.) 


ONE OF THE LEADING 


LIFE INSURANCE COMPANIES E b, } 


TRAVELERS 


HARTFORD 15, CONNECTICUT 
All forms of personal and business insurance 
including Life + Accident + Group « 
Automobile + Casualty + Fire 





$1.25 a ft. The rest of the money goes 
to pay for casing, a pumping ack, a 
2-hp. motor, a couple of 100-bbl. cooaiie 
the cost of sand fracturing. 
¢ The Payoff—The quality of the crude 
produced is quite good and brings 
$2.85 a bbl. So even with average 
production of 84 bbl. a day, the 
monthly take comes to $684. And that 
looks big to a Corsicana oil man. What 
he overlooks is the fact that it will take 
10 months of his gross income to break 
cven, assuming his production does not 
decrease during that period. And it 
doesn’t take into account the cost of 
operation or imcome taxes. 

Often when production of a well 
starts falling off, it doesn’t secm to 
occur to an operator that his fractured 
sand formation might be playing out. 
So he blames his equipment or thinks 
his well needs reamimg—and throws 
more money down the hole. 

Guthrie figures that “if a man doesn’t 
get his money back in three months on 
this deal, he’s on the slim end.” 

It's estimated that so far at least 
$2-million has been invested in the 
boom. Very little of it has come from 
Corsicanans themselves. Most of it is 
being raised by promoters 

Some promoters got hold of six Cor- 
sicana wells at $6,500 each and sold 
them to a little group of medical doc- 
tors in Alabama at $16,000 cach with- 
out the doctors even looking at the 
wells. When one of them did turn up 
in Corsicana, he didn’t have enough 
information about the wells to find 
them in the jungle of Jensen pumpers. 
It is rumored, though, he unloaded 
three of the wells to someone from 
Georgia for nearly the price paid for the 
Six 

But about 1,009 Corsicanans have a 

direct stake in the boom as leascholders 
and royalty owners. You get an idca of 
how badly they've been bitten by the 
oil bug when you realize that in some 
cases as many as 20 people are cut in 
on one-cighth royalty for one well. 
« City Rides Boom—lhough men like 
Speed and Guthrie deplore the eco 
nomic waste of drilling wells on smali, 
adjoining plots, Corsicana city officials 
are doing nothing to stop it. They are 
quite content to ride the boom, collect- 
ing $25 per well for a permit fee. And 
word is around that by next vear the 
city will collect another $25 for some 
thing tentatively considered as an “in- 
spection fee,” 

The way things look now the only 
people who are going to make money 
on the Corsicana oil boom are the drill- 
ers and the equipment suppliers. The 
lumber yards are making out well, too. 
A city ordinance requires that a fence 
be built around all wells and tanks. 

But the deep-seated hope of striking 
it rich dies hard. And the drilling goes 
on. mo 
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New Modernization Method 
Transforms Department Store 


a a 


Thalhimers Department Store, Richmond, Virginia 


Architects: 
Copeland, Novak & Associates, New York, N.Y 


Engineers and Builders: 
The Austin Company, New York, N. Y. 


Architectural Metal Fabricator-Erectors: 
The Keller Aluminum Corporation, Philadelphia, Pa, 


First department store application of this interesting modern- 
ization method—distinguished by unusual architectural 
treatment in its extruded aluminum spandrels anodized grey. 
(Reynolds is completing an expansion program which will pro- 
vide the largest aluminum anodizing facilities in the world.) 
Thalhimers block-long group of buildings, old and new, is en- 
closed in an all-aluminum shell —all Reynolds Aluminum ex- 
cept for ground-floor display windows. Only aluminum makes 
possible an exterior shell so light, strong, easy to erect. Rustproof 
and corrosion-resistant, it is practically maintenance-free. 


Reynolds offers specialized assistance on aluminum applica- 
tions and design problems... coordinating varied aluminum 
requirements for procurement efficiency and economy. Write to 
Architect Service, Reynolds Metals Company, Lovisville 1, Ky. 


See “FRONTIER,” Reynolds new dramatic series, Sundays, NBC-TV Network. 
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Main Street Comes to Oak Ridge 


In its first 12 years, the atomic city 
of Oak Ridge, Tenn., has had about 
1s abnormal a municipal childhood as 
any community can. This week, as it 
contemplated its teens, it faced a future 
that was bound to be different. 

Early next month, Oak Ridge will 
open the doors to the first privately 


built commercial center in its history. 
At the same time, it will acquire a Main 
Street, something most cities have to 
start with. * 

Later—probably within the next five 
months or so—the federal government, 
which built Oak Ridge, will begin the 
process of selling off its homes and 


Government-built houses are slated for sale to residents under new home-rule package. 
Owners of privately built homes (below) can buy their land now—not just lease it. 





*3.300 for a spot 
on the new draperies... 


The scene: A modern textile factory. Giant looms roar lustily, 
eating up miles of brilliant yarn, producing miles of beautiful new 
fabrics. In every loom, moving parts speed in 2 blur, faster than 
the eye can follow—and therein lies a story. For to lubricate those 
flying parts is a ticklish business. 

On a single loom in a southern mill, for example, high speed 
gears overheated. The machine had to be stopped for lubrication, 
which was costly. But even worse, old-style lubrication resulted in 
stained fabric, no matter how careful the oiler was. Cost: Product 
spoilage over $3,500.00 a year —on just one loom. 


Then an Alemite lubrication expert was called in. He studied 
the problem, came up with a simple answer. An automatic Alemite 
system was installed at low cost and a minimum of trouble. The 
installation was made after hours, so no machine time was lost. 
The new system, a miser on lubricant, metered the proper amount 
of oil constantly. No time lost for lubrication—and NO more fabric 
ruined by oil stains. 

This is typical of the assistance Alemite offers industry. What- 
ever you manufacture, whether your plant is large or small, 
chances are an Alemite system or Alemite equipment can save 
you money. And expert lubrication counsel is yours at no cost 
or obligation whatsoever. Wherever you are, there is an Alemite 


. i j j ? 
representative ready to serve you. The coupon below will bring you an interesting booklet, 


“5 Plans for Better Plant Lubricotion.” Send for it. 

And a phone call will bring an Alemite expert, who will be 
gled to give you on “on-the-spot” demonstration of how 
Here, an Alemite loader pump is being \lemite methods con seve you money, 

used to fill a grease gun. The saving over -FREE—New Booklet! 

hand methods is 15 man hours for every ALEMITE, Division of Stewart-Warner, Dept. 6-95 

400 pound drum of lubricant used. Further, 1850 Diversey Porkwey, Chicago 14, Minele 

only clean lubricant reaches bearings, Gentlemen: Please send me my free copy of “5 Plans for  vtter 


Plant Lubrication.” No obligation, of > 
maintenance costs go down, and house- mei <iiheeteeas = rs 


keeping is easier. — 
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THESE BOLTS 
ARE THE 


SAME 
PRICE 


“BUT ONE IS 


LESS 
EXPENSIVE! 


That statement is no paradox. It points up the difference 
between PRICE and COST. 


Although bolts may be priced the same, their eventual 
cost to you can vary considerably. 


Take delivery, for instance. If a bolt company can de- 
liver immediately, it may save “down time” on the assem- 
bly line and production bottlenecks. As every production 
executive knows, delivery delays can be expensive. 


In cases where you may want technical advice, if you 
can get it free from a manufacturer, rather than pay for 
it yourself, the savings, in effect, reduces the cost of the 
bolts. 


Lamson & Sessions offers its customers these and many 
other bonuses. Collectively, they save the customer time 
as well as extra expense. That's why we say: “While bolts 
may be priced the same, one brand is often less expen- 
sive,” 


The home of “quality controlled” fasteners 


The LAMSON & SESSIONS Co. « Generai Citices: 1971 W. 85th Strect, Clevelend 2, Obie 
Plents ot Clevelond ond Kent, Ohio © Birmingham * Chicogo 
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GETTING READY for fall opening: 49 
companies are Downtown tenants. 


business properties to private owners. 
To complete the break, Washington 
will turn over the business of govern- 
ing the city to the city itself. When 
that happens, the community of 31,000 
people that the atom brought to the 
ill country north of Knoxville will 
have come about as close to normalcy 
as it’s likely to get. 

¢ Atomic Downtown—The commercial 
district that Oak Ridge plans to open on 
Oct. 6 is, in a way, a perfect example of 
its unconventional upbringing. Most 
cities start with a downtown nucleus, 
and the neighborhood shopping centers 
follow years later as the population 
spreads out. Oak Ridge has always had 
the shopping centers—built and owned 
by the government and leased to private 
operators. But it has never had a down- 
town, at least until now. 

Although it hardly fits the traditional 
picture, the new commercial center 
that sprawls across 117 acres of the 
heart of Oak Ridge actually is named 
Downtown. Its principal street, encir- 
cling the 2,000-car parking area that 
sits in front of the stores, is Main 
Street. 

Built in two ‘ong rows that meet at 
a right angle, Downtown is the creation 
of Oak Ridge Properties, Inc., a com- 
pany formed by Guilford Giazer, head 
of Glazer Steel Corp. in Knoxville. 
Glazer’s company won a 50-year lease 
on the site last year after the Atomic 
Energy Commission had invited private 
capital to apply for the development 
job. Under the agreement, signed in 
April, 1954, the company is committed 
eventually to provide a minimum of 
500,000 sq. ft. of commercial space. 

By last week, 49 companies—among 
them the Great Atlantic & Pacific Tea 
Co.; J. C. Penney Co., Inc.; Walgreen 
Co.; Kroger Co.; and Esso Standard Oil 
Co.—were set to open Downtown with 
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eartul from an elevator 


This is the Otis ELEVOICE that replaces the missing operator's voice in 
completely automatic AUTOTRONIC elevators, This voice will announce 
the floor at which the car has stopped, regardless of the number of floors 
between stops or the direction of travel. It will caution against delaying 
the operation of the door, but only when the door operation is being 
delayed. Too, it will suggest that entering passengers touch buttons for 
the floors they want and step back in the car. In department stores, the 
voice can announce. the merchandise on sale at each floor, with daily 
changes. In office buildings, it can call out tenants’ names. The voice can 
be that of a Bostonian, Atlantan, Chicagoan, or the dulcet tones of a 
well-known movie actress. 


world's satest transportation 


Recently, a state legislature approved the use of operatorless elevators. 
In doing so it based its decision in part on these facts: That automatic 
operatoriless elevators are more than twice as safe as manually operated 
elevators (long known to be the world’s safest transportation); that better 
than 90% of the elevators now being installed are fully automatic; 
that the Federa' Government itself is installing automatic elevators; that 
relatively few elevator operators will lose their employment; that most 
operators are persons who can readily obtain other employment; that auto- 
matic operatoriess elevators represent the type of progress in our economy 
that cannot be stopped 


enlarges dining room areas 


An Otis escalator can open up normally inconvenient upper or lower floor 
space for a restaurant service area—and thereby release high-priced 
ground floor space for increased income! Escclators avoid any otjections 
to stair climbing. A standard 32” Otis escalator provides ample carrying 
capacity. Its truss-enclosed machine eliminates ao costly machine room. 
A three-section, factory-fabricated truss reduces installation costs. Otis 
planning engineers are ready to help you and your consultants. This 
service is free—without obligation 


another OTIS first 


it’s the Otis TRAV-O-LATOR —quickly described as an escalator that pro- 
vides horizontal contour transportation. It can carry people up ramps in 
sports stadiums, schools and railroad stations; to and from parking areas; 
up from underground city traffic centers; or overhead across highways, 
or from airport terminal passenger levels down to airplane boarding 
points. There’s practically no limit to the length, flexibility, or use of the 
Otis TRAV-O-LATOR described in Booklet A-415 ° 


we couldn't duplicate OTIS maintenance 


“Otis Maintenance, which plays a major part in keeping our elevator 
service at peak performance, differs greatly from the offerings of elevator 
service companies,” says James M. Bradford, Manager of the Dexter 
Horton Bul'ding in Seattle, and Floyd Clodfelter (at left) Chairman of the 
Board. “Otis Mainvenance is ‘engineered service’ that has been designed 
to prevent trouble and breakdown, rather than just handle routine oiling 
and cleaning and the replacement of worn or broken ports after the 
equipment has failed. As a result, Otis Maintenance cannot be duplicated 
by any elevator owner, management company or other elevator company 
at any price.” 


OTIS ELEVATOR COMPANY, 260 I Ith Ave., New York I, NY, 
OFFICES AND SERVICE IN 295 CITIES ACROSS THE U. S$, AND CANADA 


PASSENGER 
ELEVATORS 


ESCALATORS 


FREIGHT 
ELEVATORS 


CARS AND 
ENTRANCES. 


DUMBWAITERS 


MODERNIZATION 


MAINTENANCE 





Brown ond buf porce- 
lain produces on ovt- 


standing job 
in Chicago. Architects: 
Jensen and Halstecd, 
Chicege. Generel Con- 


tractor, Krahl Construc- 
tien Ce., Chicage. 


... is often that which makes them so! 
Davidson Architectural Porcelain 
makes it easy and economical to achieve 
the look of the leader . . . the look that 
holds tenants and draws traffic. 


2é . of profitable buildings 


> 


Davidson Architectural Porcelain is the modern 
building material for buildings of every hind 
.. Commercial, industrial or institutional 
+ « Jor sew construction or modernization. 





A striking treatment, with « 
“feature” area of panels in 
contrasting color, Architect; 
Leen Seligson, C 


A tecade that will stey 
bri and clean without 
maintenance Architects: 
A. G. Odell, ir. and As 
soclates, Charlotte, North 
Carolina. 


A 6-page folder 
desevibles Da- 
vidson Archites- 
tural Porcelain 
will be sent on 
request. 


Type? 
Facia Panel 


Vavidoon ENAMEL PRODUCTS, INC. 


1107 £. KIGBY STREET + LIMA, OHIO 
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as big a bang as possible. Ultimately, 
the idea is to add an office building, a 
children’s nursery, a post office, and a 
Nuclear Industrial Exhibition Hall. All 
this, when combined with development 
of a bordering tract for “recreation and 
culture,” will round out the community 
center that architects Skidmore, Owings 
& Merrill had in mind when they com- 
pleted the master plan for Oak Ridge 
development in 1948. 

¢ Municipal Package—-Though Down- 
town has been a long time in coming, 
it has had nowhere near so slow a course 
as the home-ownership and _ self-rule 
law that Congress finally passed last 
summer. “Oak Ridge,” as one govern- 
ment worker said last week, “has been 
pushing to open this door for years.” 

What Congress did in its dry legal- 
iems last July was to declare that it was 
now the policy of the U.S. to put an 
end to government ownership and man- 
agement of the AEC communities at 
Oak Ridge and Richland, Wash. To 
that end, it said, “it is desired . . . to 
facilitate the establishment of | self- 
government; provide for the ordezly 
transfer to local entities of municipal 
functions . . . ; provide for the orderly 
sale to private purchasers of prop- 
ety.... 

This was pretty much the package 
Oak Ridge had hoped for. AEC is now 
authorized to turn over to a local gov- 
ernment, once it is set up, some $35- 
million worth of municipal property. 
In addition, it can sell to residents 
$42-million worth of homes and other 
cate buildings. The price is to be 

ased on Federal Housing Administra- 

tion appraiscls, a tagging process that 
is expected to start within the next few 
weeks. 

Each occupant gets first crack at 
his own house. If he decides to buy, 
he can have 15% off the appraised price 
simply because he lives and works in 
Oak Ridge, then can knock off another 
10% if he’s willing to waive his rights 
to a government guarantee against loss. 
Any improvements that the occupant 
has made on the house are counted out 
at the start. 
¢ Timing—At the moment, there is no 
telling exactly how long the turnover 
process is going to take. But the figur- 
ing is that at least some of it will get 
started shortly after the tum of the 
year. 

The transfer of municipal facilities 
to a local government has to be 
made within five years, and AEC is 
authorized to spend any amounts “rea- 
sonably necessary” during that time to- 
ward helping the citizens set up for it. 
And for at least 10 years, the commis- 
sion is pledged to make annual assist- 
ance payments to the new government 
based, in part, on what it might have 
to pay in taxes on atomic ig if 
they were taxable. eno 
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Show manship 
in Public Speaking 
by Edwerd J. Hegarty 

If as part of your work you 
speak anywhere, to individu- 
als or groupe— this is a book 
for you. Before you make one 
more speech you will want to 
appropriate many of the hun 
dreds of practical suggestions 
which cram its pages. How to 
win and hold an audience 

how to insure jncreased audi- 
ence response ; how to bridge 
by dramatics the gulf be- 
tween dull material and 
lively listening are among the 
topik« = coverer 

Showmanship isn't hard to 
learn, although its effects are 
great, Mr. Hegarty, a man, 
ager of Sales Training for the 
Westinghouse Electric Cor- 
poration, recommends many 
ways to use showmanship, 
helps you in all aspects of 
speechmaking. 

(Publisher's Edition, $3.75.) 





McGraw-Hill cordially 


navites you to 


The McGraw-Hill Advertising and Selling Book Club is being organized to pro- 
vide you with a technical reading program which cannot fail to be of value to you. 


Through this program you'll meet the leaders in your field 


specialists who 


offer their authoritative, practical guidance for your use at any time. You'll 


enjoy the stimulus of their ideas- 
work——-for you. 


The Club offers you the satisfaction of ap- 
proaching your creative tasks with greater skill 
than ever before. It invites you to gain com- 
petitive advantage by maintaining a high level 
of resultful performance through the use of 
your talents and abilities in accord with or- 
ganized knowledge. 

The Club selections offered you will be 
chosen by the business book editors of Me- 
Graw-Hill, Their thorough-going understand. 
ing of the standards and values of business 
literature will be your guarantee of the authori- 
tativeness of the books you buy. The Club will 
send you these hooks at a saving of at least 
15% from publishers’ prices. No comparable 
program could he so convenient or so eco- 
nomieal. 


How the Club operates. Every second month 
you will receive the Club’s Advertising and 
Selling Book Bulletin. This Bulletin, issued 
six times a year, describes the main selection 
and eight or nine alternate selections being 
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ail Entire Cow 
The M MeGrew Hitt Advertising and - 
330 West 42nd Street, New York 36, 


Please enroll me as a member of the Advertising and Selling Beet Club. 
I wich to take as my fret selection the book checked 


©) How to Write Advertising that 
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Price, 5.50 Using and moring 


Grestions spate Peychotogy by 
A.& 


esmen | toe m., 4.00 


How to Tatk Welt w iF end his 
Render. low w enhance me 5.05, 
cress in all activities by improv Advertising one 
peech personality.” Pab am 
4.00, Club Priee, 9.45 ton. 
How te Sell Through Mall Or- 
Irvin Graham 
and principles for He Fa., 
mall 


How to Be a Successful Leader 
by Auren Uris 
by mastering the 
the leadership job 


Why Oe People Buy? by the 
editors of Fortune 
realities and current probleme "W 
in selling and marketing of all 
A high-impact beok for 
all §6hbusinessmen Pub > 
4.50. Club Price, 2.86, Th Cub Price, 


to receive 


special club price, plus a few additional 


Fortheoming selections will he deserthed to me in advance and I may 
decline any book simply by returnt take 
only 4 selections or alternates in | 
selections I choose will be at the members 
No risk guarantee 
shipment within 16 days and my membership ‘will 


ideas which you can take to work and put to 


offered to members for that two-month period. 
If you don't want the current selection, you 
choose an alternate or tell us not to send any 
book (making use of the form and postage 
paid envelope we'll send you with each Bulle. 
tin). 

You need not accept a book every month, 
The purchase of as few as three volumes in 
one year fulfills all your membership require- 
ments. And if you choose, you may cancel your 
membership anytime after accepting just three 


book s. 


Send no money—just the coupon, Why not 
immediately enjoy this convenient way to keep 
abreast of the best current business thinking 
in the advertising and selling field! By taking 
advantage of this special offer, you will re- 
ceive absolutely free Hegarty’s theumenhip 
in Public Speaking, toget with your choice 
of any one of the eleven books shown below as 
your first selection—at the special Club price. 
So mail the coupon t 


Book Club 
» We 
oO Refivation oan t 


& Marketing 
latet soca 


tbe Clyde Bedell tiein 
Amith 
step. by step 

ing motives and atti 

plained and applied to over. 


Pub. Fa., de Pre Price, 


‘ 

ddcctive Letters in Business, 

3 ed., by BR. L. Shurter. For | 

every businessman who wants 

to present meen ety Ls om 
“q., 





Laird, A sound 
manual for to 





product 
Club Pries, a4 





by Roger Kar 
Successful methods of st 
ting up, operating, or reorgan 
Rules idng an advertising agency 
; 6.0, Club Price, 
order 
6.00, Club 


MCCORs 
" boa dvertising and- 
wre, “ited oy Julie ioone 
Your desk-top library of ad 
vertixing pointers for sales in 
the rich industrial market. Vy 


How to sucesed 
human ele 


" to industry 
Price, Pub E4., 6.50, Club Price, 


seceae roan," a ie 


Britt. 


Loo. bob 


A look at 


sk checked ahowe, a gift copy of 
. You will bill me for my first selection 
cents for postage 


& printed form to you. I 

months of my yeaa All further 

If net completely sath i may return my fret 
be canceted, 


TET T ITT Pee eee eee ee | 


Lone + AMANO. ces wneereees Aas ons | 











EMPLOYMENT 


Selling Opportunities Offered == 
 fasy, Profitable Sideline. All your customers 
‘y Chrietmas carde—tor busin and personal 

Heres « uniaue gallery of personalized 
irietmae greetings for these who want “some- 
ne different No other line like it, Selection 
112 exclusive designa, including 36 capecially 
vusinees firme—all with customer's name. 
le price range. Up to 65 to $76 commission 
each wale Full of part time. Por elaborate 
mole outlft from famous old-established firm, 
rite Process Corp., 1960 6, Troy, Dept, FG-8, 
Chicage 83, Til 
AA! Mir, Steem, alr & hyd. 
Bahed over 20 years, Exclusive territories open 
for Mire Agente—Missourt, Kansas, Nebraska, 
Colorado, Oregon, Washington, Minnesota, lowa 
ond Miasiesippl. RW-7606, Business, Week. 
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e are. Technical knowledge not necessary, Write 
ww information, New York Gearworks, 136-36 
Piet Ave, Rickmoné Hill 18, N. ¥ 


wenn" Position Wanted 
Position Wanted Ass't. to general 2 
rs, in powttioens at met. or dept. head level. 
Ace 34, BS ena’'r., MBA veer broad, yet epeci- 
yeriences in industrial m’gt., personnel 
and professional consulting. Excellent 
Seeking opportunity. Box PW-?7714, 


isiness Week 


== Selling Opportunity Wanted == 
Menutfacturers representative; equipment and 
qnlce oxportenss, BB. Age 80, RA-7770, Busi- 


SPECIAL SERVICES 
Need Trensiation?§ All Lenguages, Cotatogs 
Manuals, Advertisements, Firm Beripta, Sales 


otters, House Organs, Turn-around service on 
winess correspondence, typed on your own 


ality beeked by years of experience, Write 

verseas Business Bervices, McGraw-Hill Inter- 

stional Corporation, 330 Weat 42 Street, New 
Tork 36, New York, 


' 
t 
tetterhead. Technical and industrial material a 
. 
‘ 
. 





Products Available for 
Hlustrated in_ monthly New Product Digest — 
subscription $10.00 annually — trial copy one 
dollar. Digest B17, Box 2664, Austin, Texas 


Complete 7. programs on firm bid 


Guaranteed delivery Mechaneere tIne., Bpt 
nn 


=== Registered Patent Attorney === 
Petent information Beok, without obligation. 
©. Miller, 060W4, Warner Bidg., Wash. 4, D. C 
Experienced, familiar with patent matters and 
anything conpected therewith, such as nego- 
tiations, Infringements, licenses etc aowleies 
ef hatteries of eleetro-chemical devices desir- 
able, familiarity with foreian languages help- 
ful. Bend resume, in confidence, salary require- 
ments, to Varkney Blectric Corp., Dept. P, 40-60 
Leonard &., New York 18, N. ¥ 


BUSINESS OPPORTUNITIES 


fern up to $2,000.00 with or 
time route of automatic 3 in 1 H ink Mer- 
echandiaere in your community e train you 
Write Superior, 4565 T Bast Warren, Denver, 
Colorade 





Condiment emnntocturing or distributing busi- 
fess wanted for cash, 71788, Business Week. 


$70 weok 
bookkeeping, Immediate income—easy! Audi- 
tax, T4TOTAPR, Low Angeles 34. 
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Transformers, world’s larg- 
eat inventory new and guaranteed rebuilt Elec- 


trie Bauipment Co., Rochester, N. Y. 


Texes—Verrous lecetions frozen footy canning, 
feed mill, large and small sites. ‘o-operate 


with other realtors, George W. Seruggs, 171 
W. Josephine, San Antonio. 


198 Regions 





In Regions 


Politics Blamed in Detour 
Of Bay State Highway Bill 


BOSTON—Massachusetts’ long-debated $125-million highway 
bill is on the shelf until next year. And politics alone seems 
to have put it there. 

No one really disputed the fact that the state needs more 
money to improve its roads. After the House passed the bill, 
observers felt it would be sheer folly for Democratic senators to 
try to block it. But that is exactly what they did. 

Democrats maintained that ali too many highway bonds, 
ance authorized, were still unused. Republicans answered 
»y saying that had nothing to do with new improvements that 
were needed. But the Democrats remained unconvinced, and in 
two votes last week the bill went down to defeat, just missing 
the required two-thirds majority. 

At this stage, political observers aren’t sure which party gained 
the long-range advantage. Gov. Christian A. Herter, thoroughly 

seved, said “the loser is the Commonwealth,” and that the 
Yemocrats have to take full responsibility. But Democratic 
strategy looked smarter the deeper you probed. The party is now 
in a position to pass the bill in 1956, which is a gubernatorial 
election year. Boston observers say that would give the Democrats 
a hand in the “road game”’—the rounding up of campaign funds 
from grateful contractors—when they could use it most. 


Toledo Ball Club May Move; 
Owners Seek TV-less Haven 


TOLEDO—Despite a good year at the gate, 1955 may mark 
the end of the line for minor- e baseball here. 

The Milwaukee Braves, owners of the Toledo Sox, want to 
shift their American Association franchise out of the city before 
another season comes around. The Braves say they have dropped 
$250,000 on the operation over the last two years—even though 
the club placed third in league attendance this year. 

Milwaukee hasn’t said yet where it wants to shift the team. 
But its specifications for a site point up much of what's wrong 
with minor league baseball: It wants a city without expressway 
links to a major-league center, and one that is beyond the range 
of major-league telecasts. Any transfer will have to have the 
O.K. of the American Association. 


Regions Briefs 


The Missouri Basin is back where it started in trying to work 
out a plan for controlling the operations of its river-deve t 
jects. First, the valley tured down a TVA-type authority. 
Siew the governors have scrapped a long-hashed-over compact 
proposal as impractical. 
drought in parts of Nebraska, Kansas, Oklahoma, and 
Towa is taking a heavy toll of crops. Latest forecast for Nebraska 
indicates over 50% of its corn has withered since July. 
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THE TREND 





New Strength Behind the Boom 


A new element of strength has been added to our 
already vigorous boom. Capital spending by business, 
which has lagged behind other sectors of the economy 
in the early stages of the boom, is now hitting new 
peaks (BW—Sep.17°55,p28). 

The latest survey made by the Commerce Dept. and 
the Securities & Exchange Commission estimates that 
spending for new plant and equipment will hit an 
annual rate of $29-billion in the third quarter and 
will reach $29.7-billion in the fourth quarter. 

These record-breaking figures mean that there 
will be no danger of a sudden decline in economic 
activity. ‘They are a powerful offset against any drop 
in auto production or housing. The capital spending 
cycle 1s not a volatile short-term element—it may run 
as long as three years—so the present upsurge should 
be a factor of strength next year. 

Most categories of business are taking part in the 
rise, particularly durable goods, railroads, commercial 
firins, and utilities. And the estimate for fourth-quarter 
expenditures may be exceeded by actual spending as 
increased competition leads more and more companies 
to revise their plans. 

The fact is that businessmen are confident that growth 
is essential. Even though they have increased produc- 
tive capacity 30% from 1950 to 1954, they are intent on 
more expansion. 

Thus, capital spending is the great multiplier in our 
economy. The increased production it provides is 
matched by increased employment, which results in a 
bigger demand for goods. Without increased capital 
goods expenditures to sustain it, the boom we have 
would inevitably peter out. 

But the upsurge in spending, coming at a time. when 
the economic engine is running full steam ahead, may 
be a source of strain. A capital goods boom will mean 
increased demand for credit, workers, and raw material. 
If there is no slowdown in other sectors, then the added 
pressure of an expanding capital goods market carries a 
threat of inflation, 

This is the danger—in the short-run, But over the 
long haul, businessmen’s plans to spend more assures 
a solid base for growth and prosperity. 


Science in Forecasting 


The cry from the left field bleachers, “Wait until 
next year,” hits the miscalculating businessman as 
witheringly as it does the Giants’ Leo Durocher. 

The question is not whether to look ahead but 
how to look ahead—by hunch or smell or by 
something resembling science. Increasingly, business 
decisions are becoming collective—particularly in big 
outfits. They reach farther and farther into the future. 
And too much dough rides on those decisions for any- 


one to chance playing the future completely by ear. 
So business is turning to economic specialists for this 
forecasting. 

That's the trend—and it’s not happening because it’s 
a fad but because increasing numbers of American 
firms find that scientific forecasting can make a valuable 
contribution to the development of sound secure 
production, marketing, and capital spending programs. 
We think it’s a healthy trend, and one that’s likely te 
contribute further to the stability and growth of busi- 
ness and of the nation’s economy. ‘The special report 
on economic forecasting in this issue (page 90) is 
intended to be a contribution in that direction. 


Convertibility: Still Ahead 


The annual meetings of the World Bank, held this 
year in Istanbul, always give central bankers from the 
nations of the free world an opportunity to do some 
stock-taking on convertibility. A year ago, the dele 
gates decided that convertibility was no longer a pious 
hope but had become a practical problem. This year, 
the international banking community reported both 
progress and backsliding in its efforts to bring about 
free exchange of the world’s currencies. 

Real progress was made in raising living standards 
and production. There was progress, too, in the use of 
flexible and indirect monetary policies as the chief 
means of maintaining domestic stability. In most of 
Europe, these devices have supplanted reliance on direct 
government controls over credit. 

In recent months, however, many countries have faced 
an outbreak of inflationary pressure. A combination of 
circumstances—labor and material shortages, heavy 
social security and defense expenditures, balance of trade 
difficulties—have led to a rise in prices. 

In countries where productivity has increased faster 
than prices, such as Germany and Belgium, inflation 
has been held in check. But in countries where produc- 
tivity has lagged behind the rise in the price level, as in 
Britain and the Scandinavian nations, domestic cur- 
rencies have weakened—especially the pound sterling. 

The weakening of sterling has indefinitely deferred 
the chances of full convertibility. This is in sharp con- 
trast to a year ago, when the world was eagerly antici- 
pating action by Britain. At Istanbul British Chan- 
cellor R. A. Butler not only postponed convert- 
ibility but heatedly denied that the pound would 
be devalued. 

Delegates at the Istanbul meeting now recognize 
that convertibility, when it comes, will not be heralded 
by a single act or announcement. Rather, it will be a 
gradual process, dependent on the strengthening of 
productivity and competition abroad. And the closer 
we get to convertibility, the more problems it presents. 
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1 aluminum extrusion 
...-4 product advantages! 


By the single step of replacing costly plastic hubs with a 
custom-designed Harvey Aluminum Extrusion, this bus 
and train-washer brush gained four important advan- 
tages. First, it can be made up to 30” long, while the old 
limit was 9” 


second, costly labor charges are avoided, 


because worn-out units are simply thrown away instead 


MAKING THE MOST OF ALUMINUM FOR EVERYONE 


HARVEY 


luminum 














HARVEY ALUMINUM SALES, INC., TORRANCE, CALIFORNIA 


RESEARCH DEVELOPMENT 


special extrusions, pres 


PRODUCTION 


tions 


Harvey does all three a 


forging hollaw sec structural rod 


and related product oO milar products in alloy steel and titanium or 


wid bar, } 


of being laboriously reloaded with bristle strips third 


brushes are changed in minutes instead of hours 


fourth 


over-all operating costs are reduced. Another 


graphic example of how Harvey Extrusions make a 


better product better to make, better to use 


Send today for our latest brochure, “Aluminum Extrusions” 


This tag or label on your product helps 
stress quality design and construction 


Write to us and learn how it can aid 


your sales and merchandising 


BRANCH OFFICES IN PRINCIPAL CITIES 


ecading independent producer of aluminum extruslo i ll alla ynid all site 


jock, pipe nachine product 





Another new development using 


B. FE. Goodrich Chemical =~ ==: 


B. F. Goodrich Chemical Company does not make these bases 


We supply only the Geon vinyl resin 


SAFE...when Geow is the play 


Lore has a new look. . . bases 


made from Geon vinyl plastic. 


Players—and groundkeepers—like the 
improvement 

The tough, heavy cover for this new 
base resembles canvas-bag texture and 
stitching—that's as far as the resem- 
lance goes. For the Geon cover gives 
t permanent full crown, rounded cor- 
ners and sides. There are no straps or 
buckles to trip the base runner. Resil- 
ient sponge padding provides shock 
absorption to cushion slides. Safe is the 
word for the Geon-made base! 

The Geon cover is washable, never 


needs whitewashing or painting— 
looks white after years of wear. It has 
excellent abrasion resistance . . . out- 
wears heavy canvas many times. The 
vinyl base has been approved for use 
by all professional leagues 

Many types of covers made from 
Geon polyvinyl materials serve many 
purposes: as tarpaulins on trucks, 
boats, silos and aircraft. 

Pethaps Geon's versatile talents can 
be applied to your own products, 
to give them the big-league appeal 
that keeps them out in front on the 
sales scoreboard. For details write 


Dept. J-10, B. F. Goodrich Chemical 
Company, Rose Building, Cleveland 15, 
Ohio 
In Canada: Kitchener, Cntario, 


Cable address: Goodchemco. 


GEON RESINS * GOOD-RITE PLASTICIZERS ...the ideal team to make products easier, better and more saleable. 
GEON polyviny! materials « HYCAR American rubber and latex « GOOD-RITE chemicals and plasticizers « HARMON colors 





